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ON HOME 
AND INDUSTRIAL 
FUEL OIL 
DELIVERIES... 








Viscosity is no problem. Brodie Meters are available to handle any fuel oil grade, Ths 
unit is delivering ‘‘black oil” to a commercial user. 


















Home deliveries are fast and accu 
Customers like the verified delivy 
receipts of this Brodimatic Priniy 
Counter. Quantrol gives fully aviondi 
shutoff at preset gallonage. 
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BRODIE BiRotor Tank Truck Meters } 
1 Sustained accuracy keeps delivery and in- Brodie BiRotor Meters are different. In the measuring chamber tte 
ventory records straight, speeds up account- are just two moving parts, which rotate without vibration toa 
. . . to-metal contact. It’s fully protected from damage or distortion 
ing, guards against delivery error losses. : : «= Elimi 
% 9 8 y rugged double-case construction. Meter and Strainer-Air Eliminai N 
? Trouble-free performance keeps trucks are unit-built, giving quick easy access for inspection, cleaning o* oY in 
in full-time profitable operation placements without disturbing connections. Compact flexible dese EDIT 
; permits inlet and outlet to face virtually any direction for easy, eo PUBLIC 
3 Low maintenance keeps operating costs installations making best use of cabinet space. Available with - | User 
i dt alsa reading Brodimatic Counter, Printer, Quantrol automatic qua” 


control, or space-saving “G” Counter. Call your Brodie Meterit 
710 Specialist for the full story. 





Bert L 
V.M. 
DIE & M E TER: 
RALPH N. BRODIE COMPANY - San Leandro, California, U.S.A. nw 
MAT. VERNON, N. Y. DALLAS 7, TEXAS CHICAGO OFFICE: SEATTLE 9, WASH. Los ANGELES 1709 
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REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN Att PRINCIPAL 
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Among other things... . 


The fueloil management statistics that start the feature 
section of this issue point up a pretty healthy condition of 
the industry at the local level, despite considerable con- 
cern over rising competitive pressures. The tables and 
charts bring you quite a lot of good comparisons for your 
own book figures, to see how you’re doing and what you 
might have overlooked. It’s an issue to keep in your desk. 

Our western editor Douglas has a heart-warming ap- 
praisal of a good oil man in the Northwest, our old friend 
Leo Thomas, including some local gossip on what they 
think of such an operator. 

The Loren Crow feature on pinpointing degree-days is 
one of the most thorough we have had on the topic. It’s a 
closer look at real understanding of weather’s hold on our 
doings. 

And Bill Stein is still after us about why oilheating is 
for the best people, in his series of dealer stories. 






































bem SEPTEMBER ISSUE comes at 
the time of year after we've spent 
a good bit of the summer putting 
some yardsticks on impressions of 
fueloil management. Many of you 
helped very much by sending us facts 
and figures from your own files and 
impressions from your experience. 
We've put together ten pages as a 
statistical summary covering quite a 
few points that interest management 
in the fueloil business. 

We genuinely enjoy the long hours 
involved in studies of this kind. They 
are tiring to be sure, but the most satis- 
faction that comes to a publication 
staff is through being able to gather in 
good field information and boil it 
down to useful shape for the readers. 

Those of you who helped so gen- 
erously in this undertaking, thanks 
very much from both ourselves and 
the industry. 


ia IS PROBABLY logical for an indus- 


try magazine to question the 
soundness of oilheating equipment 
manufacturers spending large parts of 
their advertising budgets in the very 
high priced consumer magazines. 
There is one current example, how- 
ever, that we can endorse most highly 
because it tells to the general public a 
story that is much too little under- 


stood. 


Lennox Industries, Inc., Marshall- 
town, Ia., recently had a page in the 
Readers’ Digest. We understand that 
this page cost $40,000 and, of course, 
it reached several million subscribers. 

The reason we particularly like this 
ad was not in its beautiful artwork or 
format since those were not unusual, 
but rather in its theme. The two prin- 
cipal headlines in the ad were: 


“A brand name alone is not 
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enough.” “It takes a local comfort 
craftsman too.” 


Notice that the company is telling 
this, not to a dealer audience, but to 
the general public. 

Nothing in the oilheating industry 
has been more deplorable than the 
growing tendency in recent years to 
sell good quality equipment through 
certain wholesale channels that took 
very little interest in the character of 
the dealer to whom it was resold. It 
has sometimes seemed that anyone 
carrying a pipe wrench or a pair of 
snips could walk into such a wholesale 
establishment and buy fine equipment, 
and then go out and install it badly 
through ignorance. 


One of the difficult problems in oil- 
heating stems from the fact that the 
burner will operate and keep the house 
warm when it is badly installed, seri- 
ously out of adjustment and wasting 
fuel. In the hands of a good, intelli- 
gent and experienced dealer, this does 
not happen. 

A good dealer with a mediocre line 
of equipment often can serve the cus 
tomer better than a poor dealer with 
a high grade product. 

The Lennox ad naturally empha- 
sizes that its equipment is not only ex- 
cellent, but that it is also sold, in- 
stalled, and serviced by equally excel- 
lent dealers. This is one time we are 
most happy to see an advertising 
budget going to a consumer publica- 
tion. 


i ies NEW FHA regulations will 
probably help the housing market 
to a considerable degree. It’s true that 
interest rates have been increased so 
that it will take a little longer to pay 
off a mortgage, or a man’s monthly 
payments probably will be somewhat 
larger. 

The initial payment, however, has 
been cut quite noticeably and should 
appeal to individuals with dependable 
jobs, but little ready cash. On a home 
valued up to $10,000, only $300 down 
payment is needed; on a $15,000 
house, the requirement from the buyer 
is $750. 

We suspect that the higher interest 
rates will not be a serious drawback, 
and the principal consideration in 
whether or not to buy a home will be 


confidence on the part of the individ. : 
ual in his own financial Prospects, 


lion BETTER HOME HEAT COUNg,. 
of Hartford, Conn., is getting 


considerable mileage out of a welldy 
signed symbol in the form of a line cup | 
used in ads. The principal emphasis | 
the design is the theme, “The mark 
of a quality home.” 
The center design in this - 
shaped cut carries the designation 
“Oil heat, safe and costs less,” 
made up a supply of these cuts am 
deposited them in the advertising d 
partments of all newspapers in on 


When a homebuilder advertises f 
home development he can collect ive 
dollars from the council for each timg 
he includes this cut in his ad. Q ite 
lot of them are doing it. Then, mip 
urally the dealers in the market i 
this slug in their own advertising D 
on their stationery. q 

For what little it costs, an item lik 
this should be in use in every worth 
while market. Also, it isn’t hard ft 
get the builders to use it when th 
have oil heat in their new homes, 


iy THE JULY ISSUE, page 6, © 
three, was a short discourse t 
how a fueloil distributor, by discoun 
ing his oil purchases on the customat 
1%, ten day basis, could increase i 
typical net profits by 12%. 

In the explanation, we mention 
that a thousand gallons carries a pi 
of $100. This caused a lot of as 
scratching, eyebrow raising, not) 
mention phone calls and letters tom 
editor. The typical query was, “Whi 
is this paradise.” 

It was not a typographical ertom 
just slipped a digit. The profit + 
thousand gallons is around ten 0@ 
Although, in the statistical anal) 
fueloil management in this issue, ™ 
find that last season it was p® 
around $11.50. q 

Nonetheless, the moral of thes ef 
is the same with or without pM 
placing of decimals. We also are : 
that readers are enough interests” 
write or call to straighten us wt | 


PMY: 
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KAMLOK 


QUICK COUPLERS 


the Fastest, Safest 
Curest Coupling Known 





AMLOK 


BRONZE * ALUMINUM * MONEL 
STAINLESS STEEL » SEMI-STEEL 


OPW CORPORATION 


2735 COLERAIN AVE., CINCINNATI 25, OHIO 











A, PRESS TIME in mid-August the 
Eastern market for No. 2 heating oil 
remained unsettled due primarily to 
the excessive position of primary 
stocks. Prices generally along the At- 
lantic Seaboard were down significant- 
ly from the prior month. 

Margins were fairly generous to en- 
courage the fueloil distributors to put 
some special effort behind getting oil 
moved into consumer tanks faster than 
would follow the normal automatic de- 


livery routine. 


The local distributors were buying 
at a disappointing rate from the sup- 
pliers feeling that the stock position 
might force some additional price re- 


duction. 


Weare still a long ways from a run- 
away market such as so frequently 
happens in other principal petroleum 


products. 


Throughout the central states the 
drop in tank wagon prices of No. 2 





fueloil was only .2¢ since last month 
while the wholesale or tank car Ses 
generally remained the same. 

Among the West Coast Cities, there 
was no change whatever during th 
month, 

The real cause of the soft easton 
market this summer was, of course the 
very mild winter. The drop in ¢. 
mand from the previous season duet, 
the weather change was 10% whi 
the increase in number of oilburnen 
operating was just under 6%, 

This relationship was apparently 
not recognized by the refiners uni 
stocks had gained a good deal of mo. 
mentum. In the oil industry, generd. 
ly, there was no significant cut bac 
of refinery runs before June, althoug) 
the fueloil demand and supply prob 
lem was becoming quite apparent iy 
March. 

From present indications, the 1957 
crop of new oil heat users will add 
about 5/% to the total. The weather 
last season, east of the Rockies, wa 
4.7% warmer than normal. Thus i 
we should have normal temperatures 
in the season ahead of us, the weather 
correction plus the new burner ¢top 
would require about 10% more heat 
ing oil. 

Distillate Fueloils 
PRIMARY STOCKS* 


(Thousands of Barrels) 
East of Rockies 





Aug. 9 Aug. 10 

1957 1956 

East Coast 53,688 44,981 
Midwest 41,276 37,466 
Gulf Coast 28,392 26,465 
Total 123,356 108,912 


*American Petroleum Institute. 


No. 2 Heating Oil (Including No. 3 & PS200) 


Portland, Me. 
Boston 
Providence 
Springfield, Mass. 
Hartford 

New Haven 
Syracuse 

Albany 

New York 
Newark 
Philadelphia 
Harrisburg 
Baltimore 
Wilmington,-N. C. 
Washington 


*Delivered. 


Tank wagon prices shown are for maximum one-time delivery discounts. 
(A) Price subject to .50¢ vol. temp. allowance. 


Tank 
Car 
11.2(A) 
11.1(A) 
11.1(A) 
11.45(A) 
11.45(A) 
11.0(A) 
12.0(A) 
11.2(A) 
11.0(A) 
11.0(A) 
11.1(A) 
11.1(A) 
11.0(A) 
11.0(A) 
11.0(A) 


Price per gallon as of August 15, 1957 


Tank 
Wagon 
14.5 
14.8 
14.8 
15.4 
15.4 
14.7 
15.5 
14.7 
14.7 
14.3 
14.3 
14.7 
14.5 
14.1 
14.9 
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Tank Tank 
Car Wagon 
Richmond 11.4(A) ocd 
Charleston, S. C. 11.0(A) oo 
Chicago 11.0(a)* 1 
Detroit 12.25" 16.2 
Cleveland 12.1% os 
Minneapolis 10.375 aH 
St. Louis 11.5(A)* , 
Indianapolis 11.05 ce 
Milwaukee 12.35(A) is 
Des Moines 10.50 is 
San Francisco 11.95* a 
Portland, Ore. 12.65* 43 
Seattle 12.65* He 
Spokane 14.35* ‘oO 
Los Angeles 11.45* 




















month, 
C Prices 


5, there 
Ng the 


eastern 
rse, the 
in de 
due to 


arently 
5 until 
of mo 
eneral: 


MAKE A NAME 
FOR YOURSELF 


...Not for Someone Else 

















Cilheating Trends 


tom month of July saw a slight 


improvement in the rate of oil- 
heating installations, although the gen- 
eral tone of the market is still pretty 
draggy. Estimated installations of do- 
mestic oilburners and units were 54,- 
403 showing a 12% drop from 62,089 
the same month last year. 

For the first seven months the total 
was 284,678 which is 14% below the 
331,571 installed in the like period of 
1956. By types of application the July 
installations were: New Homes, 17,- 
996; Replacements of old oilburners, 
10,281; and Conversions from other 
fuels, 26,126. 

This distribution for the full seven 
months shows: New Homes, 98,083; 
Replacements of old oilburners, 72,- 
381; and Conversions from other 
fuels, 114,214. In the same seven 
month period last year we recorded: 
New Homes, 120,179; Replacements 
of old oilburners, 72,939; and Conver- 
sions from other fuels, 138,453. 

We see then that the real change is 
in new homes, down 18%; and con- 
versions from other fuels, also down 
18%, while the replacement business 


Minimum Retail Prices 
of Key Dealers 


July Avg. June Avg. 


Separate Burners $313 $313 
Boiler-Burners ie 730 
Furnace-Burners 608 612 


Price Index: Separate Burners 
1947-49 is 100% 


WHOLESALE 
July 95.4 Sixmonthsago 95.6 
June 94.5 Yearago 94.1 
RETAIL 
July 92.2 Sixmonthsago 92.5 
June 92.5 Yearago 91.8 
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stays the same. New home starts are Burner units, 24,624; and Furnas 
not off that much, but completions burner units, 39,552. 

may be because of the sag in starts last Tank Stocks: At the end of July 
fall and winter; and, of course, our _— dealer stocks of customer tanks ee 
data refer to actual installations, not —_ approximately 75,411 compared wit) 






orders. 48,679 a month earlier and with 84. 
Burner Stocks: Oilheating equip- 178 the previous year. 

ment stocks in dealer hands at the end By sizes the current stocks show: 

of July were approximately 121,426 220-275 gal., 68,947; sizes 550.675 

burners and units compared with 89,- gal., 4,925; and sizes 1,000 gal. anj 

771 a month earlier and with 124,011 larger, 1,539. 

the previous year. This indicates a fair The average price paid during July 

degree of optimism. by dealers for a 275 gal. basemen 
The July 31 stocks were divided: tank was $32 or one dollar below th 7 

Separate burners, 57,250; Boiler- previous month. 

150 
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DEC JUN DEC JUN DEC JUN DEC JUN DEC JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 

1953 1954 1955 1956 1957 
Shipments of Ojilburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FueLoi, & Ot HeEat’s estimates of shipments are: 

MAY FIVE MONTHS—— 

Percent Percent 

1957 1956 Change 1957 1956 Change 

Separate Burners 31,223 33,348 — 6.4 149,327 799,018 6. 

Boiler Units 3,884 3,923 — 1.0 22,082 21,3623 

Furnace Units 10,071 13,677 —26.4 49,315 62,067 —205 

All Domestic 45,178 50,948 —11.3 220,724 242,740 — J 

Commercial 3,328 ae 29 17,191 14,928 +18. 

Total 48,506 54,367 —10.8 237,915 257,668 —!: 
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No. 7A 


Yes! You can stop these undesirable delivery nuisances, 
and more. For, in addition to controlling and eliminat- 
ing hazardous conditions, this inexpensive OPW sig- 
naling device speeds up deliveries, increases filling effi- —-—~ 
ciency and serves as the perfect shut-off-time alarm. 


FILL while it whistles — STOP when whistle stops. 
Tank always fills to proper level. 


FILL-UP TIME, ANYTIME, DAY OR NIGHT, FROM OUTSIDE 


THE BUILDING, WHETHER CUSTOMER IS AT HOME OR AWAY 


FREE BULLETINS F-30 and F-34 give full 
details on all styles, installation, ete. 


OPW CORPORATION 


2735 Colerain Ave. © Cincinnati 25, Ohio « Kirby 1-5400 


A FULL TANK 
— SAFELY FILLED 
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Summer Work 


for Drivers 


pangs problem among fuel- 
oil men is how to balance the 
seasonal nature of their businesses to 
avoid the considerable turnover in 
skilled employees that is inherent in 
fueloil marketing. It has been cus 
tomary for many companies to dismiss 
most of their fueloil truck drivers in 
the spring just when they’ve become 
well experienced in the activity, and 
then hope they will come back in the 
fall. 

We find that 21% of fueloil dis- 
tributors across the nation manage to 
keep all drivers throughout the year. 
The ratio is highest in small cities and 
among smaller companies. It is lowest 
in large cities above 250,000 popula- 
tion where only 13% of companies 
keep all drivers through all months. 

Looking at it from the standpoint 
of the drivers, we find that 45% of 
them are employed throughout the 
year, but again we have a wide varia- 
tion between city sizes. In the large 
cities, only 29% keep their jobs 
through 12 months while in the small 
cities, with population under 25,000, 
we learn that 67% have full time jobs. 
In the medium sized cities, just half 
of fueloil drivers are employed all 
year. 

The problem of getting back in the 
fall those good drivers released in the 
spring is quite serious for some com- 
panies. It appears from this month’s 
study that only about 74% of those 
released for the summer come back 
for the same companies in the fall. 

That means that about 15% of all 
drivers are new each year, plus those, 
of course, who must be added due to 
the growing nature of the business. 

Approached another way, we asked 
the reporting group of dealers how 
many drivers last winter had been with 
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them the year before. The composite 
answer was 79%, showing in this in- 
stance a turnover of 21%. This indi’ 
cates that not only a turnover of con- 
siderable importance in drivers laid 
off during the summer, but also in 
those kept throughout the year. 

Our best contact with customers is 
usually the oil driver for he sees them 
oftenest. It is an unhappy circum- 
stance when a good one is lost be- 
cause the replacement not only has to 
learn the mechanical side of the busi- 
ness, but he is less dependable in hu- 
man relations. 

We next asked the oil men how 
they were employing the oil truck 
drivers that they held through the 
summer. Of course, where there are 
several drivers, an individual company 
would use them in a variety of appli- 
cations. However, we have tallied the 
number of times mentioned on seven 
specific occupations and expressed 
these in percentages of total mentions 
as follows: Cleaning and servicing oil- 
heating equipment, 32%; Delivering 
fueloil, 28%; Making oilheating in- 
stallations, 14%; Maintenance work 
or painting on trucks, 8%; Delivering 
coal or ice, 6%; Delivering gasoline 
or assisting at stations, 5'%; On as- 
phalt or road oil work, 1%; all other 
occupations, 6%. 


Other Jobs 


These other occupations included 
several that were specifically men- 
tioned: selling oilheating equipment 
and fueloil; work in ice house; instal- 
lation and servicing of cooling equip- 
ment; maintenance and cleaning of 
service stations; road building; and in- 
stalling aluminum awnings. 

We next asked the oil men if they 
undertake to find summer jobs for 
their drivers so that they'll have a bet- 
ter chance to get them back. The an- 
swer is that 47% do undertake to lo- 
cate good jobs, and 53% let the driv- 
ers hunt for themselves. 

When we asked what kind of jobs 
are seasonal for the summer that these 
dealers try to locate for their drivers, 
this is the list that they mentioned: 
road construction; trucking concrete; 
general building work; boatyards; ice 
cream or soft drink truck; farming; 
lawn maintenance; landscaping; furni- 
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0 
51 
83 

2 
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50 
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20 
48 
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22 
13 


25 
96 
160 
38 


20 
18 


6 
16 
8 
21 
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37 
192 
10 
34 
26 


105 
81 
2 


6 
32 
66 
15 
24 
12 

8 


77 
14 


1816 


7 MONTHS’ tor, 
1956 1957 


Albany, N. Y. 24 4 
Baltimore, Md. 259 15 
Bridgeport, Conn. $79 593 
Columbus, O. at 
Detroit, Mich. 848 2% 
Elizabeth, N. J. 4i7 2 
Freeport, N. Y. 186, 
Hartford, Conn. ie, 
Irvington, N. J. 206 ‘43 
Meriden, Conn. yo ey) 


Milwaukee, Wis. 997 19 
Minneapolis, Minn. 87 9] 
Montclair, N. J. 14 
Morristown, N. J. ei, 
Mt. Vernon, N. Y. 132 


Newark, N. J. 594 56) 
New Bedford, Mass. 604 63 
New Haven, Conn. 134 14 


New Rochelle, N. Y. 125 


Norfolk, Va. 305 16) 
Omaha, Neb. 48 6 
Orange, N. J. ) ee 
Passaic, N. J. 49 4 
Paterson, N. J. 227 14 
Philadelphia, Pa.** 1398... 
Portland, Me. 316 260 
Portland, Ore. 1785 102! 
Poughkeepsie, N. Y. 80 5 
Providence, R. I. 86h e.,. 
Richmond, Va. 244 20 
Roanoke, Va. 596 50 
Rochester, N. Y. 505 386 
Rockville Centre, N.Y. 72 33 
Salem, Mass. THs 
St. Louis, Mo. 1095 

St. Paul, Minn. 43643 
Schenectady, N. Y. Ste 
Spokane, Wash. 362. 
Springfield, Mass. 694 17! 
Stamford, Conn. 168 = 14 
Washington, D. C. 257 | 18 


White Plains, N. Y. 108 7% 


Wilmington, Del. 7 
Worcester, Mass. 556 am 
Yonkers, N. Y. 153 223 
Totals 10781 . 


Percent Change y 


*Pemits are not total sales in each mar 


ket since none are reported from 
areas, which normally account 
60% of total sales in each market; nor 
they an accurate index where enforcemet! 
is lax. Rightly used, however, they a 
useful working index. 

**Courtesy of * 


ture moving; mosquito control; 


top” driveways; driving buses; lau 


dry work; and in one instance, Pf 


fessional baseball. 
When fueloil drivers take out 


jobs for the summer month 


usually earn about the same ont 
per month that they do with the 


companies. This is the exper'é 


nce 0 


three-fourths of the reporting dealers 


September 
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for 20% % 


‘Philadelphia Inquirer. 
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FOR HIGHER LIFTS— 
FASTER VENTING, 

IT HAS ALWAYS BEEN 
A WEBSTER 2-STAGE 






” TOTAL 
y 1957 















A built-in reservoir between two sets 
of independently operating gears permits 


. 


>< 





Mn pressure. This exclusive design delivers the . 
eee same superior high lift performance you 
7 a . have always found in Webster 2-stage pumps. 
ey Separate suction gears draw oil from 
Sih the tank to the special built-in reservoir 
“Pade = from which foam, air, and excess oil 
' 2 are returned to the tank. Pressure gears have 
Bae, only to move the air-free oil to the nozzle 
| Oe at constant pressure. Suction and pressure 
en are entirely independent of each other. 
1 6) ServiceSavers are self-priming and faster 
venting, eliminating pumping failures, 
| % resulting from air leaks, or running out-of-oil. 
x a V € < More, the amazing rotary filter 
) 6 found only in the ServiceSaver eliminates 
wire mesh strainers. It never clogs, never 
oy ‘ needs cleaning, gives new filter efficien 
4 THAT MAKES IT A THUE 2-STAGE PUMP for the life po eo pump... another :y 
reason why Webster ServiceSavers are first 
) choice whenever peak performance and 
an reliability are required. 


7) 
386 
f 








dso? Write for your free copy or— 





J. “hot ss | 
“| talk to the man from Webster _— 
cid HEATING DIVISION 

oa WEBSTER [MY ELECTRIC 
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Superior quality forged body 
precision machined 










Uniform wall thickness 


Extra heavy reinforcing rim 


larger diameter cam ears 
for longer service life 


—greater 
economy 


Uniform heavy 
wall thickness 
—no weak spots 







Superior quality forged body 
— precision machined 
— accurate tolerances 





Recess retains gasket 
in coupler and assures 
proper placement 


your best buy is 


EVER-TITE 
-the best quality 


quick couplings 


cone 
= = 





( 






Bronze 
A Aluminum 
Stainless 

Carbon 

fas Malleable 

. Hastelloy 

You save time and 
money when you use 
EVER-TITE 
COUPLINGS, because 
you get speedy 
deliveries—no leaks. 
The tightness is 
predetermined in 
manufacture so you 
can be sure with 


w EVER-TITE 
Standard : 








EVER-TITE 
Adapter EVER-TITE. 
ond The EVER-TITE 
trademark is a 


Coupler 

he hallmark of 
| dependability. 
EVER-TITES do the 
best job in the trans- 
fer of every type of 
product through 
hose or pipe. 
E Get EVER-TITE and 

get the best. Ask your 

EVER-TITE distributor now. 


h 
ae EVER-TITE COUPLING CO. INC. 

c . 254 West 54th Street 
oupling 


New York 19, N. Y. 







Dust Cap 
EVER-TITE Dust Protectors 





. . «+ Special Study 


About 15% say that their men earn 
less on the outside summer jobs. . . 
probably 15'% less. The remainder ex- 
pressing opinions say that they earn 
more on the outside, probably 10% 
more. 


Dealer Comments 


Dealer comments on the questions 
this month included these: 

“T have five regular firemen and one 
mail carrier who work two to five days 


| per week during the cold weather; 


they have been with us for some time 
and can be used on any of our routes: 


one man has charge of trucks and de- 


liveries, four other regular employees 


may be shifted between delivery and 


installation work as needed. If the ex- 


| tra men want additional work during 
| the summer we use them installing 
| tanks and delivery—this system is 
| most flexible and economical, how- 
| ever, it takes a few years to devel- 


Dy as; 
“A man working for us is entitled 


| to a livable wage guaranteed winter 


and summer; they are all family men 
and we see to it that they are kept 
busy year around.” . . . “We have 
been able to place our men for several 
years and they seem more apprecia- 
tive of their jobs with us when they 
return in the fall; our wage rate makes 
it easy to obtain good men—seniority 
is a problem.” . 

“Asphalt and tar companies have 
season that complements oil; same 
union affiliation simplifies transfer 
back and forth according to seniority.” 
... | We keep all of our men other 
than two who have regular summer 
jobs with a carnival.” .. . 

‘For several years we have had one 
fireman for light oil deliveries; we also 
use Army or Air Force personnel on 
their off days—this has helped a great 
deal in getting settled and reliable 
help.” .. . “We generally get a turn- 
over in summer, many drivers just suit 
driving best—they don’t seem very 
efficient at other work.” . . . 

“It is dificult to find the proper 
man who can deliver oil in winter and 
fit into a summer schedule.” . . . “Sum- 
mer labor is a necessary but unprofit- 
able operation, I don’t know the solu- 
eae 

“We sublet our delivering and so 


September 
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have 20 driver problem.” . . , “Adg; 
tion of airconditioning department hys 
helped us to provide summer work fy, 


drivers.” . . . “Our men are union 
and they come back because the cop, 
tract provides for seniority.” 

“Normally, we will keep each of 
our drivers and keep them busy o 
clean-ups, installations and housekeep 
ing.” ... “We are still training men 
for service and installation.” . , , “| 
is hard to get the men holding sun 
mer jobs to come back when you need 
ae 

“Fortunately, we are able to pr 
vide work for all our drivers during 
the summer; if we couldn't, I'm very 
much afraid they would never come 


back.” 


Long Island Out gains Vent 
Requirement in Oyster Bay 


SAFE ALL PURPOSE chimneys were a 
sured residents of the Township of 
Oyster Bay, New York, because of the 
efforts of the Oil Heat Institute of 
Long Island. 

Patrick F. Caputo, president, led: 
delegation that included fuels cov 
sultant Allen Johnson in an appear 
ance before the town supervisor and 
board. After hearing the testimony, 
the board adopted the entire code er 
cepting the section which would hav 
authorized the Type B vent. 


Ont Directors’ Meeting st 
for The Homestead, Sept. 4 


THE “VACATION” board meeting of Oil 
Heat Institute of America, New York 
20, N. Y., planned for work and ply 
for all OHI members and their wives 
takes place Wednesday, Thursday and 
Friday, September 4, 5 and 6 at The 
Homestead, Hot Springs, Va. 

The programs opens on September 
4 with a session in the morning de 
voted to the Ut-Out Label Plan. Ths 
is to be a joint meeting of the Exec 
tive Committee, Advertising Prom 
tion and Standards Steering Comm 
tees and full sub-committee on Inst 
lation Standards. 

The afternoon of the 4th will be E 
aside for Division, Section and ot 
mittee meetings. 
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hydraulic shock! 


... Protect your equipment with slow-closing 
A. O. Smith set stop valves and counters for | 
tank truck, bulk plant and terminal meters __ 












to pro 
, during 
‘m very 
Dr come A. O. Smith Set Stop Counters and Set 
Stop Valves provide a sure way for auto- 
matically shutting off the flow after the 
desired amount of liquid has been deliv- 


ered. And it does so without hydraulic 
Vent shock. RED CURVE on chart indicates 




























severity of shock caused by ordinary quick- Orn o 4am ee _ 
‘Rn closing valves. BLACK CURVE shows Zone Stor va 
i smooth, anti-shock action with A. O. Smith = 
ey slow-closing Set Stop Valves. 
“gh What’s more, you get one-man opera- = 

ship of tion that’s safe, positive, accurate — even comaapanies 
° of th in situations where counter is not visible 

from the delivery point. Pressure 
tute Of Zero Pressure Volve Closed 
t, led a 





Is con 
appear’ 
or and 
‘mony, 
ode ev 
ld have 





So simple to set up and operate... 
precision-built for sustained accuracy 


A 


- . 
Through research ny ...a@ better way 


cer cE) 
: Set Stop Counters can easily be A 0 Smith 
mt added to existing A. O. Smith me- as 











Insta! ters. (Meter model T-10 with Set eee ee A ON 
METER PRODUCTS 
5 Stop Counter and Valve, shown). Factories: 5715 Smithway St., Los Angeles 22, 
be x! Calif.; P.O. Box 500, Succasunna, N. J. Offices: 
Atlanta 5, Ga., Chicago 4, 111., Houston 20, Texas, 
Com Los Angeles 22, Calif., New York 17, N. Y. 


Canada: Toronto 12, Vancouver 1. 
International Division—Milwaukee 1, Wisconsin 
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Where is the new home Market? 












No. of Permits No. of Permits N . 
Issued Issued * of Peni 
May 5 Mos. May 5Mos. May 5 Mos. 
1957 1957 1957 1957 1957 























































ALABAMA 1,227 5.278 KENTUCKY 1,266 3,147 OHIO 4,283 15 
Birmingham area 503 1,903 Cincinnati suburbs 47 177 Akron area 32] vs 
Mobile area 213 1,258 Louisville area 911 2,059 Cincinnati area 584 2.14 
Montgomery area 57 333 Nonmetropolitan areas 308 911 Cleveland area 959 3620 
Nonmetropolitan areas 454 1,784 Columbus area 722 1.919 
LOUISIANA 894 4,320 Dayt 
ARIZONA 1,261 6,409 Baton Rouge area 168 906 Toledo ae jee “4 
Phoenix area 874 4,431 New Orleans area 359 2,024 Youngstown area 249 {17 
Nonmetropolitan areas 387 1,978 ; recat area : ” _ Nonmetropolitan areas 839 2878 
onmetropolitan areas 
ARKANSAS 343 «1,216 OKLAHOMA ; 482 2,15 : 
savibiiniin ah elton MAINE 175 472 ere area §=184 
: Fresno area 223 : ! 223 MARYLAND ie 2,294 9,635 tunenetenpdiiaay wkaks 7 A 
os Angeles area 8,85 ; altimore area 1,271 5,786 , 
Sacramento area 497 1,911 Washington, D. C. suburbs 674 2,592 OREGON 440 2.069 & 
San y venga area 1,572 ao Nonmetropolitan areas 349 1,257 Portland area 222 1124 
an Diego area 1,527 6,7 Nonmetropolitan are 21 ' 
San Francisco-Oakland 1.947 7,532. | MASSACHUSETTS 1,863 7,043 ee ; 
San Jose area 955 4,850 Boston area 923 3,153 PENNSYLVANIA 3,387 12.062 th 
Stockton area 416 873 Springfield-Holyoke area 266 1,072 Allentown-Bethlehem area 141 579 , 
Nonmetropolitan areas 1,053 5,828 perce sd area had t ot sal yoreng area «(158 = 47 
onmetropolitan areas ‘ iladelphia area (See New L 
COLORADO A ved itd nidisimeiis bisa Jersey for —— a pn. ae 5,340 r 
, ' : , ittsburgh area 3517 . 
Nonmetropolitan areas 348 2,189 Osivolt area 2,567 — Neuninveaalitin areas 588 2,154 ) 
int area i 
ities + Seo ae -_ cae Grand Rapids area 213 730 RHODE ISLAND 253955 
Matted acca 224i 1,401 Nonmetropolitan areas 1,307 4,174 . Paericenen area 243 ~~ BAI ; 
tar + smb 143 537 onmetropolitan areas 10st i4 i 
Nonmetropolitan areas 962 3,308 gerne 1.468 4,254 SOUTH CAROLINA 2% ~=*1,43! 
inneapolis-St. Paul area 928 2,904 ' [ 
DELAWARE 252 909 Nonmetropolitan areas 540 1,350 Charleston area 1055 
Wilathenen' even 208 891 Nonmetropolitan areas 91 84! [ 
Nonmetropolitan areas 2 18 MISSISSIPPI PE AIR yo oo SOUTH DAKOTA 105-291 
DISTRICT oe rae peg ge i ers Nonmetropolitan areas 93 512 TENNESSEE, 701 340 } 
ashington, D. C. + 12 52 - 
Maryland suburbs* 674 2,592 MISSOURI 1,152 4,732 * de i p 709 
Virginia suburbs** 408 1,883 Pea eg gt 357 —-: 1,442 Memphis area 288 “ 
. Louts area (Ill, suburbs Nashville area 121 r 
FLORIDA 7 6,903 25,988 listed under Ill.) 524 1,956 Nonmetropolitan areas 131 503 | 
Jacksonville area = 416 —1,787 Nonmetropolitan areas 271 1,334 
Miami area 2,677 7,660 TEXAS 5,061 24,365 
Tipe Riseeiey ane tars nee MONTANA oe ee eee 
a -St. ' ' orpus Christi area 
Nonmetropolitan areas 2,176 9,702 NEBRASKA 484 1,439 ’ Dallas area 1,103 4 ! 
Lincoln area 69 297 El Paso area 235 |, i 
; Nonmetropolitan areas 7I 291 Houston area 942 6,247 
Columbus area 90 678 
San Antonio area 237 ‘1,485 










3 , 
PD rege 332 are NEVADA 764 1,425 Nonmetropolitan areas 1,750 7Jl6 
UTAH 591 2. 





















IDAHO 140 466 NEW HAMPSHIRE 150 492 Salt Lake City area 20? 1066 
— ID : 4,783 19,463 NEW JERSEY 2,647 11,456 Nonmetropolitan areas 382 1,275 
icago area (Does no Atlantic City area 49 210 4 
include Ind, suburbs) 4,110 16,751 New York City suburbs 1,751 6,904 "CRMONT ‘ 
St. Louis area 52 218 Philadelphia suburbs 256 1,132 VIRGINIA 2,318 8,14 
Nonmetropolitan areas 621 2,494 Nonmetropolitan areas 591 3,210 Portsmouth-Norfolk area 324 a 
; Richmond area 686 |; 
INDIANA 1,243 5,045 = NEW MEXICO 421 2,206 Roanoke area 131_—‘SIS 
Chicago suburbs 215 815 Washington, D. C. suburbs 408 | 983 
Fort Wayne area 7" ae? NEW YORK 4,868 19,845 Nonmetropolitan areas 769 3,08 
Indianapolis area = 3531, 60 Albany, Schenectady, Tro 123 527 
South Bend area 130 479 ys aie 1,561 5584 
ene Buffalo area 755 2,638 WASHINGTON ' 00! 
Nonmetropolitan areas 472 1,863 New York Cityt 1,337 6,160 Seattle area - _ 
IOWA 635 2,385 Suburbs — York City — — — pies 159d F 
Davenport area 60 321 ochester area 2 955 N A tom aoes i ae 1,359 
os biden area 97 450 Nonmetropolitan areas 587 1,558 onmetropolita na 
; 478 1,614 
| Monmelnopenien ates «S18 NORTH CAROLINA ond ing 1 WRT, WS 
; KANSAS 614 3,462 Charlotte area 45 320 N ¢ o rt pa 993 
: Kansas City area 154 708 eras — area 151 582 onmerropon on 
Wichita area 120 756 aleigh area 63 290 1,921 7, 
Topeka area 115 =—-1, 108 Nonmetropolitan areas 597 2,476 WISCONSIN Meticen ase ae 494 
Nonmetropolitan areas 225 890 Milwaukee area 1,067 3,673 
—— NORTH DAKOTA 218 431 Nonmetropolitan areas | Rom 
*Included in Maryland state total. —_—— ri 
**I/ncluded in Virginia state total. {Covers dwelling units actually started. WYOMING 102 
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1,462 


24,365 








COMPARE! 


_ KEY FEATURES 


FILTER 
“pe 


FILTER 
nee 


FILTER 


ogy 


FILTER 
ope 


vs 





ALL IRON AND STEEL 
CONSTRUCTION 

No lass or soft metals. Nothing to crack, chip 
wear out. 


NO 


YES 


NO 


NO 


NO 





CORROSION-PROOFED INSIDE AND 
OUTSIDE 


porcetain-like, plastic finish on both inside 
mate cone filter body impervious to 
water, acids and oil. 


NO 


YES 


NO 


NO 


NO 


NO 





WR VENTS ON BOTH INLET AND 
LET 

oti bleeding of lines without disconnecting 

filter. 


NO 


NO 


NO 


YES 


NO 


NO 





CHOICE OF INLET AND OUTLET 
SIZES 


dwalable either with standard °4,” pipe openings, 
with 4” of 4” at slightly extra cost. 


NO 


NO 


YES 


NO 


NO 





CENTER BOLT TORQUE RESISTANCE 
OVER 300 IN-LBS. ‘ 

withstands maximum tightening 
pn septa of threads or islrton of bowl. 


3 


YES 


NO 


YES 


NO 


YES 





NON-SWELLING, LEAKPROOF 
BUNA-N GASKETS 

rim of bow! for positive 
br —Aomplogaar bowl. No messy leakage 
o fumes. 


NO 


NO 


NO 


NO 


NO 


NO 





cleaned through entire thickness of cartridge 
Dra eae os pa acct wets Ore 
Girt capacity before changing elements. 


DEPTH-TYPE WOOL FELT ELEMENT r y 


YES 


NO 


NO 


YES 


NO 


NO 





PATENTED LINT REMOVAL 


Bonds all lint particles to wool felt preventing 
scape into fuel tines. 





NO 


NO 


NO 


NO 


NO 


NO 





MOISTURE AND CONDENSATION 
REMOVAL 


Wool felt removes moisture as well as dirt 
ee nee et 








YES 


NO 


NO 


YES 





LARGE SUMP AREA 
For and of water, 
ee 





“YES 


NO 


YES 








TOTAL KEY FEATURES 


Fuel Oil Filters 


America’s Original — 
ond Still FINEST! 





























HERE’S PROOF of superiority! This chart compares all of the nationally-advertised, leading 
makes of fuel oil filters FEATURE FOR FEATURE . . 































. shows exactly how each rates when it 


comes to the KEY FEATURES which determine performance — and sales! 


All of the “name brands” are included; yet only GENERAL FUEL OIL FILTERS have all 10 
of these key features. The “next best’ filter has only 4 out of 10. One make doesn’t have 
a single one! 


These facts should be a graphic reminder to COMPARE before choosing any filter. As we've 
said all along, compare basic features and you'll stock and sell America’s Original — and 
still the FINEST — General Fuel Oil Filters. Over 5 million sold! 


and safely .. 


Goodwill Builder! CLEAN RIGHT Soot Remover is 
the answer to soot-packed flues! Take a can along 
on your next service call. Destroys all soot swiftly 
. up to Ye" in 2-5 minutes. 


Here’s Another Leader! General Hu- 
midifier is designed with service in 
mind. No float . . . nothing to clog! 
Scientifically humidifies—automatically. 





PRODUCTS}— 
Y 








by 
Milburn Petty 


WASHINGTON—Sudden cutbacks in 
military oil procurement—particular- 
ly heavy fueloil and jet fuels—caught 
most suppliers flatfooted. 

Firm contracts had been entered into 
with the Military Petroleum Supply 
Agency. Funds to pay for this ma- 
terial, most of which was made up 
special for the military, had been ap- 
propriated by Congress. 

Then orders came down from on 
high—perhaps from the White House 
itself—to cut down on the military’s 
spending, immediately. 

The orders were to make the cuts 
effective during the first half of the 
fiscal year, that is from July through 
December and to “ 
ings in the July-September quarter 
(which was nearly half over when the 
cuts were ordered). 


maximize” the sav- 


Hits Navy Special, Jet Fuels 


Hardest hit in the Navy’s first can- 
cellation were liftings from U. S. 
coastal refineries and those in the 
Caribbean. 

One supplier in the Caribbean had 
liftings for about 20 cargoes—some- 
thing like 2,500,000 barrels—of Navy 
Special cancelled. (This is a specialized 
fuel made of a blend of residual and 
distillate.) This same supplier also 
“lost” about the same number of 
cargoes of jet fuels (made from low- 
grade gasoline, distillate fueloil, and 
kerosene). 

In some instances, the supplier had 
the material all blended up and was 
about to load it. In such cases, some 
have had to re-run the material 
through their refineries. 

Meanwhile, the services—having to 
rely on inventories—have had to re- 
shuffle stocks, 
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However, military officials say they 
doubt the story going around that the 
Navy plans to move some product 
from Maine to the Pacific. 


O’Mahoney Probes Oil Cutbacks 


Senator O'Mahoney (D., Wyo.) is 
probing these oil cutbacks, pointing 
out that there is no market for these 
specialized fuels when the military 
does not pick up what it has con- 
tracted for. 

This cutback policy may render 
some refiners “incapable or unwilling” 
to risk supplying requirements of the 
armed services when full-scale military 
buying is resumed. 

Also, living on inventories—to save 
cash—may draw down military stocks 
to “dangerous” levels. 

So, O’Mahoney has called upon the 
Defense Department for an explana- 
tion. 


Barges Still Fight ‘Little Inch’ 


Reconversion of the “Little Big 
Inch” pipeline, to move light petro- 
leum products from Baytown, Tex., 
to near Pittsburgh, with a lateral to 
Chicago, is being rushed by Texas- 
Eastern Transmission Corp. to meet 
the September target date for com- 
pletion. 

The pipeline company is still fight- 
ing off the opposition of river barge 
operators who contend that use of the 
“Little Inch” as an oil common car- 
rier would drive them out of business. 


Most Oil Importers Accept Cuts 


Replies of 21 out of 22 importers 
of crude oil were interpreted by the 
government as indicating “willing- 
ness” to go along with the voluntary 
program to hold crude imports to 
present levels with “quotas” for each 
company. 

Sun Oil Co., while announcing a 
cut in its programmed imports for the 
coming year, said it “cannot agree” to 
join in any voluntary plan because of 
the anti-trust laws. 

Perhaps half of the other importers, 
however, have asked for conferences 
with Captain M. V. Carson, USN, 


who is running the program, or in- 


dicated 
“quotas.” 

Consumer-state congressmen, 4 
well as oil jobbers, have expressed 
fears that restricting imports may lea 
to shortened supplies with consequen 
higher prices. 


dissatisfaction with ther 


Ban on Imports of Gas Sought 


Coal-state congressmen are again 
pushing for a ban or limitation on im 
portation of natural gas, particularly 
from Canada into the Middle Wes 
Some have proposed a tariff on gas im 
ports. : 

Meanwhile, Texas-Eastern expects 
to be utilizing imported Mexican 
to supply some of its customers during! 
the coming heating season. 


Pacific-Northwest Gas Merger i 


Department of Justice has filed si 
to dissolve merger of El Paso Natutd 
Gas with Pacific Northwest Ga 
which, El Paso “needed” to tf 
Canadian gas for California, 

Plans for a new 1,300-mile line 
bring gas from Alberta to California; 
have been announced by Canadiat 
Bechtel, Ltd. Meanwhile, one Gilt 
fornia engineer has proposed that if 
dustrial plants be required to sit 
from fueloil to gas as a smog abut) 
ment measure during periods # 
critical air pollution. 


Gas Bill to be Pushed in 1956 


The Harris Bill, to remove utility 
type controls from gas producers, gt 
tangled up in the “civil rights” bra 
and was put over until next sesi0 
which starts in January (if thee 
no special). Proponents believed thef 
had the votes to pass it this yeat; they 
admit it may be more difficult in 19% 
an election year. 


Committee Opposes Divorcemett 


House Small Business Committ 
has unanimously endorsed the ol i 
port—mostly on gasoline marketiif= 
by the group headed by Rep. J™ 
Roosevelt (D., Calif.), which io 
much to criticize but still 0 
divorcement of marketing was m 
remedy—at least not now. 
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No service call tonight... 


th vir 


en, a 
Pressed 
ay lead 
sequent 


ught 





again 
1 ON im 
icularly 
> West. 
gas im 


+ ROBERTSHAW 
DEPENDABILITY 


stands guard at 4 vital 


expects 
can gis 
; during | 


central heating points ! 


ger Hit 


WALL THERMOSTATS TR series .. .“fashion-right 
at home” in any decor, detachable ring for paint- 
ing...easy-to-read double dial eliminates squint- 
ing. Snap-action switch is completely enclosed 
to seal out foreign particles. Features adjustable 
heat anticipation. Requires no leveling to install! 

DT series...low cost, yet highly reliable. 
Attractive bronze finish, fixed heat anticipation. 


| led 


ge COMBINATION FAN & LIMIT (FAL 40D) Compact, 
easy-to-install ... fan and limit terminals sepa- 
rated to allow extra space for quicker, easier 
wiring. Limit switch features gold-plated con- 
tacts for positive operation, may be used to 
control line, low voltage or millivolt circuits. 
Fan and limit control settings adjustable, approx. 
20° fixed limit differential. 


MODEL HC-E A new, hi-capacity gas heating con- 
trol, actually 2 controls in one... automatic pilot 
with thermo-magnetic, 100% gas shut-off, built- 
in pilot filter and adjustment and a SILENT, posi- 
tive, snap-action gas valve... includes limit 
switch terminals. 


#9 PILOT AND NEW SUPER-CLAD THERMO- 
COUPLE An unbeatable combination for positive, 
safe operation. #9 Pilot features flame-retain- 
ing double hood to provide improved main 
burner ignition. New Robertshaw-Grayson Super- 
Clad Thermocouple generates greater electrical 
output... eliminates service calls caused by 
needless outages — yet costs no more! 





To discover exactly how and why depend- 
able Robertshaw Central Heating Controls 
can save costly service calls...protect prof- 
its...contact your Robertshaw-Grayson 
representative today! 


A COMPLETE M CONTROLS COMPANY 
SELECTION OF DEPENDABLE : 


Mr. Controls 


CENTRAL HEATING CONTROLS! GRAYSON CONTROLS DIVISION 


Long Beach, California 

















CUT INSTALLATION TIME FROM 


DAYS TO HOURS 





@ 


with 
LEX-PAK:::::: 


CAST IRON BOILERS 


Here, in one single package... at one pur- 
chase price ...is a completely assembled, fully 
equipped, automatic oil fired hot water boiler 
that saves days and dollars of uncontrollable 
“on site” boiler and burner assembly time 
and costs. 


Lex-Pak Boilers are made of cast iron, the 
lifetime metal, exclusive honeycomb design 
combined with wet base construction provide 
more prime surfaces in a smaller, lighter 
boiler. Integrally cast fins, in offset arrange- 
ment, retain the hot gases of combustion un- 
til all usable heat is picked up by prime sur- 
faces and quickly transferred to boiler water. 


Provision is made for year ’round automatic 
hot water for domestic use by built in tank- 
less heater coil that delivers a full 3 GPM 
flow of hot water. Saves extra cost of storage 
tank and separate fuel. 


VOLUME 


FOR YOU... 


Lex-Pak Boilers eliminate the slow, costly 
physical activity of part-by-part boiler, bur- 
ner and control assembly, confusing wiring 
diagrams, extra parts inventories, shortages, 
and interruptions that all add up to needless 
costs that cut deep into your profits. 


Just position the Lex-Pak Boiler, hook up 
radiation and fuel piping, connect electrical 
source to clearly marked terminals, and it’s 
ready for dependable, fully automatic opera- 
tion. 


Lex-Pak Boilers are shipped in sturdy, skid 
bottom type crates protected from dirt and 
moisture by plastic covering, assuring arrival 
in showroom condition. 





Don’t delay, write to factory for prices and catalogs. 


DUNKIR 








RADIATOR 
CORPORATION 


DUNKIRK, NEW YORK 
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Names in the News ? 


F. M. (Milt) Jordan has been ap 
pointed sales manager, Heating ¢ 
Cooling Div., 
The Heil Co, 
Milwaukee, Wis. 
Formerly general 
sales manager of 
the Timken Silent 
Automatic Div., 
Jordan has a 
background of 31 
years of automat- 
ic heating and cooling experience. He's 
a director of Oil-Heat Institute of 
America and chairman of its Domestic 
Manufacturers Committee. 





Ralph W. Lohse has joined Ever 
Tite Coupling Co., Inc., New York 
19, N. Y., as West Coast manager. 
Formerly Chicago manager for Amc 
Corp., Lohse will headquarter in Los 
Angeles and cover the eight western 
states for Ever-Tite. 


Wilfred C. Woodhouse has been 
named regional sales manager for New 
England, Delco Appliance Di.— 
General Motors Corp., Rochester, 
N. Y., succeeding Paul E, Carlson, 
retired. Woodhouse joined Delco Ap 
pliance in 1938 as zone representative 
in New York City and since 1954 has 
managed the Rochester, N. Y. regio", 
covering upstate New York, westem 
Pennsylvania and eastern Ohio. 


Thomas I. Byrd, former executive 
vice-president, The Lau Blower G, 
Dayton, Ohio, has become president 
Harold W. Faulkender, former pre 
dent, moved up to chairman 0 the 
board, The new arrangement, & 
scribed as reflecting plans for broad: 
ening the company’s operation, wem™ 
into effect August 1. Byrd joined Lau 
as sales manager in 1943, later became 


September 





1957 




















these Rockwell Accessories 








your. metering more profitable 

























make your meters go—that improve measurement 


STRAINERS RATE LIMIT VALVES REMOTE REGISTRATION 
SYSTEMS 











IN-LINE STRAINER 





These valves are designed for use at 
meter outlets to control maximum flow 





























. He's rates and thus prevent over-speeding. 
te of They also have utility in providing 
nestic equal distribution of liquid through a 
line of meters. 
TRANSMITTER 
Ever: 
York 
ager REGISTER 
A mco EXTENSIONS 
2 Los 
stem Register extensions 
ANGLE STRAINER —— —— 0 
‘A Both types of strainers prevent for- ae thse me ae 
es eign matter in liquid from damaging underground 
New the meter. Both have large effective , 
iV.— screening area and the economy of 
ester, re-usable O-ring cover gaskets. g RECEIVER 
“som, ea This remote registration system 
, Ap SWIVEL ADAPTORS permits centralized control over 
ative (Not Illustrated) all Fospesnre ar _ trans- 
+ has These adaptors permit the meter reg- "tS meter registration from a 
go, one ister to be rotated through a 360° tu jomote location, suc as on. a 
gern ADAPTORS for easy reading from any angle. ing register of the printing type 
by synchronous electrical impulse. 
The transmitter is mounted atop 
sin y the meter at the point of measure- 
a 7 P ment. Its matching receiver is 
: sa mounted in a central control office. 
ih Angle adaptors are used for ease of 
28 as when meters are installed AUTOMATIC QUANTITY CONTROL VALVES 
> the W ground, such as in airport pits. 
de- Multistage type, for smooth non- 
road’ M shock shut-off of predetermined 
ia ANUFACTURING Co. volumes of liquid. An invaluable 
i hen topping off loads or 
Lau Son Francisco Seattle Shreveport Tulsa pete with liquide. 
-amme In Canada: Rockwell Manufacturing Company 





of Canada, Ltd., Toronto, Ontario 
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OF EXTRA COST 


WITH 


World-Famous 


With only 6 


ANY COMBIN 








With only V4 CANS 


ANY COMBINATION) 






@ 3 vials—level, plumb, 45° 





mitre 
@ New, lightweight aluminum 



















THESE FREE PREMIUMS 
NOW INCLUDED 
with ANY COMBINATION 
of these World-Famous 
SOLDER SEAL 


BOILER 
CHEMICALS 
ra sa es 





















At your wholesaler’s ! 
2186 
= RADIATOR SPECIALTY CO. 


Charlotte, North Carolina 





C) exe 
OLDER 


P EAL Manufactured by 
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. . « « Names in the News 





Faulkender 


Byrd 


vice-president in charge of sales and 
in 1955, executive vice-president. He 
is widely known and active in asso- 
ciation work, being first vice-president, 
National Warm Air Heating and Air 
Conditioning Engineers and past presi- 
dent Air Conditioning Blower Manu- 
facturers Association. He is an asso- 
ciate member, ASHAE, and a former 
board member, OHI. 


Philip C. Humphrey has been desig- 
nated acting director, Department of 
Information, and acting executive di- 
rector, Oil Information Committee, 
American Petroleum Institute, New 
York 20, N. Y., succeeding Rear Ad- 
miral H, B. Miller, usN (Ret.), who 
resigned on August 31 to become di- 
rector of public relations, Pan Ameri- 
can World Airways. 


Warren D. DeWitt has transferred 
to Columbus, Ohio and become Ohio 
Valley district manager, Blackmer 
Pump Co., Grand Rapids, Mich. He’s 
been with the company for two years 
and will be responsible for Blackmer 
sales in Ohio, Kentucky and West 
Virginia. 


Carl E. Cannon has been appointed 
assistant to the merchandising man- 
ager, Westinghouse air conditioning 
division, Staunton, Va. He will be in 
charge of the division’s training pro- 
gram for company sales personnel and 
distributors. 


Harold E. Gahnz has joined Arm- 
strong Furnace Co., Columbus 8, 
Ohio, as “roving ambassador” on the 
company’s team of district managers. 
He will be on assignment from the 
factory. He has had eight years ex- 
perience in the warm air industry and 
before that was with Gamble Stores, 
Minnesota. 
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Dean Howe has joined Silent Glow 
Oil Burner Co., Inc., Hartford, Conn, 
as regional sales manager, covering the 
Midwest. He has had wide experienc, 
in the portable heater field and wil 
concentrate on the promotion and gl, 
of Silent Glow’s oilfired portable unit; 






Wilder Parks has been named sales 
manager for all equipment made by 
Worthington Corp., Harrison, N, J 


Edward A. Lukowski has joined 
Permaglas Div., A. O. Smith Corp, 
Kankakee, Ill., as assistant advertising 
manager for Permaglas domestic water 
heaters. He formerly was with Nz 
tional Supply Co., Pittsburgh. 


Erskine E. Traynham has joined the 
sales staff of John Wood Co. as sales 
representative of the company’s heater 
& tank division in southern Virginia, 
North Carolina, South Carolina and 
east Tennessee. His headquarters wil 
be in Greenville, S. C. 


Sereno A. Ferraro is field service 
manager and James R. Holmin is maw 
ager of headquarters service facilities 
Sundstrand Machine Tool Co., Hy 
draulic Div., Rockford, Ill. Ferraro, a 
specialist for more than 15 years, in 
all forms of hydraulic equipment and 
circuits, for the last seven has concety 
trated on installation and trouble 
shooting of Sundstrand Hydraulic 
products. In his new post he'll have 
charge of the field organization, it 
cluding training and direction of field 
service engineers and training service 
station personnel. Holmin has served 
in Sundstrand’s field organization for 
five years and now is responsible for 
overseeing the preparation of service 
literature and instructional material, 
giving service lectures and processins 
field service requests. 





Holmin 


Ferraro 
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Believe us! We know why Cadillac 


once published an advertisement titled, 


As stated in the Cadillac advertise- 
ment many long years ago, “In every 
field of human endeavor, he that is 
first must perpetually live in the 
white light of publicity. Whether the 
leadership be vested in a man or in a 
manufactured product, emulation and 
envy are ever at work.” 


The Hev-E-Oil burner was a standout 
from the start and continuing research 
and design refinement further extended 
initial leadership. Hev-E-Oil features 
were imitated, of course — not in their 
entirety but in adaptations and “pick- 
ups” appearing on a variety of heavy-oil 
burner designs. 

“Jealousy does not protrude its 
forked tongue at the artist who pro- 
duces a commonplace painting... The 
leader is assailed because he is a lead- 
er, and the effort to equal him is mere- 
ly added proof of that leadership.” 


When introduced eighteen years ago, 
the Hev-E-Oil burner was (and still is) 
the first and only burner successfully 
applying the principle of low pressure 
air atomization of heavy fuel oils inside 
the burner nozzle. At last —a burner 


“The penalty of Leadership” 


No leader can escape the attention 
of imitators! There’s proof of this 
rule in Cleaver-Brooks’ HEV-E-OIL— 
today’s most-copied heavy oil burner 


that could properly use low-cost, high- 
heat-content heavy fuel oils, such as No. 
5. The early and immediate success of 
Hev-E-Oil naturally was followed by the 
usual imitators—competition scrambling 
to find “something just as good.” 


“If the leader truly leads, he re- 
mains —the leader . . . That which 
deserves to live — lives. 


Consider these Hev-E-Oil exclusives: 

—true air atomizing, with the oil 
atomized inside the burner nozzle 
by low pressure air. 

— all air for combustion furnished by 
the burner independent of natural 
draft. 

— starting delayed until oil temper- 
ature is correct for electric ignition. 

— automatic pressure lubrication with 
lubricating oil. 

— the only line of combination oil and 
gas burners burning either fuel at 
maximum efficiency. 

These are the Hev-E-Oil burner fea- 

tures that make it so modern it'll be new 
and unequalled for years to come. 


Write Today for Complete Information 


CLEAVER-BROOKS COMPANY, BURNER DIVISION, Dept. K, 379 East Keefe Avenue, Milwaukee 12, Wisconsin 





Cleaver ey Brooks 





HEV-E-OIL BURNERS — 27 MODELS — 5 GPH TO 90 GPH CAPACITY — INCLUDING 
COMBINATION HEAVY OIL AND GAS OR, LIGHT OIL AND GAS FIRED MODELS. 
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Furnace Cleaner *521 
WITH DISPOSABLE FILTER 
There’s no outside bag to worry about...no 
bag that you have to empty...with NEW 
SOOTMASTER. This new kind of furnace 
cleaner has a super-efficient disposable filter 
with throwaway bag inside the tank. Double 
filtering action guarantees cleaner cleaning. 
Light weight. Easy rolling. Preferred by pro- 

fessionals. 


G.E. & PREMIER OWNERS! 
SOOTMASTER Filter Unt CONVERT 


trHrowaway Bac: to this... 


ELIMINATE OUTSIDE BAG 
MODEL FU-TA 
Same Filter Unit as SOOT- 


MASTER Cleaner especially de- > 
signed to fit in the tank of 

G.E. and Premier Furnace 
Cleaners. Eliminates outside 

bag. Provides safe, sanitary 

way to dispose of soot and dirt. 

Filter Unit complete with 10 
throwaway bags and quick- 

release tie cord 





Model UC-1A 
Brand new suction motor 
unit plus FU-IA dispos- 
able filter unit assures 
quiet operation. Fits G.E. 
and Premier Cleaners. Big 
economy replacement; 
Guaranteed $54.50 











Dust bags and hoses for 
all industrial models. 


Order from your jobber. 
Jobber inquiries invited. 


Distributed in Canada by Imperial Refractories 


MASTER-CRAFT 


faerrLyYy CO., INC. 
W.HAVERSTRAW,NEW YORK 





L. J. Wing Mfg. Co. sold to 
Aero Supply Mfg. Co., Inc. 


L. J. WING MFG. CO., Linden, N. J., 
has sold its assets to Aero Supply Mfg. 
Co., Inc., Corry, Pa. H. S$. Wheeler, 
president of Wing, and Leo Strauss, 
president of Aero, made the joint an- 
nouncement. 

The 78-year-old Wing firm will 
operate independently as the L. J. 
Wing Mfg. Co. Division, Aero Sup- 
ply. Wing will continue its manufac- 
ture at Linden, N. J., of induced draft 
fans and allied industrial ventilating, 
combustion and heating equipment. 
Wheeler has been named chairman of 
the Division; James L. Spencer, an 
Aero director, has become president. 
All Wing personnel continue in their 
present positions, according to Strauss. 


Aero Supply, producer of engi- 


John Bero Oil Co. installs 
Bank of Moline Wall-Safes 


TEN MOLINE wall-safes, installed by 
John Bero Oil Co., Duluth, Minn., 
serve as a check-in department for 
Bero’s fueloil truck drivers. 

The safes have been found to save 
employee time -by enabling the driver 
to make his day’s deposit at any time 
and have the cashier check when con- 
venient. In addition, the wall-safe, 


neered precision products for the aip 
craft industry, continues its operation; 
at Corry and there will be no mery 
ing of the Wing and Aero manufy. 
turing or sales activities. 


Air Devices and Thermotank 
consolidate their Facilities 


AIR DEVICES, INC., New York, N, Y. 
and Thermotank, Inc., Detroit, Mich, 
have combined product design, devel 
opment and manufacturing facilities 
Reason for the merger is the inten 
tion to expand product lines of air out 
lets and high velocity airconditioning 
systems. 


Both firms have had long association 
with air control and air distribution 
in residential, commercial and induy 
trial applications. 


constructed of reinforced concrete, * 
fire resistant and affords protection 
against theft and loss. It is watertight 
with an insulated rust-proof door and 
has a simple locking device—the door 
must be locked to remove the key. 
Available in several standard sis 
to fit concrete block walls, the safe i 
adaptable for use in poured concrete 
foundations. Information can be % 
cured from Moline, Inc., Box 308, 
Wall-Safe Div., Duluth, Minn. 
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Home building Contracts 
down 5% in first Half 


JUNE CONTRACTS for future construc- 
tion in the United States amounted 
10 $3,243,486,000, an increase of 10% 
over June 1956; total construction 
contracts for the first half of 1957 
were up 3% to $16,958,005,000, ac- 
cording to F. W. Dodge Corp., New 
York, N. Y. 

June contracts for residential build- 
ings amounted to $1,155,049,000, 
down 4% from a year ago, with en- 
tire decline accounted for by a de- 
crease in contracts for 1- and 2-family 
homes, Residential building contracts 
for the first half of 19577 were valued 
at $6,483,314,000, 5% below the first 
half of 1956. 

The number of housing units con- 
tracted for in June totaled 86,549, a 
drop of 12% compared to June 1956. 
Number of housing units for the first 
half of 1957 totaled 499,490, a decline 
of 11% from the comparable 1956 
period. 

The sharper decline in unit volume 
than in dollar value in the residential 
category can be accounted for by the 
trend toward larger and more costly 
homes, according to Dodge. 


Non-residential buildings were 
valued at $1,186,448,000 during June, 
up 16%; for the first six months non- 
residential building contracts amount- 
ed to $5,970,747,000, 5°% higher than 
the same period last year. 


Lincoln Tech starts Course 
in Oilheating for Servicemen 


AUGUST 20 marked the start of an- 
other course in domestic oilheating 
conducted by Lincoln Technical Insti- 
tute, Newark 5, N. J. 


Classes are held on Tuesday and 
Thursday evenings for 18 weeks, em- 

ying a course which includes 52 
hours of theory instruction and 92 
hours of practical shop work, a total of 
144 hours. Cost for the course, in- 
cluding all materials used in training, 
is $154, 

The course outline covers funda- 
mentals of oilburning, fuel systems 
and draft, chamber design, burners, 


Pumps, accessories, controls and 
trouble-shooting. 
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Tank 
Truck 
Operators 

with 

an 

Eye 

to 

ECONOMY 
EFFICIENCY 
and 
DEPENDABILITY 
Install 


SELF-PRIMING 
SERIES 3600 PUMP 
PRESSURES TO 90 P.S.I. 
SIZES 40 to 300 G.P.M. 





WITH 
MECHANICAL SEAL 


YOUR 
DISTRIBUTORI 


GEO. D. ROPER CORPORATION 
769 BLACKHAWK PARK AVE., ROCKFORD, ILL. 






















































Look at these unsurpassed bene- 
fits. Federal’s 16 extra-large filter 
pockets trap the contaminating 
impurities found in fuel oil and 
prevent clogging of burner nozzles. This means trouble-free fur- 
nace operation and the end of expensive service call-backs. One 
model handles all filtering jobs, whether pressure or gravity type. 


Draft King 


Look at all these money-saving 
features! Draft King turns flue 
gases into perfect heating com- 
bustion, not chimney clogging 
soot. Maximum draft provides full burning benefit of fuel and 
eliminates costly fuel waste so common with poor chimney 
drafts. Made of either all-weather galvanized steel or aluminum. 





Show them, talk about them, sell them 
... they’re PROFITABLE! 


iTelautalaclauslohilelam Zelicmie) 


NORWOOD PRODUCTS CO. - LUVERNE, MINN. 


A division of A.R. WOOD MFG. CO., Luverne, Minn. 
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N. Y. Community College 
petroleum marketing Clas 


NEW YORK CITY Community 
through its Industrial Distribution 
Dept., has inaugurated evening courses 
aimed at filling a demand for sale 
and marketing personnel in the petry 
leum field. 

Commencing with the September 
1957 term the program calls fo, 
classes on these subjects: Marketing: 
sales techniques; sales psychology: 
business law; record keeping: caley 
lating techniques. Also, there are thes 
specific petroleum classes: Introduc 
tion to petroleum industry; petroleum 
techniques 1; petroleum distribution 
and handling techniques. 

The February 1958 term will in 
clude: Market research; public rela 
tions; law of sales; business manage: 
ment; advertising and sales promotion; 
elements of transportation and traffic 
management. And, there will be thes 
petroleum courses: Petroleum tech: 
niques Il; application of petroleum 
products. 

Additionally, there will be cours 
in business writing, literature, public 
speaking, psychology, sociology, math, 
chemistry and related subjects. 

Registrants can take any one cours 
or more, depending upon scheduling: 
courses run for 15 weeks, most of 
them are two hours each night and 
tuition is $8 an hour. 

Registration dates have been at 
nounced as September 9, 10 and 1: 
the college is located at 300 Pearl 5. 
Brooklyn, N. Y. 


Sinclair Tanker delivers 
record Cargo to New York 


ARRIVAL on July 24 of Sinclair Refi 
ing Company's ss J. E. DYER at the 
end of her maiden voyage marked the 
delivery of the largest single cargo” 
heating oil to New York harbor. The 
DYER delivered 241,310 barrels ot 
heating oil from Sinclair's refinery " 
Houston to the company’s storage !€ 
minal at Tremley Point, N. J. 01 Ar 
thur Kill. 

The 32,900-ton tanker is under # 
20-year bareboat charter to Sinclat 
and is named for the company’s pre 
dent. The ship is an American flag 


vessel. 











$0Co 





MOBILHEA! 


with 
Revolutionary RTge 


MEANS MORE SALES... 
MORE CUSTOMER SATISFACTION ! 


Take America’s famous fuel oil brand—Mobilheat. Add the most 
completely effective clean-action additive ever developed— 
revolutionary RT-98. Result? A top-quality fuel oil that helps keep 
fuel tanks, lines, strainers and filters free of dirt and sediment. 
That means complete satisfaction to your customers. 


There’s another important reason why New Mobilheat means more 
fuel oil sales for you. It’s backed by one of the greatest names in the 
petroleum industry—Socony Mobil—with 91 years of oil 

marketing and merchandising experience. 


Make it warm for your customers...“hot” for competition 
with new improved MOBILHEAT ! 


ONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PRE ROLEUM CORPORATION 





It pays to use 


Genuine 
Factory 
Replacements 


, , rktro d e) 


VER the last 
years scores of oil burner 
manufacturers have bought mil- 
lions of electrode assemblies from 


twenty-five 


us for their original equipment. 
When you order SPARKTRODES 
from your Jobber, therefore, you 
are assured of getting genuine 
factory replacements. 





Wherever you are, there’s a 
SPARKTRODES Jobber near you. 
We back him with the greatest 
variety of assembly designs, insu- 
lators, bus bars, cable and fittings 
available from a single source. 


DIELECTRIC 


PRODUCTS COMPANY, INC. 
Jersey City New Jersey 


es Representatives in 3] States and Canada 
Authorized Jobbers @ Coast-to-Coast 





Out Distribution Division 
has public relations Plan 
EFFECTIVE July 1, Mahool-Myers As- 
sociates, Baltimore, Md., started a 
public relations program for the Dis- 
tribution Division, Oil-Heat Institute 
of America. The decision to do so was 
made at a meeting on June 28 of a 
Special Advisory Committee ap- 
pointed by Fred Heaney, national 
chairman of the Division, to work up 
a national public relations program 
and act in an advisory capacity to the 
OHI Insurance Trust. Everett Elliott, 
OHI of New England, is chairman of 
the committee; E. L. Fentress, Tide- 
water Oil-Heat Association and Tim 
Loizeaux, Sr., Union County (N. J.) 
Oil Heat Association are members. 

At the September meeting of the 
board of directors of the Institute, the 
Distribution Division will present the 
program and ask the other Divisions 
to cooperate in the activity. 

A special Oil-Heat Industry Na- 
tional News Bureau being established 
will collect public relations material 
for all media, including magazines, 
newspapers, radio and Tv. The cam- 
paign will complement the current 
local oilheating promotion programs 
but will be separate from them. 


Included in the arrangement wis 
Mahool-Myers is the production of 
series of new pieces as part of th 
“Treasury of Advertising.” Six gy} 
jects are to be covered, the folders 
be issued at about 60-day interya{ 
Topics are: “How to keep a cea 
House”; “Steps to save Money on fu 
Bills’; “The Story of Degree-Day; 
and automatic Delivery”; “The § 
urity of your fueloil Supply”; “Thy 
Protection offered by a service Cop, 
tract”; “The Advantages of a budge 
Plan.” 


Plans shaping up for January 
Home Builders Convention 


THE JANUARY 19 to 23 National Ay 
sociation of Home Builders show and 
convention, taking place in Chicago, 
is heading for another sell-out. A totd 
of 770 exhibit spaces, divided between 
the Conrad Hilton and Sherma 
hotels and the Chicago Coliseum ar 
available for displays. 

Paul S. Van Auken is convention 
exposition director for the association; 
Daniel B. Grady, Oyster Bay, N. Y, 
is chairman of the convention com 
mittee. The committee meets in mid 
September to finalize program plans 


“Say it with Flowers." O. C. F. Tanger, director, N. V. Technische Handelsmet 
schappij "Renova," Arnhem, Netherlands, sends along this striking floral aoe 


showing an oilburner and flame. He says, "This is part of an advertising 6¢ 

in the bulb centre of Hillegom and Lisse, visited by millions every ye 
smell of the flowers is of course very nice. The words in the flowers 
oil.’ The oilburner had a yellow flame with rose’and red surroundings. 


Th 


mean: 


We areé 
rt of the 


wholesale firm handling oilburners and it's interesting that a large P@ pmet. 
bulbs shipped all over the world are treated with oilfired heating ¢¢ 
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Make Money on 
Every Tob atth 


A. P. GREEN 


QUICK-EASY TO INSTALL 


STANDARD IFB Combustion 
Chamber . . . Requires min- 
imum installation time> 
Front tile is in two pieces 
with burner opening al- 
ready cut. Packed in 
special container that 
guards against breakage 
in shipment. Everything 
you need is in the carton, 
including a 5-lb. can of 
STANDARD IFB *SAIRSET high tempera- 
Combustion Chamber _ture mortar. 


ASSURE EFFICIENT OPERATION 


STREAMLINED Combustion 

Chamber . . . Conforms to 

the natural shape of the 

flame and eliminates 

“dead corners.” Provides 

more quiet operation. 

The ease of installation 

makes the installed cost 

- of a STREAMLINED 

STREAMLINED Chamber no more than 

Combustion Chamber that of an ordinary type 
of chamber. 





HIGH TEMPERATURE Insulations 


COST NO MORE THAN 
ORDINARY CHAMBERS 


PERFECTO Combustion Cham- 

ber... A practical, eco- 

nomical solution to many 

oil conversion problems, 

Installation is simple. For 

both round and elong- 

ated chambers, four basic 

tile shapes are used to 

wianiine form chamber sizes to fit 
nearly every type of do- 
Combustion. Chamber = mestic furnace or boiler. 


SIZES TO MEET EVERY 
OIL BURNER REQUIREMENT 


OIL BURNER Baffle Brick... 
The baffle is installed in 
such a manner that it 
rests on the combustion 
chamber and directs fur- 
mace gases to all heating 
surfaces. Results in more 
economical and efficient 

OIL BURNER Baffle Brick performance by reducing 
the waste heat up the 
stack. 


These A. P. GREEN High Temperature insulations 
help insure the efficiency of the oil burner 


installation. 
HIGH TEMPERATURE Insulations 


REFRACTORY 
PRODUCTS 


se 
Ree Ne ree 
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A. P. GREEN FIRE BRICK 


STRIBUTORS 


ORDER FROM YOUR 
A. P. GREEN 
DISTRIBUTOR; HE'S 
LISTED IN THE YELLOW 
PAGES OF YOUR 
TELEPHONE 
DIRECTORY 

co. OR WRITE DIRECT 





QUALITY is our business 
.. Without any compromise 


AND ONLY a 
G 


IVES YOU ALL THREE — 
1, FLEXIBLE COUPLINGS 








Regular Set Screw 
Splined 
Jaw 


Only Guardian gives you these features— 


@ ROLL SPINNING—Exclusive process joins all 
three components at one time—while in final op- 
erating alignment. 

@ BRAIDED RUBBER—Ground to absolute true con- 
centricity. Furnished in BUNA-N TUBE and NEO- 
PRENE COVER. Lateral and angular alignment 
requirements fully met. 

@ ONE-PIECE DESIGN—Minimizes assembly and 
handling costs. Made to exact lengths required. 


Over 5,000,000 Guardian couplings are on 
_—— equipment. This is your assurance of 
= quality and universal acceptance in the 





or 
hi 
fie 


2. OIL TANK VALVES 


No, 1910 B 






Check These Superior 
Guardian Features— 


@ Metal-to-metal seating. 


@ Highest quality machined bar 
stock. 


@ Greater wail and body strength. 
@ Fusible linkage available in all designs. 
@ Valve designs for avery type of installation. 


3. QUIK JOINT 










Steel compression 
fittings for con- 
necting steel pipe. 


Patent No. 
2,685,460 


@ Eliminates threading of pipe. 

@ Decreases cathodic corrosion and electrolysis. 
@ Guaranteed for pressure up to 2000 P.S.I. 

@ Allows 7° angular deflection. 

@ U.L. approved for oil and gas. 


Write 
fer free 
descriptive 
iWerature. 





PRODUCTS CORP. 


COUPLING DIVISION 


Dept. F-97 1215 East Second Street 
MICHIGAN CITY, INDIANA 
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June big burner Shipments 
show Improvement over May 


SHIPMENTS of commercial-industrial 
oilburners in June pulled up about 
15% over May, but were 23% under 
June 1956, according to a report re- 
leased by D. H. Bottrill, secretary, 
Market Research Committee, Oil- 
Heat Institute of America. 

Totals for all types of commercial- 
industrial oilburners shipped during 
June came to 2,097, plus 200 com- 
bination gas-oilburners for a grand 
total for the month of 2,297. For the 
first six months of 1957, totals were: 
Oilburners, 14,203; combination burn- 
ers 915; grand total, 13,318. This lat- 
ter figure represents a 15% decline 
from the six months total of 15,769 
in 1956. 

The tabulation lists shipments by 
burner types and sizes for June, along 
with a January through June 1957 
total. 

Oilburners 
June Jan.-June 
1957 91957. 


HORIZONTAL ROTARIES 
Over 214, to 8 39 123 


Over 8 to 30 354 1,673 
Over 30 to 100 423 1,860 
Over 100 57 159 
Total shipments 873° 3,815 
GUN BURNERS 
Over 5 to 30 1,171 8,041 
Over 30 38 227 
Total shipments 1,209 8,268 
MECH. ATOMIZING 
30 and over 15 320 
TOTAL OILBURNERS 2,097 12,403 


Gas-Oilburners 
HORIZONTAL ROTARIES 
Over 214 to 8 ~ —- 


Over 8 to 30 16 91 
Over 30 to 100 54 257 
Over 100 5 26 
Total shipments 75 374 
GUN BURNERS 
Over 5 to 30 107 450 
Over 30 12 77 
Total shipments 119 527 


MECH. ATOMIZING 
30 and over 6 14 


TOTAL GAS-OILBURNERS 200 915 


TOTALS, ALL TYPES 2,297 13,318 


Chicago Refrigeration Show 
features combination Units 


COMBINED heating and cooling units 
will feature many of the exhibits at 
the Air-Conditioning and Refrigera- 
tion Exposition, scheduled for Chi- 
cago’s International Amphitheatre, 
November 18 through 21. 

At the same time six associations 


and technical societies will hold meg, 
ings in Chicago during the week: Ny, 


tional Warm Air Heating & Air Cop, 
ditioning Association; Air Condition, 
ing ©& Refrigeration Wholesalers. 
American Society of Refrigeratio, 
Engineers; National Commercial Rp. 
frigeration Sales Association; Refrig 
eration & Air Conditioning Contra. 
tors Association and Refrigeration 
Service Engineers Society. 

R. H. Israel, Virginia Smelting 
Co., West Norfolk, Va., chairman of 
the exposition committee, points out 
that this show, the tenth of its kind 
to be held, will be the largest in his 
tory. More than 250 companies wil 
display, occupying nearly 100,000 9 
ft. of exhibit space. 

Commercial and industrial refrig 
eration systems will be shown, in addi 
tion to domestic units, including the 
combination heating-cooling types. 

On the last day of the exposition, 
the general public is to be admitted. 
Attendance on the other days will ke 
limited to trade personnel. 


Griffith-Consumers sold 
to Atlantic Refining Co. 


ANNOUNCEMENT has been made of the 
sale of control of Griffith-Consumers 
Co., oilheating and fueloil dealer m 
Washington, D. C., to Atlantic Re 
fining Co., Philadelphia. 

The firm is an old-time oilheating 
outlet in the Washington area, get 
erally regarded as one of the largest 
fueloil distributing firms in the Eas. 
Total sales are in excess of 12 million 
gallons to more than 20,000 accounts 


Mid-year Review reveals 
Construction at new High 


A MID-YEAR REVIEW, written by George 
Cline Smith, vice-president and econ” 
mist, F. W. Dodge Corp., and pub 
lished in its monthly bulletin, Build: 
ing Business, reveals that strength i 
heavy engineering and non-residential! 
building pushed construction t0 new 
highs in the first half of 1957. 3 

Here are highlights of the ro 
As expected, 1957 isa year of heav} 
engineering, with the main upw 
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boost for contracts coming from pub- 
eet: 





va Only a sharp increase in govern- 
ion- ment-owned projects kept the total 
lers: from going down instead of up. 

tion This year’s decline in housing af- 


Re M fects only single-family homes. Two- 
frig: family houses and apartment buildings 
tra Mare doing better than they have for 
ition some years. 

Inflation accounts for much of the 
Itine increase in dollar volume of contracts 
nof @ over last year. 
; out 

kind 
his § Oil Progress Week Film has 


lic works and public utilities, Se | | 








WATERAIR — the Warm Air 








Furnace with Domestic Hot Water ! 


You'll make extra profits, and add to your fueloil gallonage, with each 
WATERAIR warm air furnace you install. The WATERAIR means 2-way 
profits for you—you can give your customer the finest warm air heating in- 
stallation, and you'll sell approximately 250 extra gallons of fueloil during 
the year, for the domestic hot water load. You'll be surprised at WATER- 
AIR's low stack temperatures—425° to 450° gross. And with WATER- 


AIR's 30 to 40 gallon tanks, you can guarantee plenty of year-round do- 
mestic hot water ! 


‘ol | Commentary by John Daly | HERE'S HOW WATERAIR WORKS: 


() sq 





THIS YEAR'S Oil Progress Week mo- 
dite tion picture will feature oil men and 
addy Companies at work, woven together in 
afascinating commentary by television 
star John Daly. 
tion This year’s film will run 26 min- 
‘ited US is in black and white, available 
ly 9 16mm prints for $50. It represents 

a departure from previous years in 

that it is not an original production, 


g the 


5. 


but rather it utilizes the six most ef- SMOKEPIPE 
CONNECTION 


fective sequences from the API ““Prog- 
ress Parade” television series. Since 
the inception of Oil Progress Week, 
ofthe jg “Phas provided a special motion pic- 
umes fg ‘re each year. 
ler in This year’s film, “A Story of Peo- 
ic Re @§ Ple and Progress,” featuring John 
Daly, uses these sequences: “Service 
eating °° Moscow”; “Energy on the Move”; 
get “Power to the Stars”; “A Case for 
largest Glamour”; “New Breed of Islanders”; 
, Eas. ‘Lifeline to an Oyster.” 
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HOT AIR OUT (To suPPLY DUCTS) 








million 
“ounts. 


7 er what's gat fs eral a Waterair ote yo og eae 
. When t+ ot-water tank needs heat, it gets it from two finned heat pick-up tubes. U-shaped, 
xecutive Changes made one shows in the drawing. Actually the furnace contains two, one on each side of the hot- 


in Weaver fuel Firms water tank. These finned tubes receive heat from air as hot as 350°F., and have enough 


Is 


surface to give them the heat-exchange equivalent of 135 sq. ft. of hot-water radiation. 
EXECUTIVE Though the tubes are heated by 350°F. air when the tank needs heat, and when the cir- 
CHANGES announced by culating blower is not running, the maximum temperature of warm-air for the supply ducts 


igh Weaver Coal Co. and Weaver Oil of the heating system is about 170°F, 


Ceoree Ltd, Montreal, followed the retire- 
econ Mt as chairman and director of 
j pub Lovel G. Mickles, founder of the coal 
Build  MPany and president until 1950. 

agth in A.R. Renaud, vice-president of the 
enti 9° firm, has been elected its presi- 
to new dent and continues as head of the oil 


Get the 


full 


Be sure to read the feature article "The Hot 
Water Furnace”, pages 53-55, August 1957 Issue, 
FUELOIL & OIL HEAT. And write us now for full 


WATERAIR details on how WATERAIR can boost your sales 


Story ! 


and profits ! 





lary, Alan Rogers advanced 
Bs President to chairman of the coal 
“mpany and C, P. Hotchkiss. vice- 
President, became executive vice-presi- 
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WATERAIR company 


15 Winchester Street Medford, Mass. 
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Gasaver and 
Oilsaver Furnaces 








DeLuxe Gas 
& Oil Furnaces 


Super Gas, 
Oil & Coal Furnaces 


Special Gas 
& Oil Furnaces 


6% 





Wethermatic 
Airefrigeration 
Waterless Cooling Units 


an ILLIAMSO 
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New Designs 
New Models 
New Colors 









Two-tone Hammer 
Finish Green 









Gleaming White Enamel 
| | THE WILLIAMSON COMPANY ; 
| 3312-B-9 Madison Rd. Cincinnati 9, Ohio : 
; Gentlemen: a 
y Please send me information on the following: § 
i (CO Heating Equipment CO) Cooling Equipment . 
1 © Duct, Pipe and Fittings - 
a 
a RPP SF eet pains Pe eo ee : 
As Advertised in Leadi j Bri a 
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Rescued by Radio 


“‘When competition began getting stiffer 
a year or so ago,” says E. F. McClelland, 
independent fuel oil distributor in Chase, 
Maryland, “‘I sat down to do some think- 
ing. What do we distributors have to 
offer? Fuel oil is fuel oil. So when you 
_come right down to it, the only thing 
that makes the difference is the service 
a distributor can give his customers. 

“Now, how could I offer my customers 
better service? The more I thought 
about it, the more I decided to give two- 
way radio a whirl]. “The big boys’ were 
using it—and using it well. If it enabled 
them to give better service, it should do 
the same for me.” 

Mr. McClelland started his experi- 
ment by installing a base station in the 
small office at his home. Just outside, he 
raised a 65-foot antenna. In three of his 
tank trucks and a service truck, he in- 
stalled Bendix Dyna-Com two-way radio. 

The results backed up his dreams. 
Without difficulty, he could stay in con- 
stant contact with trucks within a 
twenty-five mile radius. Signals came in 
loud and clear. Two-way radio began 
doing the job he had hoped it would do. 

“So far as providing service is con- 
cerned,” says Mr. McClelland, “‘two- 
way radio put me on an equal footing 
with ‘the big boys.’ Now I can compete 
with their 15-minute service.” 

Radio put him in a competitive posi- 
tion, but Mr. McClelland found that it 
had even greater advantages. 

Before the installation of two-way 
radio, his drivers phoned in to the office 
from three to five times a day. This 
meant 30-50¢ per day per truck driver 
in telephone tolls—$1.20 to $2.00 a day 
for the four trucks now radio equipped. 
Here was a savings that Mr. McClelland 
could stick in the bank at the end of a 
day. 

But that was just a beginning. Before 
he installed two-way radio, Mr. McClel- 
land had to wait until his truck drivers 
phoned the office in order to give them 
the service calls that had come in after 
they had left. Frequently, this meant a 
lot of backtracking—or even sending out 
another truck to service the customer. 

With two-way radio, however, he can 
call any driver at any time and tell him 
to make a delivery. As a result, call-in 
customers get faster service, the trucks 
travel fewer miles, and gasoline, oil, and 
tire bills are lower. 

The value of Dyna-Com_ two-way 
radio is especially noticeable at the end 
of the day. Before radio, when a truck 
driver reported back in from his schedule 
of calls, he frequently had to go out 


40. 


ADVERTISEMENT 


Bendix Dyna-Com Two-Way Radio 
does a big job for E. F, McClelland 


again to service emergency calls that had 
come in. Now, because of radio, these 
emergency calls are taken care of as the 
driver works his way back towards the 
office, and drivers have to put in fewer 
hours of overtime. 

Radio pays off in other ways. When a 
driver is lost, he merely radios Mr. Mc- 
Clelland for directions. When a customer 
he is supposed to service isn’t home, the 
driver radios Mr. McClelland for instruc- 
tions. Every fuel oil distributor runs into 
those slow-pay customers who, when 
faced with a C. O. D. order, insist that 
they paid their bill in full ‘‘just yester- 
day.” With radio the McClelland 
driver can call his office and find out if 
the bill has been paid. 

Bendix Radio is doing just as valuable 
a job in the truck used for servicing oil 
burners and furnaces. The serviceman 
takes this truck home with him in the 
evening. Frequently, while he is driving 
to work the next morning, Mr. McClel- 
land radios him the service calls he can 
make before he reports in. Again, there 
is a saving in time, in mileage, and the 
serviceman can make more calls per day. 

“Radio has helped our operations 
immeasurably,” says Mr. McClelland. 
“With truck costs running in the neigh- 
borhood of $3 an hour, and with Bendix 
Dyna-Com saving six to ten minutes of 
each hour, I’m making more money— 
and that’s what I’m in business for.” 


Moral: Install Bendix* 
Dyna-Com 
For complete information on how Bendix 
Dyna-Com can boost the efficiency of 
your operation, no matter how large, 
write Bendix Radio, Mobile Sales, Dept. 
536, Baltimore 4, Maryland.*rec. v. s. pat. oF. 








dent. A. F. McGaw, vice-president, 
was elected a director in place of 
Mickles. 

Rogers has succeeded Mickles as 
chairman of Weaver Oil Ltd. ang 
Allen H. M. Carmichael, executive ay 
sistant (sales) of the coal company, 
has been elected vice-president of the 
oil firm. Other officers of Weaver Oj 
are: D. C. Bennett, vice-president: 
A. K. Glassford, secretary-treasurer, 


Univ. of California conducts 
two airconditioning Courses 


AN ACCREDITED engineering course, 
Practical Airconditioning, and an In 
stitute on designing the indoor Cli 
mate are set for September at the 
University of California Extension, 
Los Angeles, Calif. 

Howard N. Helfman, vice-presi 
dent, Climate Conditioning, will le 
ture for 18 weekly sessions starting 
September 9 in the engineering course. 

The design institute on September 
12 and 13 is a joint project of the 
UCLA Dept. of Engineering and the 
Institute of Heating and Air Condi 
tioning Industries, Comfort control 
will be the theme, highlighted by talks 
on “Man’s Effort to control his En 
vironment,” “Human Requirements 
for the ideal indoor Climate”; “Medi 
cal Significance of air Contamination.” 
John E. Haines, past president, ASHAE, 
will discuss “Economics of year’’round 
Airconditioning.” 


J. O. Sanders, division managtt, 
The Texas Co., Atlanta, Ga., has ad 
vanced to chairman, Oil Information 
Committee’s Southeastern District 
He has been executive vice-chairman 
and succeeds D. M. Hills, transferred 
to Sinclair Refining’s New York office 
Sanders now heads the API public ” 
formation committee in Georg’ 
Florida and the Carolinas. 


David Hefter has been promoted 
advertising manager, The Ramtite 
Co., Chicago, Ill. He succeeds R. M. 
Richatdson, who returns to the 0% 
pany’s Pittsburgh office as sales af 
advertising consultant. 
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How Underwood helps master fuel oil paperwork 


Underwood’s fuel oil accounting machine automatically 
schedules future deliveries at the same time you post 
customer accounts. A unique Underwood “memory 
system” computes and prints the degree day of the next 
delivery for each account. 

Fuel oil dealers, as well as customers, are protected. 
The machine balances and proves the accuracy of each 
account . . . saves time by keeping records always up 


to date . . . gets statements out on schedule. One 
Underwood user, Nassau Oil Company of Princeton, 
New Jersey, posts 3000 items in only six hours at the 
season’s peak. 

Your office personnel will like Underwood's 10-key 
touch operation. It’s easy to learn... simple to use. Call 
Underwood for a demonstration . . . if you want complete 
mastery of fuel oil paperwork. 


UNDERWOOD CORPORATION, ONE PARK AVENUE, NEW YORK 16, N.Y. 
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FUEL-OIL DEALER MACHINE 











... for troubles caused by 
WATER in fuel oil tanks! 


USE...SELL 
































GALLONS 
OF OIL 





ener? 





REMOVES the cause 
of trouble... WATER! 


@ Keeps Oil Burners and Tanks 
CLEAN. 


@ Removes Water, Sludge. 
@ Permits Oil to Burn Properly. 


Continued use of FUEL-TRON will 
keep oil tanks, fuel lines and burners 
clean and free from sludge and corro- 
sion. Fuel burns more efficiently, you 
get fewer complaints. 









$2.50 


ADVERTISING CERTIFICATE 
packed in every case! 





Enables you, the dealer, to advertise in 
your own local newspaper ... at NO 
COST to you! 
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One of the many famous 2 
“CHEMICAL TOOLS” made by ~ 


RADIATOR SPECIALTY CO. 
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Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group’s 
activities to the editor by the 5th. 


Oul of Long Island starts 
credit interchange Program 


EFFECTIVE September 16 the Oil Heat 
Institute of Long Island, Hempstead, 
N. Y., inaugurates a credit inter- 
change program. Initially 32 compa- 
nies have signified their intention to 
participate, but Robert Barr, execu- 
tive secretary of the Institute, expects 
that 100 or more companies eventual- 
ly will take part. 


The interchange will maintain its 
own telephone number, from which a 
participating dealer can learn of bad 
credit risks before he adds them as 
customers. 

The program is being made avail- 
able without charge to dealers who 
contribute to the group’s advertising 
program; it costs members of the In- 
stitute $25 and non-members, $75. 


Function of Tri-State Oil 
Heat Council is defined 


THE FUNCTION of the newly-formed 
Oil Heat Council, Philadelphia 7, Pa., 
has been defined in the organization’s 
first bulletin. 


Edward Esterline, managing direc- 
tor of the Council, points out that 
the Council will operate as a tri-state 
agency, covering southern Pennsyl- 
vania, southern New Jersey, the Wil- 
mington and New Castle County area 
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of Delaware. Its organization sets up 
the Council as a non-profit body for 
the sole purpose of conducting a pro 
motional and public relations program 
for fueloil and oilheating. 


It replaces the previous public re 
lations program conducted by the 
Greater Philadelphia Fuel Confer 
ence; in fact, it has separate offices 
telephones and is a complete entity in 
itself. At the same time it clarifies the 
function of the Conference to act a 
a typical metropolitan area trade ass 
ciation. 


James Coon to head Portland 
Chapter of Oregon Institute 


OFFICERS for the coming season wer 
recently named by the Portland Oi 
and Burner Dealers’ Association, Port 
land Chapter of the OHI of Oregon. 

Named president was James 5. 
Coon. Serving with him will be Bob 
Holman, vice-president; Paul Pries, 
secretary; and Jay Flippo, treasurer 
Directors are Jim Dreilling, Loyd 
Miesen, Jr., Andy Cook, Bob Holman, 
Paul Priest, Ken Robertson, Bob 
Chappell, Jay Flippo, and James 5 
Coon. 


Advertising Advisor speaks 
at Meeting of N. C. Council 


CURTIS LONG, advertising advisor, ¥# 
the featured speaker at a recent mett 
ing of the North Carolina Oil Heat 
Council Meeting in Charlotte. He di 
cussed the newly available advertisi 
kit, the present and future plans for 
oil heat promotion. 


John Spencer gave a short report 0° 
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Min time at the delivery point, and 
you save money.” That is the con- 
sensus of tank truck operators every- 
where, and it is one of the many ad- 
vantages of Philadelphia Hose Reels. 








Self Aligning Ball Bearing 
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~—Spokes for Drum —~| 


Ball Bearings 

















SECTION THROUGH REEL 





Unrestricted passageway is clearly 
shown on the sectional view of the 
spindle and seal. Note the long radius 
curvature of the elbow, free from re- 
striction. A self-tightening Neoprene 
seal is used. It is tight at high or low 
Pressures and will run for many years 
without any signs of wear or leakage. 
Note that the ball bearings for the 
spindle are outside the passageway 
and not in contact with the fluid. 


The actual fact is this: when a re- 
stricted flow reel is replaced with a 
Philadelphia Hose Reel, the resulting 
full flow means faster delivery—without 
changing either the pump or the hose. 


Philadelphia Reels are light in weight 
and are built like a fine automobile. 
All parts are made of steel, malleable 
iron or bronze (no cast iron is used). 


All shafts and bearings are equipped 
with ball bearings with hardened and 
ground races. Seven ball bearings are 
used on each reel. This means the reel 


UNRESTRICTED FLOW 


PHILADELPHIA HOSE REELS 





will last many times longer than one 
equipped with plain bearings. 


Prices No Higher. Quantity produc- 
tion of standard parts, plus many 
years of experience, enables us to 
build these high-grade reels at prices 
competitive with and in many cases 
lower than other makes. Philadelphia 
Hose Reels are made in all sizes from 
1” to 3” with hand or power drives— 
electric, air or hydraulic. Under- 
writers’ approved explosionproof 
motors when required (any voltage). 
Send for Bulletin No. 171. 


PHILADELPHIA VALVE COMPAN 


249 Te ONTARIO 
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Manufacturers of Reels nN Valves since 1922 


Pacific Coast Distributors: 


Oil Marketing Co., 
Howard Supply Co., 


325 Fremont Street, 
5125 Santa Fe Avenue, 


San Francisco 5, California 
Los Angeles 11, California 


New England Distributor: 


Northeastern Petroleum Service & Supply, Inc., 
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37 Brookley Road, 


Jamaica Plain 30, Mass. 
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OIL TANK GAUGE 


for 1'/.” and 2” openings 








An easy-to-read 
D> rolses all-weather 
plastic top. 
Plainly visible scale 
2 in even the darkest 
places. 
Designed and en- 
gineered for inside 


or outside installa 
tions. 


4 Heavy die-cast plug. 
SPRING STEEL flexi- 
ble float rod. 

All moving parts 
> hinged on durable 
brass pivots. 


Overall rugged con- 
struction guaranteed, 
























If you do not stock this 


trouble-free low priced gauge write 
for sample. This fast-selling gauge 
has exclusive features not found in 
many of the higher priced gauges 
that will mean volume business for 
you, 


WRITE FOR OUR LOW PRICES 


3420 S. W. 9th St. 
DES MOINES, IOWA 














. « « » Industry Groups 


| flues, misleading advertising of com- 
| petitors and town ordinances. 

| | About 75 dealers and suppliers at- 
| tended the meeting presided over by 
| Henry McGill. 


Oil Equipment Jobbers plan 
Fall management Institute 


OHIO STATE UNIVERSITY will be the 
| site of the management institute 
sponsored by the National Associa- 
| tion of Oil Equipment Jobbers on 
| November 13-15. 
| Forty executives of member com- 
| panies from 17 states and the District 
of Columbia have registered for the 
| course. Among the topics to be cov- 
ered are public relations, management 
accounting, human relations, service 
| department management, compensa- 
| tion, and sales training techniques. 
L. T. White, Cities Service Oil Co., 
| will be a guest lecturer, Instructors, 
for the most part, will be Ohio State 
faculty members. 


| 
| Air Moving Association names 
_ Standards, Rating Committees 


COMMITTEE MEMBERS have been 

named by W. H. Rietz, president, Air 

Moving and Conditioning Associa- 
| tion, Detroit. 

E. E. Trickler, New York Blower 
Co., is chairman of the Certified Rat- 
| ings Committee. Other members are: 
H. F. Brinen, Young Radiator Co., 
W. A. Curtis, Peerless Electric Co.; 
E. W. Petersen, American-Standard; 
E. J. Stone, Robbins & Meyers, and 
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Pictured are members of the Oil Heat Institute of Oregon boar §, Coot 
who will serve during the 1957-58 fiscal year. Seated left to right are Janes se tt 
Fred C. Macdonald, Roy G. Lindsay, and Al Loucks. Standing, left to ty 4 
| Frank Davies, Sam Stinebaugh, Scott Partridge, Bob Inman, and Leo 






J. W. Wilcock, Westinghouse Bip, 
tric. 

On the Engineering Committee a, 
H. R. Bohanon, Acme Equipment 
Co.; W. A. Curtis, Peerless Electri.. 
C. O. Fury, Clarage Fan Co,; J. £ 
Gill, Buffalo Forge Co.; J. J. Merrick 
John J. Nesbitt, Inc.; and R, £ 
Parker, Ilg Electric Ventilating ( 

H. R. Bohanon, Acme Equipment, 
J. F. Brinen, Young Radiator; J} 
Friedler, Ilg Electric Ventilating Qs 
L. G. Malissa, Penn Ventilator Q: 
J. W. Mathis, New York Blower Gg: 
and G. E. Szekely, Bayley Blower Q 
are on the Standards Committee, 7 
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Directors, Officers elected 
by Oregon and Idaho Groups 


NEW PRESIDENT of the Southern Idaho 
Chapter of Oil Heat Institute is How: 
ard O. Miller, Pocatello, and Roy ¢ 
Lindsay, Portland, heads Oregon out 

Other$ elected by the Idaho Aw 
ciation at its annual meeting in Bois 
are R. R. Robertson, Bob Nichols, A 
H. Schade, N. J. Bumgardner, Ron 
Scrivner, Forde Johnson, Claire Bo 
dine, and James Cruzen. 

The Oregon Association re-elected 
Al Loucks as_ vice-president; and 
named James C. Coon, treasurer; and 
Howard Hedrick, secretary. Director: 
are Leo E. Laurin, Robert Inman, 
Scott Partridge, Merritt Truax, Riel 
ard Bourn, James C. Coon, Roy G. 
Lindsay, Sam Stinebaugh, Howatd) 
Hedrick, Frank Davies, Charles 
Rickabaugh and Al Loucks. 
(Please turn to page 148) 
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_” FOR COMPLETE BURNER-MOUNTED PRIMARY 


makes all three! 











CONVENTIONAL STACK-MOUNTED PRIMARIES 


Field-proved for many years under the Perfex label, these 
superior stack switches feature the powerful, rigid stainless steel 
stack element. This exclusive design is unaffected by carbon, 
requires no air venting. Stack-mounted models available 

for all applications, including line voltage 








PERFXRAY 





ye 


Revolutionary flame-detector, proved better in thousands TWO-PIECE 
of installations, is simple rugged sensing element in (SEPARATE 
Stalled in blast tube instead of the stack. Close STACK ELEMENT) 
location to flame means faster,.more positive Primary relay is burner-mountec 
response. Unaffected by soot, its simple design 4, separate stack element 
means dependability and long life. Prewired oct of burner insta 
to conventional burner-mounted relay, thi: bi> whent 4 
primary control package offers lower cost 
nstallations in the field — Available fr 


most oi! burner manufacturer 


GENERAL CONTROLS 


Five Plants: 


one (5 
Burbank, aliforni 
Won Mountain, Michipen America’s Finest Automatic Controls for Home, Industry, and the Military 


Skokie, INinois 
Guelph, Canad (; Factory Branch Offices Serving A// Principal Cities of the United States and Canada 


in, Michigan 


i 





Letters 


JOHN MCENT? 
Kingston, N, 
Editor: 

I was very much interested in the 
article, “One Lock, 34 Keys,” in you 
August issue. 

I've been operating a wholesale gi 
burner supply house since 
1952 and have never locked the door 

Dealers enter my building at any 
hour, day or night 365 days a yey 
They either write out their own ip 
voices, if I’m not there, or call mew 
later and let me know what they ook 
I also have a small change box thats 
available for their use. To date I hay 
no reason to suspect a single instance 
of dishonesty. 

The keys that operate the overhead 
doors of my warehouse were throw 
away in 1954, 


GOODALL “LONG-LIFE” 
FUEL OIL HOSE 


JOHN MCENTE 


Ramsey, X,|. 

Editor: 
Who was that man holding th 
phone in the ad on page 130 of the 
August issue? What's he talking abou 


You can always rely on “Long-Life” Fuel Oil Hose for quick, 
low-cost deliveries and additional savings through longer 


service between replacements. 


Because “Long-Life” is light in weight and extremely flexible, 
the hose is easier to carry out and re-reel. This means more 
stops per truck per day, more fuel oil delivered, and less fatigue 
for the driver. 


The strong, durable molded-and-braided ‘“Long-Life” construc- 


for next June? 

It seems to me that any engineering 
or production problem on a new pot 
uct could be licked in less than ! 
months from now. If it’s a new prt 
uct, let’s know now. 

What is it? 

CONFUSE 


Editor's note: See page 160 thi 


tion assures extra long hose life under all conditions of weather 
issue for more information. 


and rough handling . . . replacement costs are reduced to the 


minimum. ae 


Sizes 1” to 114”. Maximum lengths of 175 feet. Brown “Syn- George D. Wookey has been nani! 
plastic” (R) cover. regional sales manager, Mi 
Climatrol, Division of Worthing: 
Corp., Milwaukee, Wis. He will 
pervise and be responsible for the# 
tivities of sales representatives if 
fornia, Arizona and Nevada. 


Contact Our Nearest Branch for Detaiis and Prices 


“If it’s GOODALL, it MUST be Good!” 


SEER, Brice W. Cecil has been na 


(ea. Mee 
RS Ms AND OTHER INDUSTRIAL RUBBER PRODUCTS keting, American Petroleum Institue 


G O O DAL L Rubbor Company N. Y. One of his assignments is™ 


ing with the Division's. Pers 
GENERAL OFFICES, MILLS and EXPORT DIVISION, TRENTON, N. J. Training Committee and its adv 
Branches and Distributors Throughout the United States and in Canada group, the Marketing Trait 


Council. 
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Why permanentl? shed couplings ? 





Four good answers spell better service... bigger profits! 


PERMANENTLY- CONTINUING ECONOMY F Sgyenget A LEAK-PROOF 
ATTACHED WITH PERMANENTLY- ATTACHMENT COUPLINGS. 

COUPLINGS COST LESS. ATTACHED COUPLINGS. ASSURES A MORE PERFECT Permanently-attached 
And because modern hose Hidden expenses — FIT. Permanently-attached couplings form a firm grip 
is so good... lasts so long time, paper work, packing, couplings are machine- with the hose ... they won’t 
+» Te-attachable couplings shipping, etc.— involved in fitted by experts. You get leak. The ferrule is locked 
need replacement at about reconditioning of re-attach- a permanently fitted to the shone of the coupling, 
the same time hose does. able couplings eliminated. coupling every time. preventing creepage. 


tyel-97/ hose Pe permanently-attached couplings hy Tete hys i i 


i 
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NEW 
Promotion Ideas 





Waterbury offers you the oppor- 
tunity to tie in with one of 
America’s best-known, best-liked 
personalities, Eddie Bracken. On 
radio, television and in promo- 
tional materials, he commands 
attention, directs prospects to 
you and opens the door to easier 
selling. And he really has some- 
thing to sell when he helps you 
sell Waterbury. 















In a series of TV films available to dealers, 
TV-movie star Eddie Bracken plays the 
part of a Waterbury dealer. 





NEW TELEVISION-RADIO AD PACKAGE STARRING 
EDDIE BRACKEN BUILDS UP WATERBURY DEALERS! 





He demonstrates how Waterbury Com- 
FORTROL Heating feeds heat into a home 
at exactly the same rate it leaks out. 


And he tells the story of how Waterbury’s 


factory training program makes Water- 
bury dealers real ‘‘comfort engineers”’. 


















ce 


WATERBURY HELPS YOU SELL; 


@ Recorded radio spots with Eddie 
Bracken. 


@ Eddie Bracken featured on direct 
mail pieces available to dealers. 


@ Complete kit of newspaper ad mats 
@ Outdoor and Indoor Display Plans 


@ ‘Selling in the Home Plan’—most 
complete plan to nail down replace. 
ment sales. Dealers report the plan 
increases volume 30-200%! 


@Dealer Education Plan—year 
‘round field conferences, factory 
schools keep dealers up-to-date on 
everything you need to sell! 


@ Builder Promotions Kits—to help 
dealers make hay in the new home 
market. 


co, GO, GROW with WATERBURY! 














NEW 
Product Ideas 


















YOU SELL HEALTH when you sell Water- 
bury COMFORTROL. Not only does the 
temperature remain constant hour after 
hour—it varies less than 1 degree from 
floor to ceiling! 


50 





NEW WATERBURY Comr/ortco€, GIVES YOU A GREAT 
PRODUCT THAT MAKES EM FORGET ABOUT PRICE! 
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Bacharach Temperature Recordings, home in Wayland, Mass. Outside temp. —10°, Thermostat set at 70° 


IMAGINE HOW THIS CHART CAN HELP YOU SELL! 


It’s the picture of carefree, con- 
stant comfort you can promise 
when you sell revolutionary new 
Waterbury COoMFORTROL. No 
more fussing with the thermostat 
. . . no more bake-one-minute, 
freeze-the-next heat. COMFOR- 


This is the month to SWITCH TO WATERBURY: 
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TROL’s continuous flow of warm 

air at just-right temperature 
assures a new kind of comfort 

that makes a home owner forget 

about price. And look to WATER- 

bury for more New IDEAS t 

you can sell! We 
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EDDIE BRACKEN USES “MILK-AND-STRAW” DEMONSTRATION ON TELEVISION TO SHOW PRINCIPLE OF WATERBURY COMFORTROL HEATING 





Waterburys 


Who says you can’t 
get people excited 
about spending money 


on a new furnace? 






NEW Ideas 


make selling almost a cinch! 


There’s a lot of talk these days about the 
“livewire’’ in the heating and cooling busi- 
hess—and with good reason. Waterbury 
offers the finest in a complete line of heat- 
ing and cooling equipment for you to sell. 
It gives you the greatest new development 
in the industry in 20 years—COMFORTROL— 
the even-temperature comfort system. 
Waterbury supplies you with practical, 


Te Waterman-Waterbury Company, (F2 





hard hitting sales aids for helping you sell 
both new and replacement jobs. 

No wonder the big switch is to Water- 
bury! HOW ABOUT YOU? Write now to 
Jack Searls, Waterbury’s Sales Manager, 
and you’ll be on the way to a more secure, 
more profitable heating and cooling busi- 
ness by this time next year. You can feel 
good, feel sure when you install Waterbury! 


FOR FURTHER 
INFORMATION 


On wait fon Cort 


1126 N. E. JACKSON STREET, MINNEAPOLIS 14, MINN. *& 50 YEARS OF PIONEERING IN HEATING AND COOLING 
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BUMEE aces 


YOUR NEED FOR 


EXCEMLE, NCE r 
PRICEO 16 meet 


YOUR NEED TO 
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Whether you are a dealer making installa- 
tions or the manufacturer of a complete 
line of Heating and Air Conditioning 
Units, it’s putting quality where it counts 
that gives your customers a better job at 
the right price! 

The installer who is successful in ap- 
pealing to today’s price-conscious buyer 
is offering more than just a low price. He 
is endeavoring to provide excellent instal- 
lations — at low prices! 


Luxaire has long been aware of your 
need to compete with both price and supe- 
rior equipment — and, has done something 
about it. Year after year — by increasing 
and improving manufacturing facilities, 
by developing new, better and less compli- 
cated designs, and by concentrating on 
sturdier, more durable construction — 
Luxaire prices have been held down, while 
Luxaire excellence increased! 

Now, when the chips are down, and you 
must compete with price as well as excel- 
lence, you are in a position to meet price 
competition with the excellence of Luxaire! 


Call your Luxaire jobber, today! 








Horizontal 
Furnaces 
Basement Type Gas or Oil 4 Gas Sizes 
Winter A. C. Units Utility or Fired 4 Oil Sizes 
that burn either — Counterflow Gravity 
Gas or Oil Units that Furnaces 
burn either 
Gas or Oil 


THE 
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The All-New Assembled and Wired 
Winter A.C. Units . 
Now available! Gas-Fired with from 75,000 to 150,000 
BTU Input, as either Winter Air Conditioners or 
Counterflow Units. Oil-Fired! With 78,400 and 112,009 
BTU at Bonnet. These new Luxaire Furnaces 
are setting a new standard of excellence with handsome 


| 


appearance, heavier 
construction and out- 
standing performance. — 
Yet, the price is 
sensationally low! 







Gas Counterfiow 
Unit with front panels 
removed, showing 

completeness of _ 
assembly 
and wiring. 








INSTANT 
EYE 
APPEAL 


EXCELLENT 


Oil Winter A. C. =, PERFORMANCE 


Unit. 
“interior wiring of 
Burner Relay Circuit - 
is done at the Factory. 

None remains to be 
_. done on the job! 








PREMIUM 
CONSTRUCTION 















Air Cooled 
oe 
i ompressor Unit Heaters , a 
pth Paced Units with 5 Sees Gas Incinerato 
‘Round A.C. choice of “V’’ Water Cooled Conversion 
Units that (Plenum Type) Add-on Summer Burners 
burn either or ‘’Flat’’ A.C. Units 
Gas or Oil (Duct Type) 
Cooling Coil 


C. A. OLSEN MANUFACTURING COMPANY. .« envaia, onl0 


HEATING & AIR CONDITIONING UNITS 
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Fueloil 1957... 


Problems and Profits 


Annual management analysis shows 


a lot of dragons to slay, 


but money enough for ammunition 


| -eoing DISTRIBUTORS have been 
tackling a lot of interesting prob- 
lems identified with the past heating 
season and looking into the new one 
just coming up. Some were problems 
that they met for the first time and 
others of the variety they’ve seen be- 
fore. 

There have been some set-backs, al- 
though there’s no getting around the 
conclusion that the industry had a 
profitable 1956-57 oilheating season. 

The volume of distillate fueloil sold 
to heating accounts during the season 
was apparently lower than a year 
earlier. The weather was so mild east 
of the Rockies that the saving in fuel 
Was greater than the increased demand 
resulting from the new burner crop. 


We can reasonably anticipate a 
pick-up in demand in the coming sea- 
son, because even if the weather were 
as mild as last season it would still not 
show a drop. 

Sales of oilheating equipment 
through this calendar year have been 
down about 14% from January to the 
end of July, although there are indica- 
tions that the year as a whole will show 
up better, 

The sales decline this year has been 
considerably influenced by the reduc- 
tion in new homes, yet the fact that 
our coal conversion market is thinning 
out could also have quite an influence. 
We asked the dealers who cooperated 
in this annual analysis how much ef- 


eloil 


by Robert Gray 


fect the new home slow-down has had 
on growth this year. We were not 
after specific percentages, but rather 
we wanted to see what the geographic 
variations might be. 

In TABLE 1 we show the percent of 
dealers who say that the effect has 
been “serious,” “moderate” or “none,” 
divided not only by regions but also 
by sizes of cities. 

Throughout this study when we 
mention large cities we mean those 
with population of 250,000 or more, 
small cities are those up to 25,000 pop- 
ulation, and the medium cities are the 
ones in between. Where a small city 
is immediately adjacent or suburban 
to a large one, we consider it a part 
of the large unit. 

Notice in the table that 14% of all 
dealers have found the new home slump 
to be serious while two-fifths of them 
say that it has no significance in their 
markets, 

There is a lot of confusion over the 
actual state of new home building. 
Some statistics refer to sales, some to 
contract awards, some to starts, and 
some to actual permits issued. We 
favor the actual permits as a basis for 
our statistics. 

On page 16 of this issue there is a 
listing by states of all residential per- 
mits issued in the first five months of 
the year. This is a regular monthly 
feature. In the five months the per- 
mits were, in round numbers, 335,000 


compared with 408,000 in the same pe- 
riod last year showing a decline of 
18%. 

As an experiment we divided the 
states in half, listing those with the 
strongest oilheating acceptance and 
those with the stronger following for 
gas heating. We found that the de- 
cline in the predominantly oilheated 
states was 21'%, and the primarily gas 
heated states, 15%. Thus, oilheating 
will show this year a little more of a 
slump on the new home side than will 
gas. The states with gas predominance 
are mostly west of the Mississippi and 
through the deep South. 

Fueloil distribution continues to be 
essentially a specialty business. In 
TABLE 2 we show the business make- 
up of the composite group of compa- 
nies that helped in this study. We see 
that 68% of their total dollar volume 
is fueloil and another 10% is oilheating 
equipment and burner service, so that 
well above three-fourths of their total 
billing has to do with oilheating. 


TABLE 1 
Sales Effect of fewer new Homes 


PERCEN®P OF DEALERS WHO 
SAY IT WAS 
Serious Moderate None 
NEW ENGLAND 


Large Cities 30 50 20 
Medium Cities 21 43 36 
Small Cities A 44 56 
All Cities 18 46 36 
METRO. N. Y. 12 42 46 


MID-ATLANTIC 


Large Cities 32 41 27 
Medium Cities 13 46 41 
Small Cities 8 40 52 
All Cities 19 42 39 
SOUTH ATLANTIC 
Medium Cities 5 67 28 
Small Cities a6 23 77 
All Cities 4 54 42 
MIDWEST 
Large Cities 9 39 52 
Medium Cities 11 32 57 
Small Cities 4 40 56 
All Cities 8 37 55 
PACIFIC N. W. 
Large Cities 22 67 11 
Medium Cities 50 37 13 
Small Cities .. 100 ea 
All Cities 24 68 8 
U. §. ALL CITIES 14 44 42 














TABLE 2 
Fueloil and Oilheating 78% of Volume 
—_________PERCENT OF TOTAL DOLLAR VOLUME——————— 
Heating Burner 
Fueloil Egqpt. Service Gasoline Coal Other 
NEW ENGLAND 
Large Cities 19 11 5 4 1 
Medium Cities 63 10 4 4 9 10 
Small Cities 64 7 3 8 7 11 
All Cities 70 10 4 4 6 6 
MID-ATLANTIC 
Metro. New York 79 9 7 1 2 2 
Other large Cities 82 5 7 2 4 Se 
Medium Cities 57 8 10 7 6 12 
Small Cities 55 5 5 25 8 2 
All Cities 72 7 7 6 4 4 
SOUTH ATLANTIC 
Large Cities 90 56 2 8 bg a 
Medium Cities 67 7 3 7 13 3 
Small Cities 42 l 1 41 14 1 
All Cities 69 3 2 17 8 1 
MIDWEST 
Large Cities 72 2 1 19 5 1 
Medium Cities 61 2 1 21 7 8 
Small Cities 40 8 1 36 i} 8 
All Cities 59 a 1 29 6 5 
PACIFIC N. W. 
Large Cities 89 2 3 2 2 
Medium Cities 62 8 3 9 16 
Small Cities 63 l 1 21 Lat 14 
All Cities 73 4 2 7 4 10 
U. S. ALL CITIES 68 6 4 12 2 | 5 








Naturally, there is a considerable 
tie-in with gasoline marketing, al- 
though this represented only 12% of 
the billing. Logically, companies whose 
principal volume is in gasoline and 
automotive products and who sell fuel- 
oil in a small way did not represent 
any considerable number of the par- 
ticipants in this survey. 

On the other hand, the companies 
whose principal dollar volume is gaso- 
line and automotive products do some- 
thing less than 20% of the total fuel- 
oil volume in the country. Thus, their 
limited participation in this study does 
not seriously affect the weight of the 
data. It has been apparent for years 
that the great bulk of fueloil volume 
is marketed by the independent local 
fueloil distributor. 

In TABLE 3 we identify in several 
ways the characteristics of the several 
hundred fueloil companies that sup- 
plied figures and impressions for this 
project. Notice that in the first part 
of the table how nicely the volume sold 
by the cooperating companies matches 
the actual market geographically. The 
actual number of companies does 


54 





pretty well too, but this is less impor- 
tant. 

Then we see in the next portion how 
many companies sell specific products 
other than No. 2 fueloil, and this can 
be important when matched against 
the dollar volume in TABLE 2. 

The last item in TABLE 3 shows the 
relative importance to the industry of 
different sized companies. It is obvious, 
however, that we did not get a suit- 
able proportion of the smallest size 
companies. Too often the owner is 
rushed in his work and can’t take time 
for things like this. 

In TABLE 4 we see that about three- 
fourths of the fueloil distributors op- 
erate their own bulkplants and, nat- 
urally, there are the expected varia- 
tions by regions. In seaboard cities 
most plants are on tidewater and too 
expensive for the average fueloil dis- 
tributor. 

It is amazing to note how the bulk- 
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was only about seven and one half 
times. The great change has come 
about through the development of 
rapid transportation so that it was not 
necessary to increase bulk storage 4s 
fast as the industry grew. The ex. 
tremely high turnover rate shown for 
the Pacific Northwest is a result of 
most of the companies having smalj 
relay plants that are filled very fre. 
quently, often each night. 

It is not the purpose of this fuelojl 
management analysis to dig into oil 
heating sales and service. That phase 
is covered in our annual statistical 
study published in the May issue 
However, in TABLES 5 and 6 we place 
a brief measure on this activity “jus 
for the record.” 

Fueloil companies are selling jus 
under half of total oilheating installa 
tions and rendering 62% of the oil 
heating service. We're anxious to keep 
pushing both of these two figures up, 
largely because we're convinced that 
the profitable future of the fueloil in- 
dustry is definitely wedded to its par. 
ticipation in equipment selling. 

Oilmen talk a lot about the money 
they lose on burner service. Well they 
might in the Metropolitan New York 
area as illustrated in TABLE 6. Yet, 


TABLE 3 


The Cooperating Companies 
How They Stack Up 


—AREA VOLUME- 

Cooper: 
Total ating Actual 
Cos Co.'s — Market 


New England 18% 15% S 
4 


Mid-Atlantic 38 42 
South Atlantic 12 8 6 
Midwest 22 ys 28 
Pacific 10 14 9 
All U. S. 100% 100% 100% 


THIS PERCENT 
OF COMPANIES 


Sells No. 2 Fueloil 100% 


Kerosene, No. 1 72 
Sells #4 or #5 Residual 26 
#6 Residual 11 
Sells Gasoline 34 
Coal 24 
Sells Oilheating Equipment 55% 


SIZE OF COMPANIES STUDIED 


plant turnover has climbed up to a Number of Percent Persent 
s Customers of 0 
level of nearly 20 times. That figure No. 2 Fucloil Companies Volume 
represents simply the annual sales in Under 500 36% 1% 
gallons divided by bulkplant capacity. 500 to 999 g 
Ten years ago the typical turnover snes boll, oe 18% 58% 
September 
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n though that group of dealers lost 


eve. 
$3.72 on service on the average ac- 


count last season this still represents 
only .2¢ per gallon. 
In the last column of this table we 


show the apparent cost to the dealer 
for servicing an account and this in- 
dudes all parts. We get this figure 
by adjusting the amount the customer 
paid by the amount the dealer lost. 
Considering all companies and all sec- 
tions of the country the average loss to 
the oil man on burner service was 93 
cents per account which is certainly 
insignificant in view of the wider sales 
possibilities for the dealer with a good 
burner department. 

In TABLE 7 we show the number of 
fueloil customers of the typical dis- 
tributor by sections and city sizes. 
Where we show the number of cus- 
tomers for products other than No. 2 
oil the figures refer to just those com- 
panies that sell the product. In other 
words, the overall totals are not divid- 
ed by all reporting companies, but 
rather just by those identified with the 
activity, 

The average consumption per ac- 
count was only 1,653 gallons last sea- 
sn. The strictly residential user 
bought only 1,450 gallons, but the 
commercial and apartment users of No. 
2 oil averaged 5,195 gallons raising 
the average customer figure to 1,653. 

Curiously, this is only a little more 
than 5% less than the season of 1955- 


TABLE 4 
73% Operate Bulkplants 


PERCENT OF COMPANIES 
No.2 Kero.  Resid- 
Oil No. 1 ual 


New England 69 65 5 
Metro. N. Y. 38 13 6 
Other Mid-Atl.. 72 57 : 
South Atl. 95 95 8 
Midwest 96 83 11 
Pacific N. W. 71 51 11 


All Sections 73 60 


~I 


Bulkplant Turnover 


NO. 2 OIL VOLUME DIVIDED 
BY BULK CAPACITY 


New England 15.3 times 
Metro, N. Y. 11.9 
Other Mid-Atl. 19.7 
South Atl. 22.8 
Midwest 17.7 
Pacific N, W. 49.0 

All Sections 19.8 times 





oilheating Sold 


PERCENT OF 


COMPANIES 
Made Lost 
Money Money 
New England 52 48 
Metropolitan, N. Y. 32 68 
Other Mid-Atlantic 36 64 
South Atlantic 43 57 
Midwest 42 58 
Pacific 0 100 
37 63 





TABLE 5 


Oilheating and Service Activity of Fueloil Distributors 


Percent Avg. No. Companies’ Percent Companies’ 
who sell Installations share of all Whoservice Share of 


New England 711% 82 60% 74% 771% 
Metro. N. Y. 94 43 79 94 88 
Other Mid.-Atl. 80 54 46 93 69 
South Atlantic 39 21 32 37 56 
Midwest 29 32 27 38 32 
Pacific N. W. 40 74 34 54 62 

All Sections 62% 50 47% 68% 62% 

TABLE 6 


Customer Spent for Service $21.64 


Oil Oil 


installations oilheating All Service 








Average Group, Indicated 
Customer per Customer, Dealer 
Spent Gained Lost Cost 
$19.24 aa $0.57 $19.81 
25.50 ia 3.72 29.22 
17.28 <i 1.85 19.13 
17.27 os 1.49 18.76 
23.57 $1.43 oe 22.14 
15.65 ie 1.15 16.80 
$20.71 aa $0.93 $21.64 








56 while the weather east of the 
Rockies was considerably warmer than 
that. However, there are some adjust- 
ments to be made. This figure includes 
the Pacific Northwest where the aver- 
age account burned more than the 
previous year, and also we recognize 
that oil used for water heating would 


not share the adjustment for weather. 

Now we come to the profit side of 
the business, probably, the most inter- 
esting item in this survey. To start it 
off, we asked the fueloil distributors 
for their general impression of their 
own margins, taking into account com- 
petitive factors not only within the oil 





New Metro. 


Eng. N. TY. 
Residential No. 1,500 1,835 


Com'l-Apt. No. 
Comb. Types No. 
Kero. No. 


4,722 8,871 
1,629 2,471 
763 624 


menNnwy 





TABLE 7 


The cooperating Companies are measured for Size 


New Metro. Other South Méid- Pac. All 
Customers Eng. N.Y. Mid-Atl. Atl. west N. W. Sec. 
No. 2 Residential 1,220 1,207 1,322 898 1,143 2,177 1,289 
No. 2 Com’l Apt. 51 120 58 84 60 78 72 
Kero. No. 1 243 146 200 7195 322 646 308 
No. 4-5 Residual 29 61 14 9 59 71 42 
No. 6 Residual 33 127 3 a 7 17 33 
Large Medium Small 
Cities Cities Cities All Cities 
No. 2 Residential 1,920 1,092 519 1,285 
No. 2 Com'l Apt. 95 44 33 72 
Kero. No. 1 378 285 249 308 
No. 4-5 Residual 65 22 12 42 
No. 6 Residual 40 8 5 33 
TABLE 8 


Average Consumption was down 
GALLONS PER CUSTOMER, SEASON 1956-57— 





Other South Mid- Pac. All 
Mid-Atl.  Arl. west N.W. Sec. 
1,493 1,013 1,351 1,132 1,455 
5,601 2,603 3,952 3,340 5,195 
1,666 1,149 1,481 1,208 1,653 
738 833 975 815 801 








A 
rome 


55 














TABLE 9 
Margins high enough, say 53% 


PERCENT OF COMPANIES 
SAY THEY ARE 
about too too 
right high low 
















































NEW ENGLAND 
Large Cities 45 10 45 


Medium Cities 68 sK 32 
Small Cities 35 5% 65 
METRO. N. Y. 48 4 48 

OTHER MID-ATL. 
Large Cities 44 6 50 
Medium Cities 43 4 53 
Small Cities 32 3 65 

SOUTH ATLANTIC 
Medium Cities 38 - 62 
Small Cities 11 29 60 


MIDWEST 


Large Cities 47 4 49 
Medium Cities 39 21 40 
Small Cities 52 og 48 
PACIFIC N. W. 
Large Cities 89 bie 11 
Medium Cities 70 10 20 
Small Cities 56 14 30 
ALL SECTIONS 
Large Cities 51 5 44 
Medium Cities 48 9 43 
Small Cities 39 4 57 
ALL CITIES 47 6 47 


industry, but also considering other 
fuels. The question of market stability 
also entered into their opinions. 

We see in TABLE 9 that 47% of the 
companies believe that their margins 
are just about right. This compares 
with 50% a year ago. Then we find 
that 47% think they are too low, and 
we had that identical ratio holding 
the same viewpoint last year. The re- 
maining 6% think that margins are 
too high, which compares with 3% in 
the former study. 

We can’t escape the conclusion that 
the overall margin pattern is in pretty 
good balance. It is interesting that the 
large city operators are best satisfied 
with present margins; the medium city 
companies, next best; and the small 
city oil men least satisfied with what 
they are getting. 

There is some justification in this, 
particularly on the part of the small 
city operator. His margin averages 
.32¢ lower than the big city compa- 
nies, but his costs averages only .06¢ 
lower than his big city brother. It is 
noteworthy that costs drop rather 
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sharply between the big city and me- 
dium city, and then go up again on 
the small city. The apparent reason is 
that the small city operator has less 
average volume, often not enough to 
employ the most effective operating 
methods. 

The chart where costs and profits 
are shown by city sizes brings out some 
of the thinking here. 

In TABLE 10 we see what the actual 
margins were during the past heating 
season, based on averages not only for 
regions but for city sizes within the 
regions. The range was from a low 
point of 3.07¢ in South Atlantic small 
cities to 4.82¢ in medium cities of the 
Pacific Northwest. It is important to 
know, however, that in the Pacific 
Northwest pricing is done by the local 
fueloil companies rather than having 
the large suppliers lead the market as 
in other areas. 

Margins in that country are held to 


levels high enough to carry adequate . 


sales expense and considerably higher 
overhead allowances than we find else- 
where. Asa result, this group has been 
able to afford an outstanding coop- 
erative campaign through the past five 
years that has solidified the industry's 
acceptance with the public and forti- 
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fied its position against competitiye 
fuels. 

The average of all margins through. 
out the country is about 10% above, 
year ago. Of course, the whole thing 
is a see-saw in these days of creeping 
inflation. Costs build up and increas 
the pressure for better margins which 
are eventually realized. Then profits 
are easier until costs build up again, 

The actual profit per gallon of No, 
2 oil during last season was 1.1§¢ 
which compares with 1.06¢ the season 
before. This is the highest profit point 
we have yet recorded for the industry 
as a whole, although it is not surpris 
ing because a great many other things 
are at their highest point these days, 

The detail of operating costs and 
profits as reported to us from various 
sections of the country is shown in 
TABLE 11. There are some consider: 
able variations between sections, but 
these can be generally accounted for 
by differences in industry practices 
They are not always able to bring mar. 
gin adiustments, but in time thee 
things work out. 

At the moment the South Atlantic 
area has the lowest profit per gallon 
in line with its margins while the New 
England area is showing the best profit 




























































MARGINS AND PROFITS ARE UP — 
SMALLER COMPANIES FARED BETTER 
THREE SIZES OF CITIES FOUR SIZES OF COMPANIES 
2e2¢ 3.84¢ 3.698 
3.66¢  3.67¢ 
MARGIN 3.52¢ 
Wy 
PROFIT YY 4 
BEFORE A 
INCOME A 
TAX 
TOTAL—> 
COSTS 
GENERAL 
OVERHEAD 
SALES 
COST 
RETAIL 
DELIVERY 
COSTS 
SCENT od 
COSTS D535 BS po. Siero pos aes ia 
i is 0-1999 OVER 2 
ONDER 551000 OVER CUSTOMERS Caer OERS CUSTOMERS CUS RS 
25,000 250,000 250,000 
September 
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per gallon. These observations are for 
companies operating their own bulk- 
plants. 

Where the companies operate with- 
out bulkplants, the New England prof- 
it is matched by that of the Pacific 
Northwest. Those are two areas where 
many of the largest companies do not 
have bulkplants. 

Referring again to the South At- 
lantic situation one essential difference 
here is the high ratio of kerosene or 
No, 1 oil compared with No. 2. Also, 
the dealers in that area have a higher 
than average interest in the gasoline 
market which often has a bearing on 
fueloil profits. However, it is one of 
our best areas for growth in the past 
few. years, and needs. to be kept .in a 
healthy state. 

Moving now into the operations 
phase of the business, we see in TABLE 
12 the number of trucks for various 
applications employed by the fueloil 
distributor. We already know how 
many customers he has so we can see 
how many customers are served by the 
average truck. This is also shown in 
the table. 

This is another point where the op- 
erator in the medium-sized cities shows 
up to the best advantage. This is prov- 









Delivery Cost 1.04 1.16 
Selling Cost .34 38 
General Overhead  .84 .98 
Total Cost 2.54 2.70 


Margin with Bulkplant 3.93 3.86 
Profit 1.39 1.16 

Margin without Bulkplant 3.90 3.83 
Profit 1.67 1.31 





TABLE 10 


Average Margins are up 10% this year 


—WITH BULKPLANT—— 


Large Medium Small Large Medium Small 

Cities Cities Cities Cities Cities Cities 

New England 4.00¢ 4.11¢ 3.66¢ 3.93¢ 4.11¢ 3.64¢ 
Metro. N. Y. 3.86 anes Bis 3.83 aie re 
Mid-Atlantic 3.78 3.36 3.29 3.60 3.33 3.11 
South Atlantic oy 3.48 3.07 a 3.10 wa 
Midwest Cys 4.05 3.52 ag ee 5% 
Pacific Northwest 4.23 4.81 4.52 4.79 4.82 4.35 
All Sections 3.84 3.82 3.52 3.84 3.67 3.38 

TABLE 11 


Profit before Income Tax 1.15¢ a gallon; last year 1.06¢ 


New Metro. 
Eng. N. Y. Mid-Atl. Atl. west 


Bulkplant Cost .31¢ 18¢ 


—WITHOUT BULKPLANT-— 


Other South Méid- Pac. All 
N. W. Sec. 


.26¢ .33¢ 32¢ 21¢ .27¢ 
1.02 1.18 1.12 1.22 1.10 
.40 .28 39 .60 39 
89 .79 My b 1.18 88 
2.57 2.58 2.58 3.21 2.64 


3.71 3.36 3.76 4.49 3.79 


94 .78 1.18 1.28 1.15 
3.37 3.10 Be 4.67 3.65 
1.06 .76 sie 1.67 1.28 








ing to be true from quite a few of the 
measurements in this study. The in- 
dicated reason would be that the op- 
erator there can be large enough to 
employ all the 
best facilities, but 
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AVERAGE OF ALL COMPANIES 


4 YEARS PROFIT PROGRESS 


3.79¢ 





1954 1955 1956 1957 


SEE 


If a man had adequate capital to start 
in the fueloil business today, he could 
probably do best by locating in a me- 
dium-sized city and offering all the 
big city refinements not only in his 
fueloil operation but also in oilheat- 





he can avoid the __ ing and service. 
very difficult traf- In the lower part of TABLE 12 we 
fic conditions of show the average gallons per drop for 
the larger cities the various fueloils. For No. 2 oil it 
MARGIN and also some of — was 206 gallons compared with 211 in 
the more restric- the study made last year. The mild 
pst 2 a tive labor policies | season would account for some of this 
INCOME apt to be found because the fueloil marketer would be 
TAR in the big places. inclined to advance his deliveries to 
TOTAL 
COSTS 
TABLE 12 
GENERAL H 
Koyen aa gon Trucks operated, Customers per truck, Drop sizes 
Trucks operated Large Medium Small All 
per distributor Cities Cities Cities Cities 
No. 2 Oil 7.0 3.3 2.1 4.7 
er Kero., No. 1 Oil 1.9 1.4 1.2 1.7 
Residual Oil 2.8 1.2 1.3 2.3 
Over-The-Road Transports 2.2 1.3 ‘7 1.7 
All Types 9.4 5.2 3.5 6.7 
| vecivery 
\ Customers Served per 
COSTS truck, No.2 Oil 339 363 216 307 
Average gallons per dro 
ULK- ge g P p 
PLANT No.2 Oil 211 193 194 206 
COSTS Kero., No. 1 99 77 84 87 
No. 4-5 Residual ts 54 3113 
No. 6 Residual ee Py eae 














































—— LARGE CITIES — 


Best Men Lowest 

New England $2.10 $2.02 
Metro. N. Y. 2.45 237 
Other Mid-Atl. 2.16 1.84 
South 1.50 1.36 

Midwest 2.25 2AZ 

Pacific N. W. 2.43 223 
1957 All Sections 2:21 2.05 
1956 All Sections 2.14 1.98 


1955 All Sections 1.91 ty ¥4 
1954 All Sections 1.97 1.80 
1953 All Sections $1.76 $1.47 





TABLE 13 
Average customer Tank 376 Gallons 
Percent of New Metro. Other South Mid- Pac. All 
all tanks Eng. N.Y. Mid-Atl. Abel. west N. W. Sec. 
200-300 Gallons 89% 70% 86% 40% 81% 63% 15% 
550 Gallons 6 24 36 12 7 14 
675 Gallons 1 i a 1 22 3 
1,000 or larger 4 6 24 6 8 8 
Avg. size gallons 329 391 342 548 357 458 376 


TABLE 14 
What truck Drivers are paid 


— MEDIUM CITIES — 


Best Men Lowest Best Men Lowest 
$1.86 $1.66 $1.70 $1.52 
1.90 1.71 1.80 1.60 
1.46 1.26 1.43 125 
1.93 1.62 1.61 1.49 
2.16 2.04 2.00 1.87 
1.90 1.68 173 1.56 
1.93 1.68 1 a 1.56 
1.70 1.49 1.65 1.36 
75 1.65 sR A | 1.62 
$1.53 $1.37 $1.58 $1.49 


—SMALL CITIES— 




















keep the crew busy. Moreover, there 
is some feeling in recent months that 
it doesn’t pay to get the average drop 
too large because it reduces flexibility 
in operations. 

We see in TABLE 13 that the aver- 
age customer has 376 gallons of fuel- 
oil storage capacity. This does not 
change much from year to year; it’s 
important to know in planning deliv- 
ery Operations. 


Truck drivers were paid more this 
past season in common with most other 
skilled labor. We see in TABLE 14 how 
the wage scales have advanced during 
five years, and approximately how 
they stand at this point throughout 
the country. 

The principal change this year was 
in the large cities. One explanation of 
the table is necessary to avoid confusion 
with former years. Where we show 

the column head- 





























TABLE 15 


Large Medium 
Cities Cities 

New England 5% 21% 
Metro. N. Y. 7 ag 
Other Mid-Atl. 20 25 
South Atl. ; 11 
Midwest 17 24 
Pacific N. W. 11 me 
All Sections 13 21 


Large Medium 

Cities Cities 

New England 27% 72% 
Metro. N. Y. 38 as 
Other Mid-Atl. 36 43 
South Atl. 51 51 
i Midwest 11 52 
Pacific N. W. 33 33 
All Sections 29 50 








Year-round Jobs for 45% of Drivers 


PERCENT OF COMPANIES THAT KEEP ALL MEN 


ed “Best men” 
and “Lowest” 
this does not re- 
fer to the highest 


and lowest rates 
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it is the average of the highest ang 
lowest rates within each of the in- 
dividual companies. 

For example, the average large City 
company paid $2.21 to its highest paid 
truck driver and $2.05 to its loweg 
priced. 

When we come to TABLE 15, we're 
covering some of the same ground that 
was explored in the Oilheating Trends 
section of this issue as the special 
monthly study, and reported on page 
12. A lot of industry men are con. 
cerned with the turnover in fueloj 
truck drivers due to the seasonal na- 
ture of the business. 


Too often when they are laid off for 
the summer, they get into something 
they like and don’t come back. Asa 
result, the turnover in drivers runs 15 
to 20% a year which brings a constant 
problem of training new ones to 2 
customer service viewpoint. 

We see in TABLE 15 that just overa 
fifth of the fueloil distributors keep 
all of their drivers throughout all of 
the year, and that a little under half 
of all drivers are retained through the 
year. Notice that small city companies 
are more inclined to hang on to their 
men. 

As the industry gets deeper into the 
equipment and service side of oilheat 
ing it will become increasingly poy 
sible to assure 12 month jobs to thes 
valuable employees. 

Checking back over the worksheets 
on this point we find that among thos 
companies that sell and service oilheat’ 
ing equipment, in addition to the fuel 
oil business, 32% keep all of theit 
drivers through the year and 66% of 
all drivers in this group are retained 
throughout the year. 





TABLE 16 


cs Fl for the specified 
33% 18% section of the 
vs 7 country. Rather 
24 23 
47 22 
52 30 
38 16 
36 21 


Small 

Cities 
68% 
59 
74 


76 
71 


67 


PERCENT OF ALL DRIVERS EMPLOYED YEAR-ROUND 


All 
Cities 
53% 
38 
45 
58 
43 
44 


45 





536 Gallons delivered per hour 
Month of January 


Large Medium Small All 

Cities Cities Cities Cities 

New England 574 661 521 a 

Metro. N. Y. 576 ays ph! 3 

Other Mid-Atl. 525 620 473 pi 

South Atl. me 482 528 pi 

Midwest 551 473 459 ma 
Pacific N. W. 622 508 383 

All Sections 561 567 473 536 


Companies using incentive plans averaged 574 gallons fe 
Companies not using incentive plans averaged 522 gallon®. 
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© The ently bird's got nothing on us—our drivers are om the 
helene jon ad sour iawily woke ap. That's because detiveris 


ols io ont community is & “roumlthe-clock jab. Ax your locs ~ 


sad distributor we receive and tome wih products in our Ii! 
see that they ate delivered on tivae tx bring comfort and conver 
We wake ware that these oil products are ddivered whe 
they are queded in any weather ox emergency, This ix o1 
progressive oi) industry that brings betwee living tu this em 
this inoue pledge that we will eomtimar to verve you and une ex 
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One recognized measure of effective by 
i operation is number of gal- 
weaseser a saan g LARGER TRUCKS AVERAGE HIGHER OUTPUT PER Houp It Me 
lons of fueloil delivered per hour. Nat- é 
urally this varies according to season so ~ f 
in asking the question we specified the 5 2, 
month of January. TABLE 16 shows < 
what we learned. 3 1s 
The overall average was 536 gal- = re 
lons. There’s not too much variation - oi 
between the sections of the country, af 
particularly the prominent oilheating 5 tr 
sections. e de 
Our most interesting discovery in 6 co 
* pe 
this part of the survey came through al aaa gar earns mesg oo oo ee 00 
checking individual companies for in- S28 8 S83 &  Sbek 2 a eae 6 in 
centive plans. While the number that CARRYING CAPACITY OF TRUCKS , GALLONS an 
have incentive plans was not too im- pe 
pressive, we did find that their men ; m. 
did turn in a better performance than _—Centive plans averaged 574 gallons per — mean that drivers are paid for over ha 
the non-incentive companies. In fact, hour and those without incentive plans time asa few of the dealers thought oil 
the improvement was just 10%. 522 gallons per hour. When we speak § we meant. We do mean that they get | 
The drivers for companies using in’ of incentive plans, we don’t simply  S°me kind of bonus in addition to cia 
hourly pay if their gallonage runs Cr 
above an established base point. In gre 
TABLE 17 few instances, the drivers are not given on 
More GPH delivered with larger Trucks hourly pay, but rather a straight gal occ 
LARGE MEDIUM SMALL ALL lon piecework rate. We include thox pre 
Average Average Average Average * : hea hehe * 
Truck Truck Truck Truck TABLE 17 explores the relationship poy 
Pa eae Size gph Size gph Size gph Size gph between the hourly delivery rate in gal bee 
New Egand 2041 974 1970 66L_— 1470 521.1568 584 | Sone and the sce of the ck We en 
ca coer] 1726 525 1771 620 1543 473 1685 538 also show this on a chart. Almost any: pet 
out tl. i oe 1385 482 1441 528 1413 505 : 
Midwest 1854 551 1411 473 1281 459 1549 500 one would expect a larger truck to 
Pacific N. W. 1568 622 1453 508 1615 383 1548 516 provide higher rate of output, although 
All Sections 1964 561 1652 567 1458 473 1772-536 this is the first time we have actual 
tried to measure it. 
TABLE 18 Of course, there are many other fac 
Automatic Deliveries refine Oilheating tors bearing on the hourly delivery 
Dade volume, so when we show it in the 
New Metro. Mid- South Méid- Pac. All chart as related only to truck size we 
nisuieaicitiinhia png, NTs Atl. Atl. west N.W. Sec. es everything else being 
. wing My ace systems 93% 97% 96% 71% 78% 85% 88% equal. Naturally, the hourly delivery 4 
Kee ee a ee ee rate is influenced by the degree of cus 
Percent of fueloil users — tomer concentration, the average Cu¥ 
having automatic fill signals 78 77 79 2 37 2 55 tomer tank sizes, the distance from the 
TABLE 19 TABLE 20 
A third use Bracket Pricing Equal monthly payment Plans 
THIS PERCENT OF COMPANIES CHARGE LESS % Oil % Include 
FOR LARGE DROPS Companies Customers oe 
Large Medium Small All offering plan Using With Plan 
Cities Cities Cities Cities New England 93% 16% 38% 
New England 68% 46% 53% 57% Metro. N. Y. 94 10 53 
Metro. N. : # 53 eS oe 53 Other Mid-Atl. 94 15 50 
Mid-Atl. 5 16 sis 7 Saasbhh Ach 61 14 5 0 
South Atl, —.. a a 0 oo g 
Midwest 46 10 16 26 Midwest 74 19 10 
Pacific 100 100 85 96 Pacific 71 12 
All Sections 44% 26% 21% 37% All Sections 84 15 28 
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bulkplant, and the energy of the driv- 
et, We do find, though, that truck 
sie is a real factor. Notice that it 
fattens out considerably beyond the 
2,000 gallon capacity mark. 

The next three tables, numbers 18, 
19 and 20, measure certain customary 
refnements in the management of fuel- 
oil distribution. Automatic. deliveries 
are used by 88% of the fueloil dis- 
tributors reporting this year, and the 
degree-day system serves 73% of all 
consumers. The geographic variations 
conform to what’s generally known of 
industry practices. The South Atlantic 
and Midwest states have the smaller 
percentages of customers using auto- 
matic systems, and in those areas we 
have a stronger tie-up between fuel- 
oil and gasoline marketing. 

The Pacific Northwest has a spe- 
cial condition. A large share of the 
companies have the systems, but a 
great many of their customers insist 
on calling in their orders. In fact, an 
occasional fueloil company in that area 
prefers call-in business and encourages 
it. This practice will probably lose 
popularity now that natural gas has 
been there a year. Automatic deliv- 
eries are mighty important when com- 
peting with gas, 

In TABLE 19 we see that 37% of the 


TABLE 21 
Majors sell a fourth direct 


Percent of total 
No. 2 fueloil sold 


at retail by major 


companies 

New England 13% 
Metropolitan, N. Y. 17 
Other Middle Atlantic 28 
South Atlantic py: 
Midwest 42 
Pacific Northwest 8 
1957 All Sections 25 
1956 All Sections 24 
1955 All Sections pay 
1954 All Sections 22 

1941 All Sections 29% 


Over half show major brands 


Percent Their 

Showing Share 

Major Total 

Brands Customers 
New England 52 45 
Metro. N. Y. 35 37 
Other Mid-Atl. 70 59 
South = aan 71 65 
1dwest 55 

Pacific N. W. 70 a 
All Sections 57 56 
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reporting companies use bracket pric- 
ing systems. In general, they reduce 
the price a half cent for the man that 
has more storage than the single 275 
gallon tank. 

The widest popularity of this sys 
tem is in the Pacific Northwest. New 
England is coming into it. 

It is often hard to find that much 
saving in delivery expense, unless a 
dealer has a lot of large tanks. Where 
he has only a few of the 550 gallon 
capacity, his tendency will be to stop 
and make modest deliveries to them 
while in the area. Eventually, bracket 
pricing systems may persuade a lot 
more customers to install big tanks, and 
the industry is quite hopeful. 

The reason for the present-big stor- 
age in the Pacific Northwest is not so 
much the bracket pricing situation as 
the fact that until very recently some 
of the large cities prohibited indoor 
storage above 100 gallons. This caused 
most jobs to have buried 675 gallon 
tanks. 

In TABLE 20 we see that very little 
headway is being made in getting cus- 
tomers to adopt equal monthly pay- 
ment plans for fueloil. More companies 
offer the plans, 84% this year com- 
pared with 75% last year, but the 
portion of their customers using the 
plans went up only one point from 
14% to 15%, 

The other item in that table shows 
that among customers using equal 
monthly payment plans for fueloil 
28% of them include a service con- 
tract with a monthly payments. There 
is a gain here because last year it was 
25%. 

The share of No. 2 heating oil sold 
direct to consumers by major oil com- 
panies has gone up just a point this 
year. TABLE 21 shows that they did 
just 25% of the direct sale volume in 
the past season. This has shown only 
minor variations in recent years. 

There have been some large individ- 
ual units bought by major companies 
during the past year such as Pate, 
Oklahoma Oil, Braun Brothers, Hoff- 
berger, and Griffth-Consumers. On 
the other hand, some majors have 
pulled out of direct selling in other 
parts of the country so the over-all 
ratio seems to hold about even. 

In the lower half of this table, we 





FUELOIL TRUCKS ARE 
©) at a Ci aC) at 


PERCENTAGE OF EACH SIZE 
GROUP IN THREE YEARS — 





-1953- 

CAPACITIES: 
UNDER 1000 GAL 
1000-1499 GAL 
MR 1500-2499GAL 
He 42500 AND OVER 
SEMI TRAILERS 








show 57% of all reporting companies 
displaying major oil company brands 
on their trucks. These companies had 
36% of the total customers included 
in the analysis showing that they were 
just about average for size. They did 
not match up on the two measurements 
in the individual areas of the country, 
but the composite weight came out 
about even. 

Our industry’s losses of existing oil 
accounts to other fuels increased dur- 
ing the past year. Notice that this 
study is based not on the calendar year 
but on the heating season, or the fiscal 
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TABLE 22 
We lost to other fuels 133,352 
We gained from others 263,11 1* 


—_—— LOST TO ———— 

Gas Coal Elec. 

New England 7,470 135 68 
Metro. N. Y. 10,168 42 a 
Mid-Atl. 16,808 511 248 
South Atl. 7,487 372 255 
Midwest 74,304 864 513 
Pacific N. W. 5,928 51 8,128 
All U.S. 122,165 1,975 9.212 


Losses to all fuels 


133,352 or 1.5% of total operating, 1957 
90,137 or 1.1% of total operating, 1956 
75,067 or 1.0% of total operating, 1955 
55,604 or 0.8% of total operating, 1954 
46,065 or 0.7% of total operating, 1953 
32,734 or 0.6% of total operating, 1952 


*See April issue FUELoIL & Oi Hear, 
page 84. 


year of the fueloil industry. Thus, the 
figures shown in the table cover losses 
from July through July. 

We lost to all fuels the number 
equivalent to one and one half percent 
of total operating on January 1, 1957 
or the mid-point of our fiscal year. 

In nearly every instance when we 
lost a customer to gas or electric heat- 


ing it was either because of antiquated 
oilheating that should have been re- 
placed by us or because of incompe- 
tent service that caused the customer 
to dislike oilheating. This whole situa- 
tion represents a growing challenge to 
fueloil men to take a stronger hold on 
the oilheating equipment and service 
needs of the country if they are to in- 
sure a continued healthy growth. 

It’s true that we gained from other 
fuels twice as many as we lost, but 
they were almost entirely from coal 
which is by no means fully automatic. 

For the concluding table, our num- 
ber 23, we asked the oil men across the 
country to estimate, first, how much 
more or less gas heating costs than oil- 
heating from the fuel standpoint. They 
show in the first part of this table that 
gas fuel costs more in all principal oil- 
heating areas except the Midwest and 
one bracket in the Pacific Northwest. 
However, in the Pacific Northwest we 
have not limited our description to 
what is commonly thought of under 
that name. We included in that area 
designation a number of reports from 


Montana and Idaho and they had 








TABLE 23 
Oilheating averages 7°, cost Advantage 
over gas in national Tally 
DEALERS ESTIMATE 
RATIO OF NEW 
————= GAG COSTS —— — INSTALLATIONS — 
More Less Oil Gas 
NEW ENGLAND 
Large Cities 12% --% 65% 35% 
Medium Cities 28 i 70 30 
Small Cities ely 89 Cit 
All Cities 21 74 26 
METRO. N. Y. 22 46 54 
OTHER MID-ATLANTIC 
Large Cities 12 36 64 
Medium Cities 4 44 56 
Small Cities 13 64 36 
All Cities 10 47 53 
SOUTH ATLANTIC 
Medium Cities 19 55 45 
Small Cities 13 68 32 
All Cities 17 59 41 
MIDWEST 
Large Cities 16 36 64 
Medium Cities 18 45 55 
Small Cities 9 34 66 
All Cities 15 38 62 
PACIFIC NORTHWEST 
Large Cities is 1 62 38 
Medium Cities 3 " 51 49 
Small Cities se 4 50 50 
All Cities 1 56 44 
ALL SECTIONS 7 50 50 
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Fueloil men move actively 
into Airconditioning 


For several good reasons fueloil dis 
tributors in all parts of the country are 
selling central cooling equipment for 
homes through the same departments 
that they sell oilheating equipment, 
With few exceptions they use the same 
men to design, install and service eo]. 
ing units as they do for oilheating. 


A number of manufacturers are now 
telling us that this type of outlet js 
the most effective they have. These 
dealers are already experienced jn 
heating design and layout; they under. 
stand mechanical installation in all of 
its phases, and for years they have lived 
with 24-hour service. 


Fueloil companies in 1956 installed 
at least 14% of all central cooling jobs 
in residences. This does not include 
the cooling work done by oilheating 
dealers or specialists who are not in 
the fueloil business. Rather it relates 
precisely to the oilheating departments 
of oil companies. 











some influence on this particular ob 
servation—competitive fuel costs. 

In the second portion of the table 
the dealers estimated how the new 
automatic installations went this year 
as between oil and gas. Notice that the 
whole thing balances out at a ratio o! 
50-50. It is generally recognized that 
gas heat is modestly outselling us again 
this year by a small margin, but quit 
a lot of gas heating goes into deef 
South and Southwestern states not 
touched by this survey because the) 
have virtually no oilheating. 

In summary, the study indicates 
continuing healthy condition in thi 
fueloil industry although a lot of folls 
would doubt it. Some are grieved over 
the fact that prices have been wed 
this summer due to excessive surplis 
stocks caused by the very mild pat 
season. Others worry at times over thi 
fact that they no longer have a monop 
oly on good automatic heating, a 
they have to fight for the share they 
get. 

On the whole though, it’s hard " 
brush aside the margin and profit ti 
ures, the high level volume of the # 
dustry, the new product developmen 
being forced by competition, and th 
fact that most people heating with 
like it very much. 
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National Oil Jobber Council 


shows Fueloil more Profitable 


OR THE FOURTH consecutive year 
k the cost accounting study of a 
representative group of oil marketers 
shows fueloil as decidedly more prof- 
table than gasoline. These studies are 
sponsored by the Noyc Uniform Ac- 
counting subcommittee and they rep- 
resent the first serious attempt by job- 
bers to learn which products cost how 
much and which provide the better 
profits. The subcommittee chairman 
is T. H. Albenesius, Jr., Coastal Ter- 
minals, Inc., Charleston, S. C. 

Notice in TABLE 1 that fueloil sales 
of the group in 1956 showed an op- 
erating profit of 2.35% on sales of 
fueloil and 1.09% on gasoline. All 
other products showed 1.30%, and 
the total of all products had 2.13% 
net profit before taxes. 

In the study this year were 101 
companies, compared with 96 in 1955. 
The current group included only 11 
from the East, then 41 from the 


South and 49 from the Midwest. 
These were typical better grade job- 
bers selling both gasoline and fuels in 
most instances. 

The margins on fueloil, percentage- 
wise, were considerably higher than 
those on gasoline and on other prod- 
ucts, but fueloil’s operating expense 
was likewise higher than either other 
category. The only item on which 
fueloil had a lower cost percentage 
than the other two groups was sales 
expense. Gasoline, lube oils and TBA 
understandably would have to spend 
more here to constantly attract new 
customers in a rapidly shifting sales 
pattern . . . much less so with fueloil 
where customers are more dependable 
for staying power. 

TABLE 2 brings the detail of 
department expenses. Unfortunately 
they include all products lumped to- 
gether, yet some of the items will be 
useful to the fueloil specialist. 











ee 


TABLE 1 


Comparative Operating Statement by Products—1955 and 1956 








——GASOLINE——— ——FUELOIL 
1955 1956 1955 1956 
% of Sales % of Sales % of Sales % of Sales 
Sales. Less Discount 100.00% 100.00% 100.00% 100.00% 
Cost of Sales 85.45 86.59 78.23 80.61 
Gross Profit on Sales 14.55 13.41 21.77 19.39 
Expense: 
Delivery Expense 4.02 3.16 6.20 6.62 
Bulk Plant Expense 1,59 173 241 2.14 
Sales Expense 3.51 3.47 4.01 3.41 
Administrative Expense 4.43 3.96 5.82 4.87 
TOTAL EXPENSE 13.55 12.32 18.60 17.04 
PROFIT FROM OPERATIONS 1.00% 1.09% 3.17% 2.35% 
—OTHER PRODUCTS— ——TOTAL 
1955 1956 1955 1956 
% of Sales % of Sales % of Sales % of Sales 
Sales, Less Discount 100.00% 100.00% 100.00% 100.00% 
Cost of Sales 81.59 84.47 82.04 84.89 
Gross Profit on Sales 18.41 15.53 17.96 15.11 
Expense: 
Delivery Expense 4.78 3.73 5.01 4.10 
Bulk Plant Expense 2.28 1.97 2.06 1.86 
Sales Expense 4.13 4.12 3.78 3.50 
Administrative Expense 4.52 4.41 5.03 4.22 
TOTAL EXPENSE 15.71 14.23 15.88 13.68 
PROFIT FROM OPERATIONS 2.70% 1.30% 2.08 1.43 
Other Income 59 .10 
NET PROFIT BEFORE TAXES 2.67% 2.13% 











TABLE 2 


Comparative Analysis 
Of Departmental Expense 
1955 and 1956 


Percent of Sales 
DELIVERY EXPENSE: 


Wages, Salary or 
Commissions 2.78 2.03 
Payroll Tax .08 .06 
Truck Maint. @ Repairs .44 .44 
Truck Operation .54 .48 
Truck Depreciation .56 .57 
Truck Licenses & Ins. .23  .19 
Insurance .12 .09 
Supplies .06 .07 
Miscellaneous .20  .17 


Total Delivery Expense 5.01 4.10 


BULK PLANT EXPENSE: 
Wages & Salary .86  .71 
Payroll Tax .02 .03 
Plant Maint. & Repairs .30  .22 
Plant Depreciation .32 .34 
Insurance .13  .10 
Rent .10 8 .27 
Stock Loss .04  .02 
Power, Light & Heat .10 .05 
Property Taxes .12 .11 
Miscellaneous .07 01 


Total Bulk Plant Expense 2.06 1.86 


SALES EXPENSE: 

Wages & Salary 1.48 .92 
Payroll Tax .02  .03 

Station Equip.— 
Maint. & Repairs .33  .61 

Station Equip. 
Depreciation .39  .71 
Insurance .07  .09 

Car, Travel & 
Entertainment .34  .16 
Advertising .66  .51 
Property Taxes .11 .07 
Miscellaneous .38  .40 


Total Sales Expense 3.78 3.50 


ADMINISTRATIVE EXPENSE 
Wages & Salary—Office 1.21  .94 


Salary— 
Officers & Owners 1.92 1.80 


Payroll Tax .07  .08 
Car Operation .13 .07 
Offce—Maint. & Repairs .06 .04 


Depreciation— 
Office Equip. etc. 13 .08 
Insurance .23 .16 


Rent, Office Supplies 
&@ Postage .25  .18 
Water, Light & Heat .06  .08 
Travel & Entertainment .15 .09 
Telephone & Telegraph .17 «15 
Interest .17  .21 
Legal & Audit .16 .10 
Dues & Subscriptions .08  .06 
Directors’ Fees .02 O01 
Miscellaneous .22  .17 


Total Admin. Expense 45.03 4.22 
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ORONTO’S typical fueloil distribu- 
{ ipo schedules deliveries on the de- 
gree-day system. He pays an average 
delivery cost of 2.10¢ a gallon for fuel- 
oil. His trucks are usually in the 1750- 
2500 gal. range, and he pays his be- 
ginning drivers $60 a week with time 
and a half for overtime. 

These and other facts of fueloil 
management are included in an analy- 
sis of retail fueloil sales in the metro- 
politan Toronto area. The study which 
covers June 1, 1955 to May 31, 1956 
was made by the Toronto Chapter, 
Oil Heating Association of Canada 
and will be repeated from year to year. 

Intended to serve as a yardstick by 
which distributors can judge their own 
company performance the analysis is 
as follows. We have converted all gal- 


TABLE 1 
Number of domestic fueloil Customers 
%o of 
Jo of Market 
Customers Companies Volume 
Under 500 32% 5% 
500 to 999 20 : | 
1000 to 1999 30 19 
2000 & over 18% 69% 


lonages from the Imperial gallon to our 
own measurement. 


Thirty percent of the dealers in the 
area sell and service oilheating equip- 
ment, and 11% of them make their 
own installations. 

The number of accounts handled by 
each burner serviceman ranges from 
300 to 1,400 with the majority of the 
dealers reporting 450 to 750. The ratio 
of burner service to fueloil customers 
is 56% with the service department of 
54% of the companies showing a profit 
and 46% showing a loss. 

During this period dealers estimated 
their growth from a high of 100% to 
a low of 10%. 

The average consumption of fueloil 
during the heating season is quite low 
compared to the states. It averages 
1,375 gallons per account. 

N. H. Regan, general manager of 
the Association, says that one reason 
is perhaps the large number of small 
homes that have been built since the 
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Toronto dealer Characteristics 


First oHA Survey of fueloil Management gives Canadian Dealers a Yardstick 


war. He also comments: “Another 
point too, is that we are now calling 
this area a ‘banana belt’ area due to 
our mild winters.” 

The reporting companies were asked 
to indicate the size of their customer 
tanks, and their estimates are shown 
in TABLE 2. 


TABLE 2 
Customer Tanks 
%o of 
Size Customers 
125. gals. 1% 
185 gals. 5 
250 gals. 84 
300 gals. 2 
500 gals. 3 
625 gals. 3 
1000 gals. & over 2% 


About 46% of the companies give 
a discount on yearly volumes over 6,- 
250 gals. Quantity discounts are given 
by 8% of the companies for more than 
500 gals.; 46% of the companies ex- 
tend the discount on more than 625 
gals. and another 46% give no quan- 
tity discounts. 

Most of the dealers use automatic 
systems of delivery: 62% of the mar- 
keters use the degree-day system; 15% 
use the route system; and 23% use a 
combination of both. 


5 


In TABLE 3 we see that the report- 
ing dealers estimate that their average 
delivery cost per gallon of oil is ap- 
proximately 2.10¢. While the currency 
is not completely comparable it is in- 
teresting to compare these costs with 
those in the United States. 





TABLE 3 
Operating Costs 
Range Average 

Driver wages .28to .72¢ .43¢ 

Truck operating costs .44to1.14 .76 
Dispatching .8 to .30  .17 

Yard handling cost .8 to .20  .13 
Sales Cost .8 to .64 .27 
Administration cost .8 to .63 .34 
2.10¢ 


Last September when we did our 
fueloil study we found that the aver- 
age marketer in the states spent .83¢ 
on general overhead; .42¢ on selling 
costs; 1.04¢ on retail delivery costs; 
and .26¢ on bulkplant maintenance. 


When Toronto dealers looked back 
over the year they found that close tp 
3% of their total dollar volume was 
written off during the period for the 
following reasons: Poor credit, 1.5%; 


Misdeliveries, .29%; and Policy, 
goodwill, disputes, etc., 87%. 

The feeling toward the most prac. 
tical truck for fueloil delivery varies 
but the majority of dealers prefer a 
truck in the 2,000 to 2,250 gal. range, 
Some distributors are going to a 2,500 
gal. single-axle truck. 

The detail on trucks operating in 
the area is shown in TABLE 4. 


TABLE 4 
Trucks in Use 
Under 1,250 gals. 4% 
1,250-1,750 gals. 29 
1,750-2,500 gals. 40 
2,500-3,750 gals. 18 
3,750 gals. and up 9% 
The customer average per truck 
ranged from a high of 600, to a low 
of 200 and average right around 492. 
The average drop is 163 gals. 
TABLE 5 shows how much truck 
drivers are paid in Toronto. The ma 
jority of distributors pay time and a 
half for overtime daily, Sundays, and 
holidays. 


TABLE 5 
Truck drivers Wages 


HOURLY RATE 











High Low Aver. 

lst year $1.50 $1.34 $1.43 

2nd year 1.60 1.34 1.51 

3rd year 1.70 1.40 1.55 

4th year 75 1.50 1.60 

WEEKLY RATE ——— 

High Low Aver. 

Ist year $70.00 $50.00 ae 

2nd year 71.00 55.00 re 

3rd year 72.00 60.00 a 

4th year 73.00 62.50 Ly 
Sth year 74.00 65.00 72. 


Some companies are using a driver 
incentive bonus to increase produc 
tion. Examples of such a plan are ® 
follows: .30¢ per 125 gal. over 22,500 
delivered per week; .30¢ per 125 gal 
over 27,500 delivered per week; 4) 
hours at $1.55 per hour or .49¢ P# 
125 gals. delivered whichever is great 
er; bonus for accident-free driving. 
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It is estimated that 535 drivers of 
every 100 in the area remain with the 
company during the slack season. Of 
those laid off as summer approaches 
about 42% return the following heat- 
ing season. 

Only 6% of the reporting dealers’ 
customers are on a budget plan. How- 
ever, 85% of the dealers do offer 
budget plans. None of them charges 
interest on such a plan. 

During the summer 28% of the 
fyeloil trucks continue to deliver fuel- 
oil; 11% are used in other types of 
business; and 61% are idle. 

To get an idea of the number of 
accounts which the distributors lose 
and why was the next question. On 
an average, four customers per hun- 
dred are lost. The reasons why are 
shown in TABLE 6. 


TABLE 6 


Reasons for lost Accounts 
Credit 47% 


Poor Burner Service 12 
Poor Delivery Service 12 
To Gas 6 


Other Reasons 23% 


Seventy-seven percent of the deal- 
ers do some fueloil advertising, and 
they spend an average of $1.50 per 
existing customer. 

Three out of four dealers get 61% 
of new business from direct solicita- 
tion, goodwill and advertising. About 
60% of the dealers estimate that 40% 
of the accounts added yearly come 
from the sale of new oilheating equip- 
ment. It costs about $15 to add a new 
account. The high estimate was $24 
per account; and the low $5. 


When the dealers broke down this 
expense they estimated that 42% went 
to the salesmen. Further detail of this 
is shown in TABLE 7. 


TABLE 7 
New accounts Costs 
Salesmen 42% 


Heating Contractors 9 
Real Estate Salesmen 6 
Builders 14 


Others (Mostly Employees) 29% 


Indirect payments which included 
free service, VENTALARMS, free clean- 
Outs, etc., cost on an average of $2.64 
for each new account. 


A rust inhibitor (sodium nitrite) is 


Put in the fueloil by 46% of the com- 
Panies, 





New Westinghouse Airconditioner 
provides Heat like a Radiator 


A room airconditioner has been introduced by Westinghouse 
in a single, flush-fitting, wall-mounted unit that cools in summer and heats 
in winter like a steam or hot water radiator. The same fan is used to circulate 
the air for both summer cooling and winter heating. 


Convector for 
wintertime use 1s 
shown at right in 
the shell or casing 
of the 3l-inch- 
wide unit being 
installed in a wall 
under a window. 
The heat convec- 
tor connects to 
steam or hot 
water pipes and 
functions like a 
radiator. Because 
the unit is wall- 
mounted and fits beneath the window, it eliminates the decorator problems of 
old-fashioned, floor-standing radiators and of airconditioners projecting into the 
room from the window. This new unit fits flush on the outside wall and projects 
only four inches into the room. The unit is easily installed; only the sleeve or 
casing is placed in the wall. The removable mechanism slides into the casing. 





Cooling mechan- 
ism at right of air- 
conditioner slides, 
drawer-like, into 
sleeve or casing 
already installed 
under the win- 
dow. The heat 
convector 1S ViSi- 
ble at the top of 
the unit. The 
combination air- 
conditioner uses 
the cooling mech- 
anism of the 1957 
Westinghouse Streamliner unit offered in ¥%- or 1-hp capacities. For homes 
with only 15-ampere multiple circuits, there are units which need only 7Y2 
amperes operating current, less than that consumed by an electric toaster. Also 
available is a model which operates on 115 volts, eliminating the need for spe- 
cial 230-volt circuits. A 230-volt model also is offered. 





Decorative coco- 
nut straw front 
panel of unit is 
removable. Four 
small panels ad- 
just to send air in 
desired direction. 
Flow of either 
cool or warm air 
is directed from 
the sloping con- 
trol panel at the 
front of the unit. 
A separate unit 
can be installed in 
each room, thus 
confining heating and cooling to those rooms where it is desired. 
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TENTH OF A SERIES 


Quality Builders use oil Heat 


by 
William J. Stein 


Co BIRDSALL represented the 
Standard Oil Company of New 
York for more than 10 years in the 
Long Island Territory. He watched 
the phenomenal growth of develop- 
ment housing in that area and studied 
its effects on the fueloil dealers. He 
saw the growth of fueloil gallonage 
among the dealers who had the fore- 
sight to sell oilburners. He investigated 
the possibility of similar growth else- 
where and Morris County, New Jer- 
sey was the site Birdsall selected to 
start White Meadow Petroleum, Inc. 

His business took form in a small 
building on Route 6 in Rockaway, 
N. J., about 8 miles east of the City 
of Dover. That was in 1947. Within 
a space of one decade, the side and 
back walls have literally been pushed 
out to accommodate the needs of the 
business. 

Starting from “scratch,” Birdsall 
built his business to the point where 
he now has bulk storage facilities for 
565,000 gallons in his own back yard, 
plus the recently acquired bulk stor- 
age plant of the Socony Mobil Oil Co. 
in Netcong, New Jersey. This added 
another 267,000 gallons of storage fa- 
cilities. Within a 9 year period the 
business has grown to where it is one 
of the largest fueloil distributors in 
Morris County, doing a gross annual 
volume of over $1 million in fueloil 
and oilheating installations. 

This growth is built on one princi- 
ple. Get oil heat into the new home. 
Then get the oil account. 

Throughout New Jersey, getting oil 
heat installed in a new house is not al- 
ways easy. The attitude among many 
development builders inclines toward 
gas heat and there’s a fairly good ac- 
ceptance of gas heat among homeown- 
ers. The gas utility pushes gas installa- 
tions wherever possible. 

Despite this opposition, White 
Meadow Petroleum, Inc., is pushing 
ahead at the rate of about 400 new 
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White Meadow Petroleum times oilheating Jobs to mesh with builders’ Schedules 








There are 31 front to back split-level homes in this Maplemore develop- 


ment, Mt. Freedom, N. J., selling at 


$13,500 each. White Meadow Petroleum 


installed Airtemp oilfired warm air heating in each of them. 


home heating installations a year. Ap- 
proximately 95% of these jobs remain 
as permanent fueloil customers. 

Charles Birdsall’s primary problem 
is to get the builder to install oil heat. 
Aside from a few large developments, 
he found it best to concentrate on the 
builders who construct from 15 to 30 
new homes a year. From experience, 
he learned that these builders were 
more willing to accept oil heat on a 
quality basis, as compared with the 
builder of a small cheap home in the 
larger developments. Many of Bird- 
sall’s builder customers put up no 
more than several homes at a time in 
one location. Others are custom build- 
ers who work to customer’s specifica’ 
tions. 

Even to these builders price, as well 
as service and quality, is important. In 
order to be competitive Birdsall started 
specializing in warm air installations. 
At first he was dependent upon out- 
side sheet metal sub-contractors. This 
was not too satisfactory. He felt that 
pricing was too high. Then again, he 
could not completely control the in- 
stallations. Being dependent upon sub- 
contractors meant waiting for some- 
one else to find the time to measure, 
fabricate and install the ducts. The 
important element of maintaining cus- 
tomer relationship by proper timing 
of installations to comply with a build- 
er’s schedule was lost. 

Thus, he started and developed a 


complete sheet metal fabricating plant 
which is the key to the operation. By 
using all the latest type of sheet metal 
fabricating equipment Birdsall manu- 
factures his own ductwork and fit- 
tings. 

This shop is the hub of the firm's 
operations. It enables the firm to lower 
installation costs to the point where 
the difference in price between its in 
stallation and someone else’s gas in 
stallation is usually no more than the 
cost of the tank. 

Because of this shop, costs are re 
duced in other ways. Birdsall can more 
easily adjust shop production to the 
needs of a specific job without com 
sulting a third party. The salesman 
who sold the job is able to follow it 
through to completion. He has to g¢ 
no farther than the back of his office 
to check on the status of the sheet 
metal work and installation progress. 
The closer supervision of these jobs 
enables the salesman to better accom 
modate the builders. 

In several instances homes were sold 
long before completion. Occupancy 
was wanted by the owner; and the 
builder was in a hurry to dispose of 
the house. Having its own shop 
complete control of the installation 
enables White Meadow Petroleum 
shift installation schedules to comply 
with builders’ desires. Such changes 
frequently occur with smaller build: 
ers. This one point alone causes build 
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ors to return to White Meadow Petro- 
tym for further work. The reputa- 
ion for being able to do this spreads 
and acts as an inducement to new cus 
tomers. 

White Meadow Petroleum, Inc. is 
sroud of its service to customers both 
i oil deliveries and repairs. Delivery 
and repair trucks carry a two way 
radio system. 

About two years ago, in the middle 
of the winter, a telephone call came 
from a builder who had not been a 
customer before. There was snow on 
the ground and he was unable to ob- 
tain a delivery for a new homeowner 
who had just moved into the house 
and had no fueloil to start the furnace. 
One of White Meadow Petroleum’s 
trucks was in the neighborhood. It was 
contacted by radio and made a deliv- 
ety within minutes after the original 
call. The impression made on the 
builder resulted in a relationship that 
brought in about 115 new heating jobs 
and almost that many new oil accounts 
from this contact alone. 

To keep service personnel well in- 
formed and efficient, these men attend 
special training programs of the 
Chrysler Airtemp Division at Dayton, 
Ohio. In this way, they are kept cur- 
rent on the servicing problems of Air- 
temp heating and cooling equipment. 








Two White Meadow Petroleum fueloil delivery trucks wait in the service yard in 
the shadow of the company's 565,000 gal. storage tank. This is situated directly 
behind the office and was being painted on the day the picture was taken. 


Birdsall feels that it is necessary to 
keep his firm’s name before the com- 
munity in a good light. He periodi- 
cally advertises in the local newspaper; 
trucks and equipment are kept neat; 
employees are encouraged to develop 
good public relations for their firm. 
Everyone is considered a salesman. He 
may be selling a furnace, fueloil or 
just goodwill. As a matter of fact, the 
firm pays a bonus to any employee 
who brings in new business. 

Wherever possible, White Meadow 
Petroleum carries its fight for oil heat 
to the homeowner. Customers often 
express the view that they feel secure 
by having their fuel stored in their 
basement or front yard. Some have 





P 
pit the sheet metal shop set up by White Meadow Petroleum to fabricate 





rk and fittings. In between jobs the men make stock parts for future jobs. 





stated concern about possible drops in 
gas pressure during periods of extreme 
cold weather—just when they needed 
heat most. Several stated a preference 
for dealing with a- competent local 
dealer rather than an impersonal util- 
ity. 

Selling of oil is not left to a hit or 
miss program. New homeowners are 
regularly solicited by salesmen prior 
to, if possible, or when they first move 
into the new home. Personal contact 
with prospective customers is always 
used. Of course, the fact that they 
have done the installation and are re- 
sponsible for the guarantees for the 
first year, enables Birdsall to get the 
oil account in almost every installa- 
tion. Thereafter the quality of the 
service continues to sell the customer. 

The growth of White Meadow 
Petroleum has been rapid. In 1947 
the company made its first new instal- 
lation at the White Meadow Lake de- 
velopment in Rockaway, New Jersey. 
Since that time, they have completed 
about 900 homes in that one area 
alone. During the past few years they 
have been building at the rate of ap- 
proximately 400 new home installa- 
tions a year. 

Through all of this rapid growth 
Charles Birdsall has constantly relied 
on the sound counsel of his -father, 
Arthur Birdsall. Arthur Birdsall 
brought to the firm more than 30 years 
of practical business and banking ex- 
perience and has been one of the level- 
ing and directing forces behind the 
growth of White Meadow Petroleum, 
Inc., which looks forward to a rate of 
growth equal to the development of 
housing in the community. 
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It’s a ‘nice’ 
fueloil Business 


In which the Reporter learns of 
Drivers who fish for Money, 

and a magnetic Map for the Dispatchers 
... all at Seahurst Oil 


by 
V. M. Douglas 


Wwe CONSTITUTES nice business? 
That is strictly relative. A bush- 
league pitcher turns in a good per- 
formance—a shutout, and he gets a 
big hand. He is a hero in his own 
league. His accomplishment is a source 
of satisfaction whether he is on his 
way up to the majors, or is coming 
down from better days. 

In business, there is often a tendency 
to consider only the men who are sit- 
ting on top of the world. The leaders 
—the big shots—those who have 
“climbed the pinnacles.” 

So, in the fueloil industry there is 
a wide span between the owner of a 
one truck fueloil business, and the 
great corporations which are instru- 
mental in shaping the destiny of the 
world. But it is all oil business. Each 
is faced with competition of relative 
strength. Each has problems. 


“Nice business” is necessarily difh- 
cult to define, because, being relative, 
this appellation would usually be 
designated by someone whose business 
is less nice, or by someone with a ten- 
dency to be condescending. An am- 
bitious oil man is seldom satisfied with 
his status, for his desire for greater 
things usually places his existing op- 
erations as mediocre, in his own mind. 


It is pleasant for a man in one busi- 
ness to contemplate the operation of 
another business, and judge it on the 
basis of what a business of that size 
and type should be. 

An outsider, looking at the Sea- 
hurst Oil Company, made the remark, 
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“That is what I call a nice busines 
He was challenged, “You are not an 
oil man. What do you know about 
that, or any oil business, and why do 
you call Seahurst a nice business?” 

The outsider was ready, “First, I 
like a company whose owner, man- 
ager, or business operation is respected 
by competitors. I was talking with an 
oil dealer out on the far north-side of 
Seattle. I told him I had heard that 
Seahurst Oil Co. was an up-and-com- 
ing outfit, and asked if he knew about 
them.” 

The outsider received a reply with- 
out hesitation, “Sure I know Leo 
Thomas. He works in another part of 
the city, away out south—south of 
West Seattle, and on down to the 
Seattle-Tacoma Airport. He is doing 
a good job. You won't find him to- 
day; he just took delivery of a new 
boat, and he is trying it out.” 

Hmmn,, it looks as though the Seat- 
tle oil men keep pretty close watch 
of each other. Outsider voiced his 
thoughts, “How do you know about 
a competitor 20 miles away, who does 
not even handle the same brand of 
oil?” The answer was easy, “Thomas 
is a good OHI man. We all know each 
other—working together for the cause 
of oilheating.” 

Mr. Outsider began to take an in- 
terest. The following day he phoned 
Thomas stating, “I have nothing to 
sell and I am not in the market to buy 
anything, but I would be interested 
in knowing more of what I am told isa 
good fueloil sales operation. Can you 
spare me a little time, and if so how 
do I get out to 10237—16th Street, 


S.W.?” The reply resolved itself to 
a trip into downtown Seattle by the 
obliging Leo Thomas, and a further 
explanation of the operation of Sea 
hurst Oil Co, in White Center. 

White Center, an alert little shop 
ping district, is located on both sides 
of the southern boundary of Seattle. 
Thomas was raised and received his 
early schooling there. 

The growth of Seahurst Oi! has 
been steady,—rapid compared with 
some, but consistently 
Asked if there was any single factor 
which would account for his increase 


increasing. 


in business, Thomas modestly refused 
to accept credit for any special mer 
chandising programs other than hard 
work. 

The question of mergers aros. 
Thomas stated that his operations did 
not actually include mergers, but, in 


Bob Williamson on the job ie the 


dispatch room. Acoustic mat 
the walls and ceilings to lessen distr 
tion. 
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one instance a one truck operator could 
not make ends meet. Thomas bought 
the remains of this business, including 
the truck. Again, another man, who 
was selling fueloil on a profitable basis, 
decided that he and his wife could 
make more money in a different busi- 
ness. By buying this going fueloil bus- 
iness, Thomas acquired another lot of 
customers in his home territory. 

How about equipment? Outsider 
was not taking inventory, but Thomas 
has nine truck drivers during the win- 
ter months. Six of the trucks were 
equipped with two way radio last win- 
ter, and it proved so desirable that all 
will have radios for the next season. 
A glance at some of the trucks which 
were not out, revealed that they were 
modern, well painted and clean. 

“Nine drivers during the winter— 
how many during summer months?” 
The reply was, “two”. “And what 
happens to the seven who are not need- 
ed in warm weather?” Some go fish- 
ing—no, not for the fun of it, but for 
the money. Seattle has a large fishing 


fleet, and their busy fishing season al- 
ternates quite well with the fueloil 
delivery season. (See below.) 

The small but adequate office build- 
ing has a tidy, spacious, neatly fur- 
nished private office for Thomas. Op- 
erating costs are carefully kept, so any 
phase of the operation showing unus- 
ual costs can be checked quickly and 
brought into line. Most of ‘the custom- 
ers are on an automatic fill basis. 

Radio dispatching has proved a real 
economy factor. A unique method of 
recording the location of delivery 
trucks is used by Bob Williamson, the 
dispatcher. A map of the portion of 
the city served by Seahurst is mounted 
on a thin steel plate. This is placed on 
the wall within easy reach of the dis- 
patcher. Small magnetized, painted, 
numbered blocks of steel, each repre- 
senting a truck, are placed on the map 
at locations, as phoned in over the 
radio by drivers. The color on each 
block immediately identifies the con- 
tents of a truck as either furnace oil 
or stove oil. The number indicates the 


Leo Thomas talks... 


... about Drivers who fish for Pay in Summer 


“Tve got four drivers who take 
part in it in one way or another. 
Fach seems to have a different deal, 
or go at it in a different way. All four 
of these men have been with me three 
years or longer, one man six years. One 
of my two regular men (I keep two 
on year round now) was a fisherman 
before he started steady here. 

“One man is a cannery maintenance 
foreman. He goes North (to Alaska) 
about the first of May each year and 
80n salary from May 1 to September 
l, His deal is for $1,000 per month 
flat guarantee, plus overtime. His in- 
ome varies then according to the 
atch, the larger it is, the more over- 
time, | just happen to know that last 
Year was a good year in his area (areas 
Vaty from year to year which has a 
Bteat effect on the take) and he made 
around $5,000 for the four months, Of 
course, he’s a mechanic on that job 
t00, which rates higher than driving. 


“A second man works for a cannery 
on a two-man boat. The boat is owned 
and maintained by the cannery, he 
and a partner do the fishing. They 
bring all their catch to the cannery 
and are paid on a per fish basis. This 
varies with the type of fish, they may 
get 50¢ for a red and say 35¢ for a 
pink. Weight doesn’t enter into this 
type of deal. Again a good year, good 
fishing, he does well $3,000 to $4,000. 
Last year was slow, fish weren’t run- 
ning too good where he was located 
and he made about $1,200 for the two 
and a half months. 

“In+a slow heating year, where we 
have a warm April and have to let him 
go early the tuna fishing off the Wash- 
ington coast is starting and he goes on 
a tuna boat on a share basis; that is, 
as a member of the crew he shares in 
whatever they are able to sell the fish 
for when they come in. This type boat 
is usually owned by the skipper, and 


.... I's a "nice" Business 


specific truck at work in the area. 

The advantages over a conventional 
pin-board or peg-board are obvious. 
Knowing the exact location makes 
routing or re-routing a simple matter. 
Anyone relieving the dispatcher at any 
time, can locate any truck quickly. 

The people working in the office 
were not tearing around like mad, nor 
were they putting on “the I must look 
busy act” which is so apparent in some 
organizations when the “boss” appears. 
There was that sort of “humming to 
themselves” attitude. 

The outsider did not ask about the 
number of gallons delivered, or how 
much profit was made. It would not 
require an electronic brain to deter- 
mine that nine drivers, operating with 
an efficient delivery system, would de- 
liver several million gallons of fuel. 

Of course there are problems—but 
with confidence and optimism, respect 
of competitors, continuous growth, 
more and better equipment, and hap- 
py personnel—then you have nice 
business. 





Leo Thomas 
Seahurst Oil Co. 


he gets a certain percentage to cover 
operation, etc., and his share, the rest 
goes to the crew. No fish, no dough. 


“A third man has been doing a lit- 
tle different the last two years in that 
he has a little boat of his own, a one 
man type, gets a commercial license 
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and can troll in the straits and off the 
coastline using four lines at a time. He 
fishes alone, and sells his daily catch 
each day to fish buyers. He did about 
$600 per month after expenses of op- 
eration. It’s only about an 18’ boat, 
he trails it up to Neah Bay at mouth 
of Straits of Juan de Fuca and fishes. 
Overhauls, paints, etc., in his spare 
time in winter and spring. He likes it 
better than going North now, as he 
can come home for a few days every 
now and then when fishing is slow. 

“A fourth man didn’t go up this 
year as he had a kidney removed just 
after the season was over and is taking 
it easy. He generally works on a skip- 
perowned boat up north. That way 
they can fish in waters where the fish 
are. The difference is that a cannery 
boat doesn’t get too far away from the 
cannery location, usually is a smaller 
boat. These larger boats can go wher- 
ever they want, within opened waters 
(fishing areas are highly controlled by 
Government). Larger boats can stay 
out longer, and then sell to whatever 
cannery they are near, or the one offer- 
ing best price. The man works on a 
share basis. In good years he’s been 
as high as $5,000 to $6,500 for the 
season. Generally, the last few sea- 
sons have not been as good as before, 
and they are still talking about the 
good old days when they did have a 
$5,000 to $6,000 year. Last couple 
years they considered a couple thou- 
sand pretty good.” 


+ On the 
magnetic wall Map 


“We find it very helpful. We don’t 
try to keep it too accurate, more or 
less, a general overall area that the 
driver is working in, and type of oil 
he has on his truck. In the winter when 
we send full loads into a district, any 
of us, by referring to the chart knows 
if a stove oil or diesel truck is in that 
district at a particular time. So if a 
customer is out and wants oil soon as 
possible, and there is a truck in that 
district, it can be promised relatively 
quickly without having to interrupt 
the dispatcher to find out. 

‘In the spring and fall, we all real- 
ize when referring to the chart, the 
area covered by that truck is larger 
than when the full fleet is working, 
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and take that into account when take = man tocall. In slacker times, the driver 
ing orders. When the dispatcher has _ leaves here to cover quite an area, as 
to leave for lunch, coffee break, or a _he finishes one particular general are, 
problem such as flat tire, etc., he doesn’t he does report in by radio to make 
have to brief the person sitting in for sure we have no more there before 
him, they know at a glance where the going on to the next area. At that 








































trucks are. time the block is moved to the new 
“Then, with our two-way radios, we _—area. 
are in constant touch with any truck “Don’t know why the service trucks m 
we wish to contact. An order comes couldn’t be handled on the wall chart ” 
in to be passed on, by referring tothe in fact they could be spotted a Ig 7 
map we know what truck and what closer than oil trucks.” . 
.. . on natural Gas in Seattle : 
‘Natural gas hasn’t been too much areas where they've hit us. On the 
of a factor in this area as yet. My _ stores, they are generally built for Loi 
understanding is that they have not _ lease, and oil can’t touch the gas in ' 
made the strides which they knew were stallation dollar wise. A friend built ' 
there for the taking. For instance, in three 20 ft. store fronts recently, and ' 
the Seattle ball park, the Gas Co., has put in three overhead gas units in them } 
a sign on the fence, and it has nu- for $1,000 total cost, complete. To on 
merals on it saying that so many Seat- have put three furnaces, tanks, etc, bas 
tle homes are now heated with nat- in would have cost him over $2,000 if : 
ural gas. Five weeks ago it was in the he could have done it for that. it is 
19,000’s, and to the best of my mem- “On home furnaces, I don’t feel the tha 
ory, a few days ago it was up only __ people are sold on gas. I haven't had I 
a couple hundred at most. one change-over in a home. That's one thei 
“That figure isn’t too much higher reason I’m hitting annual contracts 9» thir 
than they started out with last year. hard, I feel that service is the most mac 
They are grabbing off some large com- important problem we have today. } 
mercial business, and have signed con- _— People just do not realize the service \ 
tracts with the Housing Authority at charges aren't way out of line. Iknow § of 
very low figures. It is a low-cost hous- from my time in the service busines ' 
ing deal, a cop operation if there ever we had so many kicks on the time ele indi 
was one. That'll be the biggest bite | ment, but on the contract they don't trea 
around here. care how long or short the man was trea 
“Between that and the commercial there. If he got them heat, that’s al y 
(store buildings) they are the only two __ they ask.” of ¢ 






















Map with magnetized “locaters" permits dispatcher to instantly find and identify 
any Seahurst fueloil delivery truck. 
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7 MAY BE old-fashioned to “butter 
] up” or go apple-polishing the boss. 

But this is one area where it sure 
pays off—in fact is a definite must— 
and that is with our boss, the cus- 
tomer. We don’t want him to quit be- 
cause if he does we are out of a job. 
Keep him happy and he won't quit. 

When I started to work on this in- 
teresting assignment I asked some of 
my lieutenants three questions: 

As to consumer relations at 
Loizeaux Fuel Company: 

What is basic? 

What is unique? 

What is lacking? 

They came up with more comments 
on what was lacking than what was 
basic or unique. 

This was no disappointment because 
it is more healthy to accept a challenge 
than to be complacent. 

It just could be that a recitation of 
their points would stimulate your 
thinking about your organization as it 
made me think about mine. 

Here is the list: 

We do not realize the full worth 
of a customer. 


We don’t think enough of them as 
individual personalities that like to be 
treated the way we would like to be 
treated, 


We are not aware of the amount 
of dollar loss when an account is ter- 
minated or how much it costs to re- 
place one lost customer. 

We do not have enough personal 
contacts with our customers. 

We sometimes miss on showing 
Ptoper courtesy to every customer 
coming in our office. 

Undue delay in settlement of some 
customer complaints. 

This demonstrates that we have 
plenty to do in the area of customer 
relations. If we retail fueloil dealers 
ever become complacent about our 
customer relations we will be over the 
hump and sliding down, down, down 
from the summit of success, At this 
point you may rightly say that I have 
&n negative, so now for the positive. 
The telephone is very important. 
elephone answering and calling must 


ol 


Apple-polishing the Boss 


be courteous, friendly and efficient. 
Through an answering service our 
phone is answered 24 hours a day. 
When we are no longer getting un- 
solicited compliments on our telephone 
response, we check to see what is slip- 
ping in this important opportunity for 
good customer contact. 

Where do we meet the customer 
most? Through our delivery and serv- 
ice personnel. Here we make or break 
our reputation with the customer. We 
stress with our men courtesy and 
friendliness but warn against gabbi- 
ness and discussion of price and policy 
—and especially with servicemen, the 
giving of advice and opinions that 
may conflict with what another serv- 
iceman may have offered. 


If two or even more conflicting 
opinions or criticisms of work done by 
a previous representative are given to 
a customer his confidence in the firm 
will be destroyed. 


We try to make every customer 
contact including billing, neat uni- 
forms and well groomed delivery 
equipment the sort of high class ap- 
proach they would expect of a high 
class outfit. The better the products 
and the service a fueloil dealer offers, 
the easier it will be to develop and 





by 


Tim Loizeaux 


maintain good customer relations. 

We have a number of slogans we 
continually promote such as: 

“Another Load of Comfort,” which 
appears on our fuel trucks. 

“Our Concern is your Comfort,” 
imprinted over the name cut on in- 
voices, ads, etc. 

“We Service what we Sell,” ap- 
pears in promotional pieces along with 

‘Headquarters for Complete Heat- 
ing Service”; 

“Around the Clock Service”; 

“Spread the Cost with budget 
Plans.” 

Every firm has a personality which 
is no better than that of the boss. 
Fueloil dealers wherever you go are 
community leaders and what they do 
as civic leaders gives stature to their 
fueloil business and sets the pace for 
good customer relations. 

Sincere endeavor by the boss in 
civic affairs will affect all the person- 
nel of a company in their contacts 
with consumers. 

If a fueloil dealer's organization 
from office girl through delivery man 
and salesman up to the boss is a happy 
family, this will be sensed by the cus- 
tomer who likes to deal with happy 
people. 

We have had our share of company 
excursions to six-day bike races—the 
circus, ball games, picnics, etc. Our 
most successful affair was making our 
Christmas party an affair for all the 
children of our employees, with the 
accent on the giving of gifts to the 
kids and singing Christmas Carols 
and a damper on the liquid cheer. 

For the second time in 30 years on 
the occasion of our 30th Anniversary 
we have made up a brochure with pic- 
tures of all our employees. We really 
try to treat each member of our gang 
not merely as a means to an end but 
an end in themselves. 

I believe that the fueloil dealer who 
has up to about 50 employees has a 
great opportunity for a good job in 
consumer relations. He should be able 
to keep up a reasonably intimate ac- 
quaintanceship with all his employees 
so that all have a definite feeling that 
they belong. 

They will then be good ambassa- 
dors for friendly relations that will 
attract and hold happy customers. 
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AST, efhcient fuel truck loading 

has made Gulf Oil Corporation’s 
Girard Point, Pa., bulk station a 
favorite with drivers in the Philadel- 
phia area. Plant management has 
figured that normal loading time, from 
initial stop to final pull-out, averages 
15 minutes per truck. 

Minimum truck throughput time at 
Girard Point is a function of station 


Fill up, pull out 


Gulf’s Girard Point bulk Plant designed for heavy Traffic, minimum loading Time 
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design. Design features include: 

Controlled approaches to the sta- 
tion, with lanes divided and marked 
according to product. 

A completely automatic metering 
system with simultaneous ticket print- 
ing in the station office. 

Air tube delivery of printed tickets 
from the station office to truckers in 
the loading bays. 


Rockwell automatic printing registers, selsyn-connected to meters in bays, form 
the heart of the Girard Point bulk plant's accounting system. 
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Girard Point, in operation since I 
June, 1951, is Gulf’s largest domestic tem 
bulk loading station. A 24-hour, 365: stat 
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Top: Bays accomodate largest trucks. 
Lights make night operation possible. 
Center left: Driver clears 500 gpm 
Rockwell meter before leaving bay; me- 
ter is tilted so driver can check disk 
reading inside truck against meter. 
Center right: Driver receives printed 
ticket from station tower via air tube 


system, Two-way loudspeaker affixed to 
column allows driver to talk to tower 


without leaving bay. 
Bottom: Tower operation is fully auto- 
meted. Pushbottom panel controls 1,000 
centrifugal pumps which deliver 


product to bays. 


bays. Each meter is equipped with a 
transmitting register, connected to its 
corresponding printing register in the 
sation tower. As product passes 
through the meter the gallonage is 
duplicated on the remote printing 
head and the total is automatically im- 
printed on the inserted ticket. 

Duplicate tickets from the printing 
registers are totaled in the station 
tower on a shift basis and again each 
24 hours, serving as accurate stock con- 
trol between station and refinery. 
Original tickets are routed after load- 
ing to drivers in bays via air tubes 
similar to those used by department 
stores, 

Purpose of the unique air tube sys- 
tem is to avoid another trip to the 
station tower by drivers, which could 
result in crowding during peak hours. 
Instead, drivers receive their printed 
tickets at the truck, in position to pull 
out. A two-way loudspeaker system is 
incorporated at each bay to enable 
drivers to ask questions or receive di- 
rections from the tower without leav- 
ing the bay. 

In addition to automated metering 
and ticket procedures, station layout 
has contributed to Gulf’s impressive 
throughput time. Trucks approaching 
the station through the right-hand lane 
(fueloil) load at the far end of the 
loading rack, while gasoline trucks in 
the left lane load nearest the entrance. 
In this way there is no crossing of 
trafic. Enough clear space has been 
provided at the entrances to the bays 
(overhead piping to bays is supported 
only once, with the supporting element 
parallel to traffic flow) to permit 
trucks three deep at each bay without 
interrupting normal traffic. 

Result: complete servicing and ac- 


ee in little more than actual 
loading time. 
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Six Metropolitan New York 
Groups launch TV Promotion 


ge ALWAYS fair weather, starts the 
old saw, and it was just that re- 
cently when representatives of six 
Metropolitan New York oilheating 
associations met and decided on a co- 
operative television promotion cam- 
paign, based mainly on weather. 

This actually represents the first 
combined oilheating promotional pro- 
gram undertaken in the area although 
the separate groups have been con- 
ducting individual efforts in their own 
markets, Associations participating in 
this new program are: Better Heat 
with Oil Council (N.Y.C.); Bronx 
Oil Trade Association; New York Oil 
Heating Association; Oil Heat Coun- 
cil of New Jersey; Oil Heat Institute 
of Long Island; Westchester Oil Trade 
Association. 

The groups have pledged a total of 
$50,000 (Bronx Oil Trade and New 
York Oil Heating groups are not con- 
tributing to the program at present) 
and have budgeted the sum for a 13- 
week television promotion campaign 
to begin September 2 over Station 
WABC-TV, Channel 7. 

This appropriation for $50,000 
comes out of a total fund of close to 
$250,000 contributed by independent 
fueloil dealers and major oil compa- 
nies for promotion in the area under 
Oil Heating Market Reports. 
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As planned the campaign will con- 
sist solely of television advertising, 
featuring Janet Tyler, WABC’s 
“Weather Girl,” appearing Monday, 
Tuesday and Thursday each week 
from 7:10 to 7:15 P.M. In addition, 
“Your Oil Heat Dealer,” adopted as 
the symbol for the collective sponsor- 
ing organization, will receive mentions 
on Wednesday and Friday evenings 
as the alternate sponsor of the pro- 
gram. 

Miss Tyler will deliver one minute 
“live” commercials on each of the 
three nights and there will be other 
one minute filmed commercials pre- 
pared for use within WABC’s “The Fal- 
con” program, Monday, 10:30 to 
11:00 P.M.; within “Hawkeye” and 
“The Last of the Mohicans,” Friday, 
10:30 to 11:00 P.M.; within “Midwest 
Hay Ride,” Sunday, 9:30 to 10:00 
P.M.; within the “Night Show,” Satur- 
day, 10:30 P.M. to conclusion. 

Emphasis in the campaign will stress 
“Comfort,” “Cleanliness” and ““Econ- 
omy,” with the program strongly iden- 
tified with the local oilheating outlet 
on a personal basis. Publicity and mer- 
chandising tie-ins are provided for in 
the budget, contemplating the use of 
bumper strips, envelope _ stuffers, 
pamphlets and newspaper advertising. 
Also, Miss Tyler will be available for 


personal appearances at meetings and 
exhibits. 

Time costs represents about $38,000 
of the total $50,000 budget: produc. 
tion costs for the filmed one-minute 
commercials will add another $8,009 
The remaining $4,000 will be used ty 
merchandise the programs to the pub 
lic and to the supporting dealer mem, 
bers of “Your Oil Heat Dealer.” 

Goold & Tierney, Inc., New York 
City—already handling the Westche: 
ter groups local advertising—has bee 
selected to handle the campaign, In 
all there will be 91 commercials op 
oilheating in the 13 weeks, with Chan- 
nel 7 reaching homes in a radius from 
New York City over northern and 
central New Jersey, Long Island, 
Westchester County and _ southern 
New York and southeastern Connecti: 
cut. 

It is anticipated that other local or 
ganizations eventually will join the ef- 
fort to enlarge its scope and coverage, 

As an initial step, this cooperative 
program is significant and timely. The 
natural tie-in between weather and 
oilheating, plus the universal interest 
in the weather, should make the pro 
gram particularly effective. 


Here, and in the picture at the top of 


the page, Janet Tyler gets inte 
swing of things in preparation 
“Weather Girl" television progro™ 
ing sponsored for 13 weeks beg 
September 2 by six New York are 
heating associations. 


September 
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Can We pin-point Degree-Daysr 


Solar heat Gain, time Lag in Deliveries and other Factors affect Calculations 


by 
Loren W. Crow* 


INCE THE EARLY PART of this cen- 
5 tury the concept of using degree- 
days as a measurement of coldness and 
fuel requirement has developed slow- 
ly. Even now there is not universal 
usage of this concept by all marketers 
of fueloil. One of the honest criticisms 
of the degree-day system is that it is, 
at best, a broad approximation. The 
purpose of this article is to suggest 
sme refinements of the degree-day ap- 
proximation technique which will 
bring the calculated values of fueloil 
consumption closer to the actual 
values, 

Some adjustment is needed to ac- 
count for the changing influence of 
slar radiation during various months 
of the heating season. This applies to 
individual customers’ consumption. 


Some adjustment is needed to allow 
for the lag in time between abnormal 
weather sequences and the subsequent 
abnormal fueloil deliveries by the deal- 
et. This applies to dealers’ monthly 
records of total degree-days and total 
deliveries. Through the years it gen- 
erally has been accepted that in the 
United States the threshold value for 
calculating degree days is 65° Fahren- 
heit. While this has been very useful, 
it may not be the best particular value 
in any individual city, and particular- 
ly not the best value for every month 
in the year. 

Everyone is quite aware of the 
marked difference between the amount 
of solar heat gain on an individual 
house in December as compared with 
June. Both the length of the daylight 
hours and the angle of incidence of 
the sun's rays reaching an object on the 
eatth’s surface are markedly different 
between June and December. This is 
hot an abrupt change but continues 

hout the entire period moving 
from the summer extreme to the win- 
ter extreme and then back again. 
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Solar Radiation in Langleys 
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Figure 1 


Daily records of solar radiation are 
made at approximately 60 locations 
throughout the United States. These 
records are maintained as a measure- 
ment of the total solar radiation, both 
direct and diffuse, received on a hori- 
zontal surface tabulated in langleys. 
A langley is defined as one gram 
calorie per square centimeter. One 
gram calorie is the amount of heat 
required to raise one gram of water 
one degree centigrade. For purposes of 
this discussion, the details of the 
measurement are not required, since 
we are concerned here only with the 
relative values of this measurement at 
various times of the heating season. 

In FicuRE 1 the actual average 
weekly values are shown for the 1956- 
57 heating season at Indianapolis, Ind. 
The heavy dashed line shows the ap- 
proximate running average throughout 
the season. The dots representing in- 
dividual weekly values show quite a 
wide scatter about this line. 

Although the individual daily values 
are not shown, they do have a wide 
variability at any time during the 
year. For example, during the week 
beginning January 29 at Indianapolis 
the first day in the week had 120 
langleys, whereas the second day had 


only 18. The fifth day of the same week 
had 274. The average for the seven- 
day period, January 29 through Feb- 
ruary 4, was 111. January 30, the day 
with only 18 langleys of solar radiation 
for the entire day, was a day on which 
snow and low cloudiness prevailed 
throughout the daylight period. The 
amount of cloudiness has an addition- 
al influence to be added to the actual 
sun angle and latitude location of a 
given station. 

It is easy to see that the amount of 
heat received from the sun in Decem- 
ber and January at Indianapolis is 
only about one-fourth what it is in 
September or late April. This certainly 
would have an influence on the capac- 
ity of the sun to produce a different 
relative portion of the heat required 
in a particular customer's house. 

There are many other variables in- 
volved such as color of material, in- 
sulation, window exposure, etc., but 
the difference in heat from the sun 
must be worth some corresponding dif- 
ference in the threshold value used to 
calculate degree-days. In estimating 
the over-all influence of this difference, 
a very general arbitrary set of values 
has been chosen. It is hoped that with 
the gradual adoption of this refine- 
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Figure 


ment in degree-day calculations an im- 
proved set of values can be evolved. 

For the purposes of illustration here, 
it is assumed that any point receiving 
400 langleys per day can continue to 
use a threshold value of 65° F. for 
the best calculation of degree-days. As 
the amount of solar radiation decreases 
throughout the winter months, a high- 
er threshold value is advisable, since 
less heat will be received from the sun. 
An arbitrary set of values, moving up- 
ward at 2° per 100 langleys, would 
yield the value shown in FIGURE 1 in 
the small boxes for each month 
throughtout the heating season. This, 
admittedly, is a broad approximation, 
and may exaggerate the magnitude of 
the influence of the changing solar 
radiation. 

The 71° threshold value for De- 
cember at Indianapolis would mean 
adding 186 degree days to the values 
obtained using 65° as a_ threshold 
value. (6 & 31 — 186). The long- 
period mean number of degree-days at 
Indianapolis is 1051, using 65° as a 
base. By using 71° as a base, the mean 
value would be 1237, which is approxi- 
mately 18% greater than 1051. By 
careful detailed analysis of the actual 
fuel consumption of several household 
customers in Indianapolis during De- 
cember it is possible to check on 
whether or not the 71° threshold value 
is too high. It definitely should be 
some Value greater than 65°, but ex- 
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perience may prove that 69° or 70° 
would be more correct for most houses 
in Indianapolis rather than 71°. 

To illustrate how this same tech- 
nique would apply to several other lo- 
cations throughout the United States, 
TABLE 1 has been prepared to show 
corresponding values at six other loca- 
tions. See page 149. 

These values, if applied to a specific 
customer’s fueloil requirements, will 
yield results which are more closely 
correlated with his individual con- 
sumption than the one single threshold 
value of 65° throughout the entire 
heating season. 


While the total consumption of lj 
individual customers will follow the 
refinement suggested above, it is not 
advisable to apply this same threshold 
value to the entire deliveries of a par 
ticular dealer. While it is true this 
refinement would measure more ac. 
curately the total consumption of alj 
the individual customers, the dealer 
cannot maintain the same percentage. 
filled point in all his customers’ tanks 
as the colder winter weather ‘proceeds, 
This is a compensating factor in the 
other direction, and therefore, in cal. 
culating total deliveries for the dealer's 
entire activity, the standard base of 
65° may be a better representation 
for estimating weekly or monthly 
dealer deliveries. 

Another well known fact, but not 
accounted for by most dealers, is the 
lag relationship between degree-day 
records and his total fueloil deliveries. 

If fueloil dealers were able to refil 
the tanks of all their customers every 
day, there would not be a lag relation: 
ship between the temperature sequence 
and his actual deliveries. But since it 
is completely uneconomical to operate 
such a delivery schedule, it is im 
portant that fueloil dealers recognize 
the lag relationship which applies to 
their own operation. It certainly 
would be admitted by any dealer that 
the monthly total of degree-days cal: 
culated from the first through the end 
of a particular month should not match 
exactly the deliveries for that period. 
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This is one point on which there is 
, sharp contrast between the use of 
degreedays by fueloil companies as 
compared with those delivering gas 
for heating purposes. The gas supplier 
can use the deliveries that he makes 
on a given day to compare directly 
with the temperatures on that par- 
ticular day. By contrast, the fueloil 
dealer may be filling up the “extra 
emptiness” caused by a sharp cold 
spell some two weeks after the actual 
occurrence of that particular weather 
sequence. 

In FicurEs 2, 3, and 4 the actual 
picture for Chicago in the months of 
December, January, and February, 
1956-57, is shown. In FIGURE 2 the 
average temperatures each day for the 
threemonth period as determined for 
the 30-year period, 1921 through 
1950, are shown. If the weather actual- 
ly occurred along this very even pat- 
tern, the degree-day delivery schedule 
of individual dealers in Chicago would 
be made quite easy in comparison with 
the sharp fluctuations they now experi- 
ence, 

In FicuRE 3 the actual daily average 
temperatures which occurred in Chi- 
cago in December, January, and Feb- 
tuary this past season have been 
superimposed on the same scale as 
shown in FicuRE 2. It will be noted 
that the temperature scale on these 
figures is reversed so that the coldest 
weather is indicated at the top of the 
sale and the warmest weather near 
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the bottom. The mid-January cold 
spell illustrates the wide fluctuations 
that are experienced when comparing 
the actual weather sequence with the 
long-term average values, 

In FicurE 4 a rough approximation 
of the delivery rate for an individual 
dealer is shown as corresponding with 
the actual weather sequence which oc- 
curred in Chicago this past winter. 
It is unlikely that this particular 
sequence would fit any one individual 
dealer, but might be thought of as a 
composite estimate of the delivery 
schedule of several Chicago dealers. 
It will be noted that the delivery sched- 
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ule lags behind the actual weather 
sequence. 

A useful refinement for an indi- 
vidual dealer in estimating his total 
monthly deliveries would be to de- 
termine the lag relationship he should 
allow in calculating his degree-days to 
compare with the actual deliveries in 
a particular calendar month. 

If his average delivery schedule is 
such that each customer receives a 
delivery every two weeks, then prob- 
ably his best lag relationship would be 
approximately half that period of time, 
or one week. 

If his average delivery schedule is 
shorter than a two-week interval, a 
four- or five-day lag relationship may 
be better. 

In some dealer organizations the de- 
livery schedule may be even greater 
than a two-week period, and thus the 
best lag relationship might be greater 
than a seven-day period. 

Should a period of cold weather 
occur just prior to the end of a given 
calendar month, there would be a large 
portion of the corresponding “extra” 
delivery volume in the following 
month's deliveries. The reverse would 
also be true if a warm period occurred 
at the end of a particular month. Thus 
it would be an improvement if the 
degree-days for a particular month 
were calculated as beginning a few 
days prior to the first day of that 


(Please turn to page 149) 


77 





















Profit sharing Program 


helps Simon Oil, Niagara Falls 


act you would think of a 
program that shared profits with 
employees as an altruistic venture, and 
to some degree it is, but to Simon 
Dimet, president of Simon Oil Co., 
Niagara Falls, it’s a very sound busi- 
ness investment. 

The company’s plan is now work- 
ing in its third year. For the years 
1955 and 1956 trustees received from 
the company and invested $42,000 to 
start a fund that can build up to large 
proportions if business stays good. 

The plan has been approved by the 
Treasury Department as qualifying 
for tax benefits. Hence money once 
paid into the trust can never be re- 
called by the company under any cir- 
cumstances but belongs to the employ- 


ees permanently. The tax benefit is . 


simply a matter of permitting the com- 
pany to make the contribution out of 
net profits before taxes are deducted. 

The amount deposited yearly with 
the Profit Sharing Trust is 15% of 
the first $10,000 of net profit, plus 
20% of the next $10,000 of net profit, 
plus 25'% of all net profit above $20,- 
000. The only limitation is that the 
sum deposited shall not exceed 15% 
of the total payroll for the year. 


Employee Credits 


Employees accumulate credit units. 
They get one unit for each $100 of 
compensation. In addition, they get 
five units for each year of employment. 

If an employee must be laid off 
through no fault of his own, he will 
be paid his full share of the trust fund. 
If he is dismissed for just cause, he 
gets no payment, and his share goes 
to benefit all other employees by rais- 
ing their stake in the fund. 

If he resigns from the company, he 
gets no payment if he has been in for 
five years or less. If employed over 
five years and he is still not over 55 
years of age he gets on leaving one- 
half of his share in the fund. If he’s 
over 55 he gets increasing percentages 
starting at 55/% for age 56 and rising 
to 100% at age 65. 

The accountant who set up the pro- 
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Simon Dimet, president of Simon Oil 
Co., Niagara Falls, N. Y., left the Rus- 
sian Ukraine in 1915, spent a year in 
Japan and arrived in Niagara Falls in 
1916. Unable to speak English he worked 
as a laborer until he learned the lan- 
guage. 

Then getting a job in a filling station 
he saved $800 and started his own in 
1921. The company today has quite a 
large fueloil business in addition to 
gasoline stations, sells Torridheet oil- 
heating equipment, Gulf oil, and this 
year considerable airconditioning. 

“Only in America could this happen," 
says Simon Dimet. 


gram forecasts that under average 
profit conditions an employee starting 
in the plan at age 35 will at age 65 
have a monthly pension larger than 
his normal full pay scale. 

The Trustees invest the funds either 
in Government bonds or other high 
grade securities and anticipate an aver- 
age yield of 4%. 

If an employee dies in service of the 
company his designated beneficiary 
gets his full share of the Trust. In ad- 
dition, there will be paid $2,000 life 
insurance benefit under an earlier pro- 
gram of the company. 

That was a life, sickness and acci- 
dent policy for each employee with a 
long schedule of benefits similar to Blue 
Shield, but underwritten by John Han- 
cock Insurance Co., Boston. 

The trustees of the Simon profit 
sharing program are Dimet’s two sons, 
Ted and Mort, and Roderick Allen, 


sales manager for heating. 


September 
1957 


Why does an oil marketer with 33 
employees go in for profit sharing with 
a formal program? 

1) It helps employment. In a mar. 
ket where large industries compete 
sharply for the good men while offer. 
ing numerous kinds of fringe benefits 
the small employer needs suitable bait 
to get the good ones too. A liber) 
profit sharing plan is quite a magnet 

2) Just as important, the small com. 
pany needs to hold its present people 
against the blandishments of the big 
employer. Such a plan gives them 
fair shake. 

3) It is particularly important to 
get all employees feeling that they too 
are “in the act” and to recognize that 
superior performance, either in quality 
or quantity, directly pays off. 

4) Customer relations are notice. 
ably improved when the employees fed 
secure in their jobs and their futures 














These men and women are now a “part 
of the company” and feel twice the 
responsibility to keep all customers en 
thusiastic boosters. 

Before deciding on a profit sharing 
program the company officials studied 
several varieties of insured pension 
programs. In these they objected to 
the fixed annual premiums, come good 
years or bad. Perhaps we shouldnt 
say that they objected to them, but 
rather they found themselves inclined 
to limit the fixed liability under such 
plans to the point where the plans wer 
too small. 

One very important factor that mus 
never be overlooked, in the opinion 
Mort Dimet, is that the plan must cor 
stantly be sold to employees. The) 
must again and again be reminded 0 
what they have. Mort says, “The ms 
important element in a successful prott 
sharing plan is to keep telling the ew 
ployees how their attention to the cu 
tomer, new business and loyal effort 
pays off in bigger profits. The pl 
will not succeed unless it is sold.” 

Simon Dimet, company president. 
said at the latest profit sharing din 
“There is an inner satisfaction ! # 
from this investment that far surpas 
any other I have made in busi 
since 1921. Simon Oil employees # 
not look forward to an engraved wal? 
and a pat on the back. You will hae 
a ‘Royal Retirement’.” 
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Group cost Accounting 
beneficial to any Market 


by 


‘Tom Carson 


HILE this subject is by no means 
Wiens within the oilheating in- 
dustry, it is my sincere opinion that 
the use of this most valuable procedure 
has not been appreciated nor applied 
except in very rare cases. 

Perhaps, it is necessary to explain 
briefly just what is meant by collective 
cost accounting. It is nothing more or 
less than a procedure whereby a sufh- 
cient number of companies engaged in 
the oilheating business submit their 
basic, common cost, under confidential 
cover, to a neutral accounting agency 
for collective analysis. 

When such a program is adopted in 
any particular area, it has been neces 
sary to employ a local independent 
certified public accountant, or engage 
the services of some other well quali- 
fied accounting institution. When this 
has been accomplished, the certified 
public accountant submits to the re- 
porting firms a format containing all 
the necessary instructions, in order that 
the reporting shall be of a uniform 
nature, 


Setting up a System 


Naturally, the first report will cover 
the establishment of a base period, 
preferably of either a full fueloil year 
ending May 31, or a full calendar 
year, dependent upon the majority de- 
sire of the reporting companies. After 
securing the base period, then the re- 
porting companies are required to sub- 
mit either quarterly or semi-annually 
reports thereafter, in order that the 
collective costs can be readily observed 
as time goes on. 

The most difficult phase of this 
whole procedure is to secure the full 
cooperation of a sufficient number of 
the companies engaged in the business. 
All kinds of excuses and objections 
arise at the outset whenever this col- 
lective cost Program is presented, such 
% shortage of help, both fueloil and 

» ating equipment cost intermingled 
With other phases of the business, etc. 

Interrogation of these objecting con- 


cerns has proved definitely that they 
do not know the true cost of their own 
business and seemingly are unwilling 
to recognize the need of this most valu- 
able information. In turn, experience 
has shown that quite a number of con- 
cerns handling their accounting struc- 
ture so loosely are those who are most 
vociferous in their clamor for increased 
margins. 

This reluctance to secure scientific 
and accurate knowledge of one’s own 
business is based upon the failure to 
recognize the rewards which can and 
will come from accurate cost figures, 
both internally and externally. The 
object of this article is to create a rous- 
ing desire in every community in this 
country, where justified, in our indus- 
try to establish a central, neutral, con- 
fidential cost collective agency support- 
ed by a reasonable majority of the com- 
panies doing business within each of 
said communities. 


Northwest likes It 


I was especially struck with the ex- 
perience in the Pacific Northwest, 
where this procedure was established 
about 9 years ago. The movement had 
its inaugural troubles in securing the 
proper number of companies to col- 
laborate, but they were eventually suc- 
cessful. I was informed by Fred Griffin 
of Seattle, that the industry considers 
this procedure the most valuable step 
ever taken. The information secured 
and distributed under confidential 
cover has enabled oil men to know pre- 
cisely what they are doing and whether 
or not the margins have kept reason- 
able pace with the cost of doing busi- 
ness. 

The information has aided the in- 
dustry to strike a happy balance be- 
tween doing business at a reasonable 


profit, and at the same time giving the 
public a fair price. In short, the in- 
dustry in the Pacific Northwest does 
not deal on this important point of 
prices and profits in terms of generali- 
zation, but handles its affairs based on 
scientific fact and knowledge. I have 
been told that the costs incidental to 
this procedure are relatively negligible, 
when compared with the benefits de- 
rived. 

In view of the experience in the 
Pacific Northwest, the Oil Heat Asso- 
ciation of Maryland, in the Baltimore 
Area, decided to follow the example 
set. A well known Baltimore certified 
public accountant, Julian R. Greene, 
has been engaged to handle this pro- 
gram. Fortunately, Mr. Greene, prior 
to establishing his own CPA firm, had 
been comptroller of one of Baltimore's 
large independent fueloil and oilheat- 
ing establishments. Consequently, he 
is fully familiar with many phases of 
our business, plus his basic knowledge 
of accounting. 

Twelve concerns have agreed to par- 
ticipate in this movement and are so 
doing. In some directions, the expected 
objections were raised, but these have 
been overcome, mainly by personal 
contact between Mr. Greene and the 
accounting people employed by these 
several companies. The base period 
established is that of the fuel year end- 
ing May 31, 1957. 


Objectives 


The 16 Directors of the Oil Heat 
Association of Maryland were so 
heavily impressed with the proven suc- 
cessful record in the Pacific Northwest 
that they readily decided to spend the 
necessary money, provide the collabo- 
ration necessary in reporting, and do 
everything within their power to see 
that this procedure becomes a lasting 
one. There was a full recognition that 
certain cardinal objectives must be se- 
cured :— 








A collective cost accounting program enables participating deal- 
ers to know exactly what they are doing and whether or not mar- 
gins have kept pace with the cost of doing business. It’s worked 
for a number of years in the Pacific Northwest, a group of Balti- 
more fueloil-oilheating dealers is trying it and it’s an excellent 
project for any Association to investigate in its own area. 
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1—That a fair profit is necessary 
and due an efficient operator 
within his gallonage bracket. 
That a proper and justified price 
must be afforded the consumer 
for competitive reasons and for 
continued growth and popular- 
ity of our business. 
3-—-That the accomplishment of the 
first two objectives depends 
clearly upon a full and thorough 
knowledge of the common cost 
of doing business. 
4—That the small cost occasioned 
in securing this collective data 
fades into insignificance, when 
compared with the possible ben- 
efits. 


wr 


There was another factor actuating 
the Baltimore group in its determina- 
tion to secure this collective cost data, 
which seemed at first blush either 
imaginative or based on jittery nerves. 
All of us are familiar with the concern 
in Congress with the inflationary ten- 
dency now prevalent. The cost of liv- 
ing index has been rising steadily, and 
the Administration has been attempt- 
ing through credit and money control 
to halt this rising inflationary trend. 
Many leading business men and poli- 
ticians are calling upon labor and in- 
dustry management to exercise states- 
manlike thinking in connection with 
collective bargaining, in order to halt 
further increased cost of living. 

This may be wishful thinking in the 
light of our free American enterprise 
system, plus existing laws on the stat- 


UITE A NUMBER of fueloil distribu- 
Q tors over the country have within 
the past year adopted insurance protec- 
tion for their budget payment ac- 
counts in the event of the death of the 
customer, But Arrow Petroleum Co., 
of Forest Park, Ill., (Chicago area) 
has gone two steps farther and pro- 
vides sickness and disability benefits 
in addition to the death benefits. 

There is no added charge to the 
customer for this insurance. He pays 
his estimated fueloil bill in 10 equal 
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Sickness, Disability, 
in Arrow Petroleum 


ute books pertaining to the rights of 
labor. In the event of continued in- 
crease in the cost of living, plus in- 
effectiveness on the part of the Ad- 
ministration to halt the inflationary 
spiral through normal means such as 
credit and money control, there may 
well come the day when it becomes 
necessary for the Government to freeze 
prices through a revival of the Office 
of Price Administration, or some sim- 
ilar agency. 

In the event such a drastic move 
becomes necessary in the national in- 
terest, which all of us would deplore, 
it would be far better for our industry 
to have its price structures frozen at 
levels which were reasonably profit- 
able, and for which scientific evidence 
could be produced to justify their rea- 
sonableness. Furthermore, in the event 
of price control, we all know from past 
experience how difficult it would be to 
correct an inequity in price structure, 
unless the Office of Price Administra- 
tion was presented with this very same 
cost data which is so essential under 
normal conditions. 

Consequently, disregarding these 
dire forebodings, which may or may 
not ever take place, it still is essential 
for the industry in each locality, where 
justified, to know precisely what it is 
doing from a collective cost viewpoint, 
and thereby enable itself to do these 
things which are fair and legally prop- 
er in its own interest from a profit 
viewpoint and with due regard to the 
public welfare. 


Death Benefits 
Budget Insurance 


monthly instalments starting in Sep- 
tember and running through June. He 
may if he likes add the Company’s 
annual burner service contract to the 
deal at $33. 

The company now has approxi- 
mately a quarter of its customers using 
the monthly budget plan and 40% of 
the budget customers include service 
contracts in the payment. 

Harry A. Baldwin, Arrow’s vice- 
president, believes that within a year 
the Company will have fully half of 
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its accounts on monthly budgets, 
When asked what this three-way ip 
surance protection is costing the com. 
pany, he said that it will not exceed 
one percent of the unpaid budget bal. 
ances. The insurance is underwritten 
by Mr. Lawrence Golz, 135 §, Ly 
Salle St., Chicago, through Reliance 
Mutual Life Insurance Co. 

A customer need not be sick in bed 
to qualify on a claim. He must be up. 
able to work, as certified by a doctor 
When a person is disabled, his pro- 
tection starts from the 30th day of 
disability. His budget payments wil] 
then be made for him . . . 1/30th of 
his monthly payment for each remain, 
ing day of disability. 

The insurance coverage expires on 
June 30, so obviously does not cover 
any payments due before disability 
occurred or unpaid beyond that date 
The only qualifications on the cuy 
tomer are that he must be employed, 
in good health and not over 65 years 
old when the policy is issued. 





Arrow’s 10-month budget plan runs 
from September through June. 











Arrow first! 
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pART | OF A SERIES: WHITE-RODGERS 





Year-round comtort Controls 


Heating-cooling room Thermostat and its push-button Sub-base form the Heart 
of complete year-round control Set-ups, planned by Dealers or Manufacturers 


by 
J. W. Schulz 


HITE’-RODGERS declares its ap- 
. poe of push-buttons to oil- 
heating and airconditioning equip- 
ment gives dealers a built-in, hard-hit- 
ting sales feature. 

This company points out you see 
the marketing appeal of push-buttons 
in automobiles . . . electric ranges. . . 
tv's... and radios. In many fields, 
push-buttons boost sales because they 
stand for modern living. 

White-Rodgers produces a room 
thermostat having a set of little side- 
by-side push-buttons below it. Install 
this, as an equipment dealer, and you 
avoid having to give the lady of the 
house lengthy explanations of how to 
turn off the heating entirely on a 
spring day, to keep a central heating- 
cooling system entirely idle. 

Under the word “System” are three 
little push-buttons. Press the button 
marked “Off,” and the central heat- 
ing-cooling system is turned off. 

Press the button marked “Heat,” 
and you turn on the central heating 
system. Regulated of course by the 
toom thermostat, the temperature of 
the rooms will be at the level you de- 
site—the level at which you set the 
room thermostat. 

Press the push-button marked 
“Cool,” and you put the central cool- 
ing system to work; it maintains room 
temperatures at the level you desire, 








Small size, only three-by-four inches, of this White-Rodgers thermostat and sub- 
base startle many heating engineers who realize it may be installed to be the 
one and only control center for heating and cooling equipment of great capacity. 
The touch of a finger to one of these little buttons can cause much to happen. 


the level of the thermostat setting. 
A White-Rodgers 


room thermostat which controls a 
forced-air heating system may have 
two more push-buttons under the label 
“Fan.” Press the button marked “On,” 
and the forced-air blower will run 
continuously whether the central sys- 
tem is heating or cooling the house. 
Press the button marked ““Automatic,” 
and the forced-air blower will run in- 
termittently. During the heating sea- 


push-button 





systems, 





en 


This is the first in a FUELOIL & OIL HEAT series on controls 
for summer-winter airconditioning systems. 
help equipment dealers, installation men, and servicemen, the 
series also will be of interest to equipment manufacturers’ execu- 
tives, and design and sales engineers. In future issues, other 
makes of controls for summer-winter systems will be covered. 
Emphasis will be on outlining why different control-system com- 
ponents are used, and how they work. Understanding that pro- 
vides the basis for selling, installing, and servicing these control 


Aimed primarily to 








son, it will run only when heat is 
needed in the rooms, and when the 
furnace’s bonnet or warmcair outlet is 
warm because the burner is running. 

Automatic operation of the forced- 
air blower in summer, with the cool- 
ing system turned on, means the blow- 
er will run only when cooling is 
needed and therefore the room-ther- 
mostat circuit is closed on a basis of 
“cooling is needed.” 

The preceding explanation applies 
to a White-Rodgers room thermostat 
having five push-buttons below it, like 
the thermostat in the accompanying 
photograph. This is surprisingly small, 
it’s only about three inches wide and 
four inches high—considering that it 
can serve as the control center of a 
heating-cooling system of any capac- 
ity. It may decide the starting and 
stopping of oilheating equipment fired 
at 10 gph or at any higher rate, and 
of refrigeration equipment of 15 tons 
or any higher rate. 


8i 















LOW -VOLTAGE 
TRANSFORMER ROOM THERMOSTAT 





sci INSULATOR === 


A 8 
ee Hy RELAY FoR —— 
to qJ A DAMPER = 














MOTOR 
md) 12 RELAY FOR ies 
ii wil BLOWER 


ee E 
4 Pi ReLay ror S 
COOLING 
system 











rig) 


























RELAY FOR 
HEATING 
SYSTEM 





























y 


FOR CONSTANT BLOWER To "O™ 
FOR AUTOMATIC BLOWER To “Y* SUB-BASE 


DIAG.1 - Tyee 125-115 Room THERMOSTAT ; MOUNTED ON SuB-BASE Si2C. 
CYCLES PROVIDED ARE Cook -Heat-OFF 











Diag. 1—This combination of White-Rodgers room thermostat and sub-base pro- 
vides three push-buttons, all under the label "System." Pressing the "Off" button 
does nothing but cause the "Cool" and “Heat” buttons to snap out. That's why 
no electrical contacts are above the "Off" button. Each of the four relays, lined 
up vertically near the left-hand side of the drawing, has one set of normally-open 
contacts. Terminals "G" and "H" (bottom relay) are wired, for example, to start 
the heating plant upon closing of the relay contacts wired to these terminals. 


Diag. 2—Actually the three left-hand push-buttons of this drawing are under a 
label "System"; and the two right-hand buttons are under a label "Fan." The 
“Relay for Damper Motor" is not needed if the summer-winter central aircondi- 
tioning system does not have a damper that must be opened and closed auto- 
matically, when cooling is turned on or off. That applies to Diag. 1, also. 
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DIAG2 - Tyee 125-115 Room TueRmosTar ; MOUNTED ON SuB-BASE SIZA, 
CYCLES PROVIDED ARE COOL-HEAT-OFF PLUS AYTOMATIC-ON OPERATION 
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. » « « White-Rodgers Controk 


This little room thermostat and jt 
sub-base can control high-capacity 
heating and cooling equipment fy. 
cause tripping little low-voltage 
switches in the sub-base throws big 
line-voltage switches in relays—anj 
these relays and their switches can by 
of tremendous capacity. 

As an oilheating equipment dealer 
you need only a White-Rodgers room, 
thermostat and a sub-base suitable fo, 
the particular installation (eight dif 
ferent sub-bases are available) to giv. 
the push-button advantages to apy 
owner of a home which has oilheating 
equipment and summer cooling equip 
ment. Starting with only a wR room 
thermostat and its sub-base, you gain 
all the push-button features. The bil: 
ance of your control set-up can kk 
mainly relays of your own selection, 
and of any make. You'll have the ad: 
vantage of tremendous flexibility— 
you can have your custom-designed 
control set-up turn on and off any 
equipment you want it to control, Ar 
companying Diags. 1 and 2 bring out 
these points. 

The room thermostats in Diags, | 
and 2 are the same—White Rodgers 
Type 125-115. The diagrams show 
that one of these thermostats connects 
electrically to its sub-base at fou 
places. Actually the mounting screw 
which attach the thermostat to th 
sub-base do the connecting. See cov 
necting lines “o-o,” “y-y,” “44, 
and “5-5.” 


Component Parts 


A wR Type 125-115 room them 
stat consists of these parts, which tl 
drawings show: 

1. A thermostat action which 
cludes a bimetal spiral that works! 
single-pole double-throw switch; t 
switch is snap-acting of course—it hé 
a dedent magnet. Snapped to the lt 
in the diagrams, the thermostat tum 
on summer cooling. Snapped right.’ 
turns on the heating. To turn oneitié 
heating or cooling equipment, eithet’ 
“Heat” button or a “Cool” but 
must be in its pressed-in position,” 
course. Cycling on-off, the thermo 
is starting and stopping either heat 
or cooling not both. 

2. A heat-anticipation resista™ 
adjustable for from .35 to .80 ampe® 



















——~ € Cf» tin ost 


fur 


elec 


| for 


snaj 


tem, 
age 
Wate 
tank 
pera 
Wire 
P 
Diag 
three 
But. 
is nm 
“He: 
If 


t fan ¢ 


gram 
coil ¢ 
Y) 
tem y 
the 2 








ontrols 


and its 
pacity 
nt be. 
voltage 
WS big 
S—and 
can be 








dealer 
rs room 
able for 
tht dif. 
tO give 
to any 
heating 
5 equip. 
‘R room 
OU gain 
The bal: 
can be 
lection, 
the ad 
ibility— 
Jesigned 
off any 
trol, Ac 
ring oUt 


Diags, | 
Rodgers 
ns show 
connects 
at four 
1g screws 
t to the 
See cot 
a oN 


1 therm 
which the 


which i 
works ! 
vitch; th 
se—it has 
‘0 the let 
stat tum 
d right, 
1 on eth 
tt, either’ 
1” bts 


osition, “I 


thermos? 
er heatitt 


resistal 


30) amper 






to match the pilot-circuit current that 
fows through it. With the thermostat 
contacts closed because heat is needed, 
this resistance is connected “4-5” 
(thermostat terminals). 

3, A fixed cooling-anticipation re- 
sistance, connected across thermostat 
terminals ““O-Y.” 


Operating Cycles 


In Diag. 1, pressing in the “Off” 
button simply causes both the “Cool” 
and the “Heat” buttons to pop out— 
then none of their switches is closed 
and terminals “O-R-1-w,”. above the 
buttons, are not connected electrically 
to each other. 

The circuit of Diag. 1 can be used 
for a central cooling-heating system 
that does not include a forced-air fur- 
nace. It can be used for a forced-air 
furnace set-up, if the designer of the 
setup does not want to include a but- 
ton that permits the homeowner to run 
the forced-air blower continuously 
during the heating season, or when 
neither heating or cooling is desired. 


Press the “Heat” push-button in 
Diag. 1, and you simply set things up 
9 that the cooling equipment cannot 
start-—but closing of the right-hand 
room-thermostat contacts will turn on 
the heat. Closing of these contacts 
amounts to shunting thermostat ter- 
minals “4-5.” This results in flow of 
electricity through the solenoid coil of 
the low-voltage relay marked “Relay 
for Heating System.” Contacts “G-H” 
snap closed—they turn on the heat. 

In a forced hot-water heating sys 
tem, contacts “G-H” can be line-volt- 
age and can be wired to start a hot- 
water circulator; in a system having a 
tankless water heater, a boiler-tem- 
perature low-limit control would be 
wired in series with these contacts. 

Press the “Cool” push-button in 
Diag. 1, and you connect together the 
three sets of contacts below “o-R-1.” 
But heat cannot come on, because “1” 
5 not now connected to “w"—the 
Heat” push-button is not in now. 

If you connect up for continuous 
fan Operation (see the note in the dia- 
gram about connecting the solenoid 


coil of the fan relay to either “Oo” or 


Y"), then the fan of the cooling sys- 


Fs will run continuously all the time 
the “Cool” button is in. 
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Diag. 3—A package-type summer-winter set-up, wired by its manufacturer ac- 

cording to White-Rodgers ideas, may come with a wiring diagram like this. Although 

it is more complicated than Diags. 1 and 2, mainly because it includes motors and 

starters and overload protectors and limit controls, this drawing represents the 
same type of control action provided by Diags. 1 and 2. 


If you connect for automatic (you 
can call this intermittent) fan opera- 
tion, the fan of the cooling system will 
run only when the room thermostat 
summer contacts (left-hand contacts) 
are closed because the cooling equip- 
ment should be running in summer. 

With the “Cool” push-button 
pressed in on a summer day, closing 
of the summer contacts ‘(left-hand) 
of the room thermostat will: 

1. Start the cooling system by clos- 
ing contacts “E-F” of the “Relay for 
Cooling System.” 

2. Start a fan by snapping in “Relay 
for Fan” afid closing contacts ““c-D”-— 
if you wired for automatic or inter- 
mittent fan operation. 

As Diag. 2 is wired, the “Relay for 
Damper Motor” will be powered, and 
its contacts will be closed, all the time 
the “Cool” button is in. That assumes 
the cooling system has a damper which 


should be moved to either its open or 
its closed position when cooling is 
turned on. Of course, “Relay for 
Cooling System” can have contacts 
which cause any damper to open or 
close only when the cooling system is 
turned on. 

One low-voltage transformer pro- 
vides power for the four low-voltage 
relays in Diag. 1. As a variation, a 
dealer could install four self-powered 
relays—each having its own built-in 
low-voltage transformer. 

Each of the four low-voltage relays 
in Diag. 1 has one set of normally- 
open contacts. Any of these relays 
could have additional contacts, either 
normally open or normally closed, or 
single-pole double-throw type. 

With heating on then, closing of 
the heating contacts of the room ther- 
mostat can turn off or on as many cir- 

(Please turn to page 166) 
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Gas Heating by States* 


Central gas heating Sales 
1956 


Central gas Units operating 
January 1, 1957 


Furnace Boiler 
Units Units 


Conversion 
Burners 


Total 
Central 


Boiler 
Units 


Total 
Central 


Furnace 
Units 


Conversion 


Burners 


195 
120 
30 
3,820 
1,150 
1,210 


270 
650 
415 
6,830 
665 
1,725 


10 
45 

5 
3,985 
255 
1,820 








6,525 
12,425 
3.915 
6,500 


10,555 
46,830 
21,540 
54,325 


6,120 
18,490 
13,350 
15,995 








22,840 
15 
1,395 
305 
315 
915 
265 
80 
1,295 
455 


122,695 
1,495 
15,660 
6,955 
12,090 
5,410. 
4,120 
1,345 
15,295 
7,685 





5,040 
18,600 
8,780 
25,645 
43,825 
7,710 


70,055 
81,575 
23,240 
42.575 
34.630 
26,435 





104,560 
2,215 
2,125 

845 
65 


208,455 
16,290 
7,115 
10,355 
3.915 





5,250 
4,190 
6,735 
5,360 
1,265 

420 
2.580 

795 


37,675 
18,560 
25,405 
36,710 

2,200 

3,040 
12,110 
12,435 





21,345 
310 
115 

80 
500 


110,460 
5,615 
12,085 
9,780 
54,500 





1,005 
1,360 
1,295 
290 
2,125 
45 
245 
1,900 
15 


81,980 
4,725 
1,465 
3,555 

17,120 
4,970 
8,940 
8,515 
1,705 





7,275 
3,080 
2,420 

640 


50,995 
8,755 
6,020 

93,485 





6,140 
179,980 


108,260 
801,130 


47,835 


475 
815 
450 
14,635 
2.070 
4.755 
23,200 
77,745 
38,805 
76,820 


193,370 


4,730 
1,500 
17,295 
8,275 
83,880 
106,270 
33,850 
75,570 
83,845 
36,470 


336,005 
19,665 
9.965 
11,590 
4,125 
45,345 
24,990 
33,095 
44,835 
3,690 
3,695 
15,115 
13,820 
139,240 
6,070 
12,505 
10,100 
56,625 





85,300 
6,865 
2,830 
3,955 

20,430 
5,130 
9,400 

10,710 
1,745 





61,065 
12,840 

8,925 
97,940 





*Reprinted from Gas HEat. 
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119,705 
1,087,110 


Maine 
New Hanipshire 
Vermont 
Massachusetts 
Rhode Island 
Connecticut 


New England 
New York 
New Jersey 

Pennsylvania 


Middle Atlantic 
Delaware 
Maryland 

Dist. of Col. 
Virginia 
West Virginia 
North Carolina 
South Carolina 
Georgia 
Florida 


South Atlantic 
Ohio 
Indiana 
Illinois 
Michigan 
Wisconsin 


E. No. Central 
Kentucky 
Tennessee 
Alabama 
Mississippi 


E. So. Central 
Minnesota 
Iowa 
Missouri 
North Dakota 
South Dakota 
Nebraska 
Kansas 


W. No. Central 
Arkansas 
Louisiana 

Oklahoma 
Texas 


W. So. Central 
Montana 
Idaho 
Wyoming 
Colorado 
New Mexico 
Arizona 
Utah 
Nevada 


Mountain 
Washington 
Oregon 
California 


Pacific 
United States 


945 
2,215 
205 
38,745 
3.075 
10,890 


56,075 
282,625 
63,880 
155,875 


502,380 
960 
32,750 
10,765 
15,710 
18'580 
4.930 
1,530 
24,985 
4,850 


115,060 
316,105 
113,455 
322,385 
224,435 

59,290 


1,035,670 
32,880 
20,970 
21,530 

7,205 
82,585 
117.190 
85,295 
74,595 
5.410 
8,315 
49,090 
40,240 


9.225 
4.610 
1,390 
39.950 
3,605 
11,870 


215 
505 
75 
17,870 
1,095 
6,045 





63,650 
307,270 
145,750 
493,320 


25,805 
85,445 
65,820 
132,455 





876,340 
6,665 
113,320 
49,795 
55,685 
47,685 
22,725 
6,455 
83,030 
28,085 


283,720 
1,790 
18,840 
14,040 
15,690 
4,765 
2,000 
550 
6,555 
1,190 


3,385 
7,330 
1,670 

96,565 
7,775 
28,805 

145,530 

675,340 

275,450 

711,650 


1,662,440 
9.415 
164,910 
74,600 
87,085 
71,030 
29,655 
8,535 
114,570 
34.195 





413,445 
639,315 
150,545 
383,470 
251,995 
113,125 


65,420 
61,150 
16,390 
67,300 
29,600 
10,655 


593,925 
1,016,570 
280,390 
773,155 
506,030 
183,070 





1,538,450 
87,400 
61,355 
53,685 
25.490 


185,095 
7,315 
5,965 
3,700 
2.400 


2,759,215 
127,595 
88,290 
78,915 
35,095, 





227,930 
150.565 
152,355 
247,010 
13,500 
20,770 
94,190 
115,290 


19,380 
19,240 
10,350 
19,520 
1,490 
1,805 
6,545 
10,980 





380,135 
8,915 
13,145 
21,350 
39,060 





793,680 
33.690 
71,240 
83,090 

328,705 


69,930 
2,765 
5,115 
6,700 

18,095 








82,470 
10,605 
1,815 
5,970 
44,480 
7,550 
8,290 
24,355 
625 


516,725 
27,930 
3,640 
16,115 
148,310 
36,565 
64,945 
67,665 
5,285 


32,675 
4,555 
110 
1,660 
11,505 
2,345 
2,910 
3,460 
320 





103,690 
4.815 
6,310 

232,610 





370,455 
20,275 
15,140 

754,110 


26,865 
2.035 
1,400 

76,275 





243,735 
2,601,800 





789,525 
3,990,200 
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79,710 
788,600 


329,895 
286,995 
248,000 
341,125 
20,400 
30,890 
149,825 
166,510 
1,243,745 
45,370 
89,500 
111,140 © 
385,860 


631,80 
43,09 
5,569 
93.745 
204,295 
46,400 
76,145 
95,480 
6,230 
501,010 
97,15 
22,850 
1,062,995 


1,112,970 
8,980,600 
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How to handle Problems 
of heavier No.6 Fueloil 









Well-informed Servicemen can end borderline Trouble caused by hard-to-burn Fuelojj 


by 
Jean L. Dupuis 


HE HEAVIER and heavier No. 6 
fueloil of recent years has given 
many new problems to the men who 
design oilburners and related equip- 
ment, and to the men who plan in- 
stallations. 
Oilburner design engineers have 
brought out new burners intended to 


be especially good at handling, ignit- © 


ing, and burning the heaviest No. 6 oil 
being delivered today. 

Accessory manufacturers have been 
pointing out that their heavy-oil 
pump-sets, electric and indirect fuel- 
oil heaters, induced-draft and forced- 
draft blowers, etc. help solve the new 
problems of utilizing efficiently and 
dependably the heaviest No. 6 oils. 

Better layouts have been developed 
—for complete new boiler rooms de- 
signed especially for the heaviest No. 
6 fueloil likely to be delivered. 

Hundreds of thoughts on the pre- 
ceding subjects have been spread by 
technical magazine articles, and by 
talks and discussions at meetings of 
commercial-industrial oilburner spe- 
cialists, 

But the servicemen who must keep 
burners going, using No. 6 fueloil 
that’s becoming heavier and heavier, 
have gotten little help from the maga- 
zine articles and the technical talks. 

These servicemen need help, for 
they attend to the tune-ups, adjust- 
ments, and repairs after breakdowns 
—of thousands upon thousands of al- 
ready-installed burners which use No. 
6 fueloil. These burners in general are 
giving more and more trouble as No. 6 
fueloil becomes heavier and heavier. 

The fact that these servicemen need 
much more help than they’ve been 
getting became clear to me last week 
on an actual installation that includes 
two horizontal rotary-cup burners, 
each firing 45 gph, which use No. 6 
oil to provide heat and hot water for 
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a New York apartment house. 

The serviceman who has been tak- 
ing care of these burners for eight 
years now—TI'll call him Bob in this 
article—pointed out to me how yearly 
his servicing problems on this job have 
grown greater, because heavier and 
heavier No. 6 oil has been delivered. 

“Things were neat when these burn- 
ers first were started up,” Bob ex- 
plained. “The two burners worked de- 
pendably, breaking down a total of 
three times the first four years they 
were used—which I call practically 
perfect performance.” 

The apartment-house owner was 
greatly pleased with his switch from 
hand-fired coal to fueloil; it worked 
out to save him $5,500 a year because 
his oil bills were lower than his coal 
bills, and he no longer had to pay men 
to fire coal and handle ashes. 

“Three years ago the delivery of 
No. 6 oil heavier and heavier, and 
harder to ignite and to burn clean, 
started making trouble on this job,” 
Bob went on. “First sign of trouble 
was failure of the burners to start up 


If the firebox deteriorates, refractory material’ no longer will be clos 


point at which the oil-air mixture first starts burning. This is one check that 
be made when burners begin to give trouble using heavier No. 6 fueloils. 


automatically cold mornings, The 
building superintendent could gta 
the burners all right, when the trouble 
first started. Learning the radiators 
were cold at seven in the morning 
when they should have been hot, the 
superintendent would hurry to the 
boiler room and press the re-set but 
tons of the safety-control units, At 
first a burner would respond, start fir 
ing, following one press of its re-set 
button. 

“Perhaps a year later, becaug 
heavier fueloil was being delivered, 
the super spent an hour or two in the 
boiler rooms trying to start the bur 
ers. A press of the re-set button caused 
the burner motor to run 90 seconds, 
then stop because the fueloil didn't 
ignite. Then came a wait of about five 
minutes for the safety-control unit 
parts to cool off, so the button could 
be pressed again to provide another 
trial-for-ignition period almost 90 se 
onds long.” 

After four to six tries at pressing 
the button, Bob said, the superir 
tendent usually got the burners going 
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could 
nother The revolutionary atomizing principle used in the new 


0) see Petro Supercharger Burner produces the highest degree 


ae of atomization ever achieved in a burner for heavy oils. 
essing 

periny 
going self-generating heat resulting from compression of the 


Oil and air are premixed in a supercharger, where the 


air-oil mixture, atomizes even heavy No. 5 oils into a 
highly volatile mist. This revolutionary Petro burner 
mechanically atomizes the oil, but, in addition, the super- 
charger further reduces the oil spray to a microscopic 
air-oil vapor. 

Heating of oil is needed only for starting or pumping 
when the heavier oils are used. Therefore, the power load 
is hardly more than that required to operate the motor. 

Controls are available to operate this Petro burner 
either with continuous fire, high-low or with full 
modulation. 

The new Petro burner is available for two impor- 
tant uses: either for conversion, or as a component 
part of a packaged boiler-burner unit. It fires low cost 
heavy residual oils with little more attention than a 
domestic oil burner. 


PETRO DEALERS are backed up with the latest and most 
effective sales aids, including sales training, merchandising helps, 
engineering assistance, and national advertising. Mail the 
coupon for more information. 
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New principle produces finest 
atomization yet achieved in an 
oil burner. 

* 

Electric ignition 
* 

Oil heating required only for 
pumping or starting with heavy 
oil. 


* 


Built-in control panel 


* 


Low fire start —Full modulation 








3535 West 106th Street, Cleveland 11, Ohio 
(In Canada: 2231 Bloor St. W., Toronto, Ont.) 









Please send me information on Petro dealer- 
ship opportunities. 
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He had to open the boilers’ firing doors 
as soon as oil flames really started 
burning, because the flames flared up 
at first for a few minutes. That was 
the result of burning the fucloil 
sprayed into the fireboxes, but not 
burned, during the unsuccessful at- 
tempts to start the burners. 

“Last winter was the worst,” said 
Bob sadly. “Practically every morning 
the super had to start up the burner 
firing the right-hand boiler, which has 
no tankless water heating coil in it. 
Many mornings he could not get the 
burner going, therefore he put in a 
service call. 

‘In summer only the left-hand boil- 
er is used, for it has a tankless water 
heater. In winter this boiler runs bet- 
ter nights than the other boiler, no 
doubt because it carries the water 
heating load and therefore starts and 
stops more often at night. 

“I'm on the job right now,” Bob 
continued, to try to get the right-hand 
boiler, without the tankless, ready for 
the heating season.” 

I asked Bob precisely what he would 
do to improve the burner so that it 
would start up dependably mornings 
after the building’s no-heat or low-heat 
period at night. Then I realized that 
little information has been spread 


about to help servicemen in his pre- 
dicament. 

Many thoughts have been distrib- 
uted about the increasing difficulties 
of burning heavier and heavier No. 6 
fueloil. But specific instructions have 
not appeared to help servicemen like 
Bob, who must take unusual on-the- 
job service steps to cope with burner 
difficulties caused by unusually heavy 
No. 6 fueloil. 

Specific service attention can be 
given a burner using No. 6 oil, which 
suddenly gets the habit of failing to 
light off properly on cold mornings. 

“First,” I suggested to serviceman 
Bob, “Concentrate on servicing the 
burner installation component parts 
which play a part in start-ups, and 
which can be affected or can perform 
poorly if the fueloil is especially 
heavy, and difficult to ignite and burn 
clean.” 

I listed for him some of these parts: 

1. Suction-line vacuum gage 

2. Ignition system 

3. Burner parts responsible for 
proper atomizing of the fueloil 

4. Electric oil heater which is part 
of the burner—is in the cup line 

5. Indirect oil heater 

6. Adjustments which regulate the 
gph firing rate 

7. Primary-air and secondary-air 
adjustments, and the resultant oil-air 
ratio in the combustion chamber dur- 
ing an attempted start-up 





A service expert adjusts the gph firing rate of a horizontal rotary burner. During 
early morning start-ups, if the starting flame is too small, there will be trouble. 
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8. Controls which determine the 
burner on-off cycling during the 


building’s night-time low-heat or po, 
heat period, which precedes the in, 
portant morning start-up time for th 
burner 

9. Control adjustments that ests}, 
lish the length of the trial-for-ignition 
period, and that turn off the burne, 
following flame failure 

10. Draft-control equipment 

11. Condition of the firebox 

12. Boiler-room air inlets that pro 
vide air for combustion, and ventilat, 
the boiler room thus affect its tem 
perature 


Vacuum gages 


I listed the suction-line vacuum gag 
first, for Bob, because the job we wer 
on lacked vacuum gages. 

‘How about suction-line vacuum?” 
I asked him, knowing I'd bring on: 
story. 

Eight years ago when the burner 
were installed, vacuum was no prob 
lem, Bob told me. The gages he'd 
used during the start-up proved the 
pumps in the burners brought in fue: 
oil from the outside tank by develop 
ing vacuum of only 6” to 8”. 

“The engineer who laid out the iw 
stallation must have had in mind: 
design or maximum suctionvline vi 
uum of 10”,” I commented. “Yar 
ago that was usual.” 

Bob went on, “But during the pas 
year, I read up to 20” suction vacuum 
trying to start up a burner that’s bees 
broken down for six or eight hous 
during extremely cold weather. Whet 
these suction lines get cold, the burner 
pumps really have to develop hig 
vacuums to draw in oil through them 

“Today, using the heavy No. 6a 
that’s in the storage tank, suction/in 
vacuum of 14” to 15” jibes with nor 
mal burner operation in winter. Hig 
er than I like, but what can I do? 

“I put vacuum gages on this )® 
practically every time I service th 
burners,” he pointed out. “I need the 
facts they give me about how easy * 
hard the pumps work to draw in 1 
oil.” fs 

I told Bob my big point in listig 
vacuum gages first was they shoul 
remain on the job—to give him bey 
in a hurry when he rushes int? the 
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‘Idea no. 4 from Paracoil 
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PARACOIL HTHW STEAM GENERATOR 


LIQUID LEVEL CONTROL 
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How to use secondary steam to pre-heat no.6 
oil in a High Temperature Hot Water system 


Paracoil engineers know that the first con- 
sideration in the design of an oil pre- 
heating system for an HTHW installation 
must be absolute freedom from the possi- 
bility of oil leak contamination of the main 
HTHW stream. A completely isolated oil 
preheater circuit is recommended. This 
can be accomplished by means of a secon- 
dary heat transfer circuit that does the 
actual heating. In this way, only the sec- 
ondary circuit is exposed to possible con- 
tamination — the main HTHW circuit is 
protected at all times. 

One of the ways that this isolation is 
achieved is illustrated above. Additional 
isolation circuits will be commented upon 
in future “Idea Sheets”. Watch for them! 


How to design a protective circuit 


1. Install a steam generator. Use a Paracoil Heating 
Element with the HTHW main energy stream as its 
heat source. With water at 350° F, steam at 25 
psig (267° F) can be easily generated in an eco- 
nomically sized unit. 


2. Use the steam thus generated . . . to heat the fuel 
oil in a Paracoil Tubular Oil-Type Fuel Oil Heater.* 
This type heater provides the highest rate of heat 
transfer — more than three times that of the con- 
ventional straight tube type. 


3. The condensate from the oil heater . . . may be re- 
turned to the steam generator or sent to waste 
depending upon plant policy. If the re-use of the 
condensate is important, absolute surety of its 
quality can be obtained through the use of the 
Paracoil Oil Leak Condensate Inspection System.* 


Paracoil engineers have designed and built many oil preheater 
protective systems for both stationary and marine installations. 
They now offer their experience and know-how to all who are in- 


volved in HTHW activities. 


*Write for complete data. 


DAVIS ENGINEERING CORPORATION 
30 Rockefeller Plaza, New York 20, New York © Circle 6-5650 
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Complete, Coordinated, 
Compact Construction 


































Full wet back construction provides complete water jacketing 
of the entire rear combustion chamber. There are no refractory 
arches or walls to deteriorate and replace. Fitzgibbons has 
always pioneered this design. 

Sizes up to 464 horsepower for oil or gas firing are available. 
All units are factory tested before shipment. 

This is a complete unit — a “Scotch” type steel boiler with 
burner, fully automatic controls and safety devices, and the 
induced draft fan for cleaner, quieter operation at high efh- 
ciency without a stack. 

Domestic hot water supply for any purpose is constantly and 
effectively furnished through the famous Fitzgibbons ‘“Tank- 
saver’’® — a finned, copper coil submerged in the boiler where 
the water is the hottest. 

Select the unit backed by the name ‘“FITZGIBBONS.” 


Fitzgibbons 


Boiler Company, Inc. 


101 PARK AVENUE, NEW YORK 17, N. Y. 
DEPT. 30 
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boiler room to start up a brokendoy 
burner. 

“Instruct the building superinteng 
ent to observe the two vacuum Bages 
whenever he’s in the boiler room, | 
said. “A reading unusually high cap 
warn him of trouble ahead—or of thy 
recent delivery of No. 6 fueloil yp. 
usually heavy and viscous. Plugging 
of a suction-line strainer will caus; 
high reading also, because these gages 
are between the burners and th 
strainers. 

“Equip each of your burners using 
No. 6 oil with a permanently installed 
suction-line vacuum gage,” I conclud 
ed, “Though it costs less than a carton 
of cigarettes, it gives you and th 
building superintendent valuable in 
formation. You'll be thankful the day 
a superintendent phones you saying 
—before his burner breaks down— 
that though he just cleaned his strain 
er the gage is reporting 10” higher 
reading than usual.” 





Ignition System 


The second item I listed for Bo 
was the ignition system. I told him: 

Once-a-year, as routine servicing 
take apart the gas-electric ignition 5 
tem to clean all its parts, especially 
its porcelain high-tension insular 
and high-voltage wiring insulation, 
and to adjust the spark gap. 

To make certain of dependable ¢ 
nition on cold mornings, you 
want to increase the flow of gas" 
the gas-pilot flame greatly—up to fou 
times. Some servicemen obtain from 
burner manufacturers special “sptss 
(the gas-handling parts having theo" 
fices which regulate the rate at whict 
the gas flows to the gaspilot fam 
and thus establish the size and pow 
of these flames). Other men, WH 
consider themselves sufficiently ex” 
to take on this responsibility, 
plish much by drilling to increa# . 
size of the orifices—and so amie’ 
much more powerful gas pilot flan 

If a burner gives trouble failing" 
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omy WEATHER-CHRON 


—THE OUTDOOR TEMPERATURE 
RESET TIME SWITCH—WILL MAKE 
ANY HEATING CONTROL SYSTEM 


Fully Automatic ! 


Outguesses the weather! 


The time of shift from night to day 
thermostat changes automatically with 
every degree change in outdoor tem- 
perature. The WEATHER-CHRON 
has a temperature-sensitive bulb like 
that of an indoor-outdoor thermometer 
which is placed outdoors where it 
constantly measures outdoor tempera- 
tures. Instead of just showing what 
the outdoor temperature is, the 
WEATHER-CHRON 


al 


— 


Changes the time heating 
starts as outside tempera- 
tures change. 

Shuts down heating 
earlier in mild weather 
— later in cold weather. 


Permits the thermostat (all 
types) to control heat flow 
during the day. 


Stops heat flow as outdoor 
temperatures rise above 
/ 


65° F, 


i Turns heat back on at 
= might when outdoor 
temperature drops below 


‘Se selected levels. 


FOR YOUR PROTECTION, AND IN THE BEST INTERESTS OF YOUR CLIENTS 
Write for complete model information 


AUTOMATIC DEVICES CO., INC. 


714 Hillgrove Ave. * Western Springs, Ill. 












SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 


Protection 
for 
Oil Burners 
eo 


industrial 
Ovens 
* 


Power 
Gas Burners 


WHAT IT DOES 


The Dewey Safety Air-Flow Switch protects against 
opening of fuel valve until fan is up to speed. 

purging of furnace before fuel valve opens. Closes 
oe valve if fan slows up or stops. Flashes danger signal 
hey or fuel stops. Safeguards against danger from gas 

el failure when used with safety shut-off valve. 

nee eee. ees & nr ge and bypeg soe 

ries Approve ndard equipment on leading 
products, Write for prices and literature. 


DEWEY GAS FURNACE CO. 


100 E, Baltimore Detroit Mich. 
Canadian Distributor: Ontor 1 * FREE 
12 Leswyn Road, Toronto 10, Ont. CIRCULAR! 
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for use with NATURAL GAS WITH LP STANDBY 
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DUAL FUEL BURNERS 


CAN BE 
SIMPLE 


yet provide the ulti- 
mate in performance 
and safety 
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Power Combi-Matic 
DUAL FUEL BURNERS 


A complete 


line of factory-wired, flame-tested 


oil/gas burners. Fit any heating plant—easily in- 
stalled. It’s the amazing FGO series by Siemon. Six 
fully automatic burner models. AND LOOK AT 
THESE BONUS BUILT FEATURES: 


1. Completely Factory Assembled 
less “‘on the job” time required. 
2. Use Standard Valves and Con- 
trols, no special gadgets to stock. 


3. Balanced Combustion on Both 
Fuels, comparable efficiencies on 
gas or oil. 


4. Each Fuel Has Its Own Ignition 
System, eliminates nuisance shut 
downs on fuel changeover. 


5. Automatic Air Adjustment,sim- 
ply set... then forget. 


6. Combustion Air Proving Device 
serves dual function — proves air 


supply and assures fuel unit lubri- 
cation. 









7. Standard Simplified Control Sys- 


temavoids complication and pos- 
sible error in installation. 


8. Manual or Automatic Change- 


over by flip of a switch or by 
outside temperature change. 


9. Completely Factory-Wired and 
FLAME-TESTED, on the job _per- 
formance assured with both fuels. 


10. Delivers Up to 3,500,000 BTU 
no matter what the need, one of 
the 6 FGO series burners will fit 
the job, using all gases and light oil. 


The FGG and BFGG series dual-fuel burners let you 
offer a complete line to fill any need .. . RESIDENTIAL 


- COMMERCIAL ... 
power or processing. 


INDUSTRIAL. For heating, 


Power-Flame Dual-Fuel Gas Burners come completely 
assembled with controls factory-wired and mounted, In- 


stallation is simple. 


Series FGG: 85,000 BTU to 500,000 BTU 
Series BFGG: 450,000 BTU to 9,000,000 BTU 


A FREE SERVICE to save you time and work 
Siemon’s Application Engineering Department 


Now Siemon offers you the services of its APPLICATION 
ENGINEERING DEPARTMENT. Simply wire, phone or 
write your problem with specifications and other pertinent 
facts to this department and you will receive an engineer’s 
report showing the most suitable burner for the job. 


Siemon Manufacturing Co., 1203 Main St., Grandview, Mo. 





Send the following at no obligation to me: 
[] Complete 
specifications 
FLAME, COMBI-MATIC and VERTICAL 
FLAME burners by Siemon. 


information and 
POWER- 


literature, 


on the famous 


() Also send me further information on the free service of your 
APPLICATION ENGINEERING DEPARTMENT, that I may 
take advantage of it, at no obligation to us. 


MY NAME 





MY FIRM 





ADDRESS 





CITY. 
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light the oil on a start-up, don’t fail 
to write to its manufacturer for infor- 
mation about whether or not, as rou- 
tine service work, you can equip the 
burner with an ignition system that’s 
newer and much more powerful. 

A gas-electric ignition system which 
has a separate blower to provide 
forced primary-air for its gas flame is 
made by Scully Signal Company, Mel- 
rose 76, Mass, It was designed to pro- 
duce a gas pilot many times more 
powerful than the usual—and which 
can be monitored splendidly by elec- 
tronic controls. An expert can apply 
this Scully gas-electric ignition system 
to an already installed rotary-cup 
burner which is giving trouble be- 
cause it has a weak ignition system. 

Item three on the list is burner parts 
responsible for proper atomizing of 
the fueloil. Poor atomization can cause 
a poor start-up or ignition failure, be- 
cause only properly atomized fueloil 
lights off easily. That applies particu- 


. . « « Problems with No. 6 Oil 


larly to early morning start-ups, for 
during hot start-ups the ignition sys- 
tem is helped by heat from hot firebox 
refractory material. Therefore, to help 
morning start-ups, replace an atomiz- 
ing cup that has even the slightest 
nick in its atomizing edge, or that’s 
bent and therefore does not run true. 
Atomization can’t be good if the cup 
does not have a sharp edge that runs 
true within one thousandths of an 
inch. Thousands of old beat-up burn- 
ers need new atomizing cups. One 
service expert wisely replaces atomiz- 
ing cups every four or five years, as 
routine maintenance. 

Burner parts responsible for proper 
atomizing include all the parts which 
handle the primary air—on a rotary- 
cup job—because the primary air 
serves to atomize the fueloil and shape 
the flame. Remove and clean the air- 
snoot which surrounds the atomizing 
cup. If they are dirty, clean the blow- 
er, the air inlet opening for blower 
air, and all the passages through which 
primary air flows. 

Blower-air openings plugged with 
grease, fueloil, and dust can be the 





only cause of failure of a burner tp 
light-off properly during a cold start: 
up. 

Item four on my list is the auto 
matic electric heater in the cup line— 
according to UL requirements, a to, 
tary-cup burner which uses No, 6 oj 
must have such a heater. It seryes 
mainly to help get a cold burner go- 
ing, thus rates special attention op 
job that fails to start up properly 
mornings. 

“Did you give the thermostat of the 
burner’s electric fueloil heater a going 
over?” I asked serviceman Bob, point 
ing to the right-hand boiler, which 
gave him the start-up trouble. 

“No,” he answered. “Those ther. 
mostats are factory-set. I don’t ever 
touch them.” 

I chided him saying, “After eight 
years of use, you're willing to guar 
antee that the thermostat of that elec 
tric heater is working properly. And 
don’t you think that here on the job 
you might be able to adjust that ther: 
mostat better to fit the requirements 
of this particular job, than it could be 
matched to these requirements eight 





Phantom view of 
JOHNSON Model 53 
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J Posttive Starting! 
Setter Performance! 


Lower Fuel Cost! 


Jounson move. 53 


With this revolutionary new burner you get smooth, sure, 
automatic “Starts” even when the oil in storage tank and 
lines is cold and hard to pump. It is built with a positive 
displacement Metering Pump, a 3-Way Magnetic Oil Valve, 
and a high efficiency Suction Pump that enable the Fifty: 
Three to maintain a fixed air-fuel-ratio regardless of varie 
tions in oil temperature and viscosity. Never before has 
there been a burner which so successfully overcomes the 
“Cold Starts” problem. 


The Fifty-Thfee is built in 8 sizes from 25HP to 500HP. 
It is available with Direct Drive or Belt Drive. Combine 
tion Oil and Gas models also are available. All models ate 
fully automatic and equipped with finest electronic com 
trols. For efficiency, easy servicing and all around economy, 
the Fifty-Three is the best oil burner buy on the market 


Builders of fine Oil Burner Equipment since 1903 


92 





S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif 
Church Road, Bridgeport, Pennsylvania 
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fo 
properly prepare 
heavy oil for combustion 


use 


EAGAN 
"pre-packaged’’ 
FUEL OIL PUMP and 

HEATER SETS 


Use the most efficient and up-to-date means for 
the proper preparation of heavy oil for combus- 
tion—an EAGAN “pre-packaged” fuel oil pump 
and heater set. These are the benefits you'll get: 
@ speedy installation since an EAGAN unit is 
delivered ready to operate. Only connections 
to oil and steam supply, burner, bypass and 
relief valve are required. 
elimination of combustion difficulties caused 
by improper field assembled combinations. 
reserve capacity. EAGAN units exceed mini- 
mum requirements of the burner with an 
adequate safety factor to provide for even- 
tual wear and future demand increases. 
easy maintenance since all parts are located 
for easy access. 
®@ long life because of special engineering, 
sturdy construction. 
EAGAN fuel oil pump and heater sets heat to 
300°F, pump to 400 psi and have capacities to 
3000 gph. Single or duplex units are available for 
steam or electric drive. Duplex “electro-steam”’ sets 
provide for electrical failure by incorporating one 
steam pump and one electric motor driven pump. 
Other EAGAN fuel oil pump and heater sets can 
be made to your special requirements. 


Write, wire or call and let us bid on your job 


Walter H. Eagan Co., Inc. 


2339 Wallace Street, Philadelphia 30, Pa. 


Mfrs _of condensate, vacuum, turbine, boiler feed, 
centrifugal and proportioning pumps and fuel oil 
pump and heater sets 


Pump Specialist Since 1920 





WHY you are 


SAFER 


with 
MAGNETROL 
ee 


BOILER WATER 
LEVEL CONTROL 


A Few of MANY Reasons: 


e Operating Life Is Practically Unlimited 
A PERMANENT Alnico magnet, lo- 
cated outside the float chamber, links 
boiler water level and electrical con- 
trols. This simpler magnetic link 
eliminates mechanical parts subject 
to wear and fatigue failure. Pioneered 
and perfected by Magnetrol. 


e Customized Corrosion Control 
Floats can be fabricated from a vari- 
ety of materials to meet any “special” 
local corrosion problems. Type 304 
stainless steel floats have proven over 
the years to have the greatest all- 
around corrosion resistance, and so 
are furnished as standard. 


e “No-Scale” Float Chamber Liner 


Exclusive self-cleaning brass liner 

actually “flexes” off corrosion— pre- 

pony scale growth and “sticking” of 
oat. 


e Up to Three Switches — 

an Exclusive Safety. Feature 
Only MAGNETROL design can pro- 
vide up to three completely separate 
switch mechanisims, each operati 
at its own level, in a STANDAR 
control. Use extra switch for “stand- 
by” pump for emergency use; or 
alarm BEFORE fuel cut-off; or high 
level alarm; etc. 


e Least Maintenance 
A ic sleeve, d , 
end | lowered within @ none Once-a-shift blow down and once-a- 
neues yrs thy sh month visual inspection of switch 
hed “4 housing are only regular maintenance. 
pin kon ng Basically, this ‘@) Built SAFE, Magnetrols stay SAFE. 


is Magnetrol. 





We offer STANDARD Magnetrol Boiler Water Level Controls 
for service at temperaturcs ur ‘o 750°F., at pressures up to 
600 psi., for single stago cr mv i-level stage service with up 
to three separate switching actions. Special units available 
for more extreme requirements. 


MAGNETROL, Inc. “ihe Coupon Now 


MAGNETROL, Inc., 2104 S. Marshall Bivd., Chicago 23, Ill. 


Gentlemen: Please send me Catalog Section III and full information 
on Magnetrol Boiler Water Level Controls. 
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4 SIZES TO COVER REQUIREMENTS 
FROM 2.25 THROUGH 17.00 G.P.H. 


Most everyone Calls 


a, MODEL A-50 


2.25 to §.00 G.P.H. 
5.00 to 7.50 G.P.H. 


MODEL A-100: 7.50 to 10.00 G.P.H. 
MODEL A-180: 9.00 to 17.00 G.P.H. 


MODEL A-50: 
MODEL A-75: 


BETTER 


for LARGE OIL BURNERS 


Paragon 


Approved by Underwriters Laboratories — 
Board of Standards and Appeals for use 


in New York City, States of Conn, and Mass. 


eye-appealing 


Burners are similar 


Nationally famous 


Paragon Oil 


WRITE NOW FOR DETAILS TO — 


Paragon Oil Burner Corp. 


in attractive design in all sizes. 
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MODEL A-180 
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| years ago in a factory? If that thermo- 
stat still works at the temperature it 
was set at eight years ago at the fac- 
tory, it should be set higher now. Be- 
| cause eight years ago burner men did 
| not dream of using No. 6 oil as heavy 
as you are burning today in this apart- 
ment house.” 

With the burner running normally, 
we set the thermostat (of the burner’s 
electric cup-line oil heater) so high 
that trouble resulted. Overheated fuel- 
| oil reaching the cup caused the flame 
| to sizzle and gasp intermittently. Then 
we set the thermostat sufficiently low- 
er so that never would the fueloil be 
overheated in the heater. We judged, 
by feeling the oil-output line of the 
heater with the burner running, that 
we had increased the setting of the 
thermostat by 30°F. That should help 
out greatly during cold start-ups! 


Cup-line Thermometer 


A neat feature of one new model 
of rotary-cup burner is a dial-type 
thermometer, in the cup line, which 
reports continuously on the tempera- 
ture of the fueloil flowing to the atom- 
izing cup. I told Bob he ought to have 
such a thermometer on the burner giv- 
ing him the trouble. 

The indirect fueloil heater, item five 
on my list, was under-the-waterline 
type of course on this low-pressure 
steam-boiler job. 

“Make certain its heating surfaces 
are clean and that therefore it works 
as well as it did when new,” I told 
Bob. 

“Its oil-output temperature certain- 
ly affects normal burner operation, es- 
pecially atomization,” Bob said, “But 
I don’t see how plugging up of this 
indirect heater could affect cold start- 
ups.” 

I pointed out that, in addition to 
heating oil to flow to the atomizing 
cup, the indirect heater sent hot oil 
to the return line. This oil, flowing 
into a suction-return bell in the bot- 
tom of the oil storage tank, then served 
to warm the suction line. With 160° 
F. fueloil coming from the indirect 
heater during normal burner opera- 
tion, during a cold start-up in the 
morning the suction-line temperature 
might be 120°F. But with fueloil at 
only 130°F. coming from the heater 
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SEPARATORS 


for oil burner service 


Direct Drive for 


#1! to #5 oils inclys: 
Ask for bulletin A130 


Si pe 





Reduction Drive 
for heavy oil 
Ask for Bulletin No, A-1193 





Single and Duplex 
Standard and High Pres 
sure Baskets instantly and 
easily changed — elimi 
nates filter replacemen| 
costs entirely. 

Ask for Bulletin No, A-1214 


for bulk station service 


Direct Drive 
For exclusive use with 


ils and Solvesh 
igh een me 





Interchangeable Servic! 
Both light and heavy oll 
tank truck and b 

Ask for Bulletin No. At0# 


295 WILLIAMS AVE., HACKENSACK. "/ 
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now you can OMIT rat, un- 


SIGHTLY, UNNECESSARY CHIMNEYS 
FROM MODERN SCHOOL DESIGN 


iin" 
lin 


| 


during normal operation, the suction- 

line temperature would be much below 
for 120°F. during an early morning cold 
‘cn sare. | 

“Keeping up the output of the in- 
direct oil heater in a boiler room like 
this one,” I said to Bob, “is the only 
way to keep down the maximum vac- 
uum the burner’s pump must develop 
during any kind of a start-up. Be- 
cause on a job like this, the only heat 
the suction line gets comes from the 
indirect oil heater.” 

Item six on the list points a finger 
at the adjustments which regulate the 
gph firing rate... . I mean particu- 
larly the size of the start-up fire 
(which is smaller than the usual fires 
on jobs having low-fire starts). Unfor- 
tunately in a certain size firebox and 
with a certain burner model, best 
light-off during an early morning start 
is the result of setting up for a certain 
gph rate. If you adjust for a different 
gph rate than this, and particularly 
for a lower gph rate, the start-up will DRAFT INDUCERS 
not be certain. I say unfortunately, ee 
above, because the gph rate best for PROVIDE POSITIVE, UNIFORM, ADEQUATE DRAFT AT ALL TIMES 
early morning start-ups may not be Architects find that ‘blending’ a tall chimney into a low, modern, 
matched to the heating load. A change functional school design is an unworthy compromise. Actually such 
in firebox size or construction details compromise is unnecessary, for there is no need today for an 

unsightly chimney. Wing Motorized Draft Inducers provide positive, 
uniform, adequate draft for boilers or furnaces... completely inde- 
pendent of weather conditions. In addition, they save money through 
higher fuel burning efficiencies. Easily installed in the flue or 
breeching, Wing Draft Inducers require only enough chimney to 
vent the exhaust gases. Write for bulletin and special information 
on school applications. 

In confirmation of the above, there are over 500 Wing Draft Inducer 

installations in schools alone, in all parts of the country, with hundreds 

more being specified by architects and engineers as the great school 

building program continues. 


66 Vreeland Mills Road, 


L J. Wing Mfo. Co. Linden, New Jersey 


gece aga te L. J. Wing Mfg. Co., Linden, New Jersey FO-9 


Please send me Bulletin SCH-]—Draft Inducers 
' 
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sometimes is needed to make the best 
gph start-up rate equal to the gph 
rate that best carries the heating load. 

In any event, avoid early morning 
start-up trouble by trying to use a 
start-up gph rate exceedingly favor- 
able for good start-ups. 

If during an early morning start-up 
fueloil goes into the firebox at a rate 
that would produce only a small, 


skimpy flame—then you'll get no 
light-off. 

Be especially careful about this on 
jobs having the low-fire start feature. 
On such jobs having burners that fire 
normally at up to only 35 or 50 gph, 
certain servicemen often get best re- 
sults by not using the low-fire start 
equipment—or by adjusting the start- 
ing flames to be relatively large, about 
80% the sizes of the large flames the 
burners give. 

Certain burners use “splitter sys- 
tems” for viscosity compensation. In 
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Make it GENERAL 


for service from our own trucks 


Why should the fact that we own and operate our own trucks make any 


difference to you? That's simple! 


GREFCO warehouse trucks are driven by men experienced in the handling 
of weighty, breakable refractories, and well aware of the problems involved 
in carrying heavy loads. The trucks, themselves, are especially built for haul- 
ing and delivery of firebrik. These factors help to insure a perfect delivery 
every time. There are no wasted, costly hours waiting for the truck to return 


with replacement materials, 


And, since we run our own trucks, delivery promises can be kept. Our 
warehouses don't rely on outside carriers. Your refractory needs are not de- 
pendent upon a third party's already busy schedule. 


GENERAL REFRACTORIES CO. 


In New York City In Elizabeth, N. J. In Philadelphia 
34-40 Laurel Hill Bivd. 1180 East Broad St. 2950 East Tioga St. 
(Maspeth) RA-9-5353-4-5 EL-2-5324 GA-6-6432 


Also in Chicago, Los Angeles, Detroit, and Troy, N. Y. 


Similar services available from many GREFCO dealers located in the U.S. and Canada. 


es ese ee ee ee ee es es es 
Fill out this coupon for your free slide rule which figures 
for you the right amount of plastic, castable, or ramming 
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mix for any job. No obligation, of course. y 
GENERAL REFRACTORIES COMPANY (Sales Promotion Div.) J 
1520 LOCUST ST., PHILA. 2, PA. i 
FIRM NAME F 
ADDRESS i 


MY NAME AND TITLE 
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such a burner, a pump sends fueloil 
to two valves (you can call them 
“viscosity-control” valves). The gj 
that flows through one valve goes op 
to the burner’s atomizing cup. The 
oil that flows through the other yalye 
goes on to the return line, or does the 
equivalent by flowing into a fueloi 
reservoir mounted on the burner, Thp 
pump pushing the oil to the two valyes 
develops high pressure, perhaps 25) 
lbs., when the No. 6 oil is relatively 
cool and therefore viscous. But wher 
the oil is well heated and therefore 
flows easily through the two “viscos 
ity-control” valves, this pump develop: 
much lower pressure. 


Pressure Drops 


The lowest pressure is important: 
it must not be too low or it will be 
overshadowed by pressure-drops in the 
burner’s oil lines and in the return line 
to the storage tank. As No. 6 fueloil 
has become heavier and heavier, thes 
pressure drops have increased greatly. 

On certain installations the author 
has been studying, in bygone years 
25 to 35 lbs. was the lowest suitable 
pressure—its use produced same-siz 
fires, practically, with fueloil going to 
the burners at only 120°F., or as hot 
as 170°F. Of course, these burners 
were set for the lowest pressures while 
they received fueloil as hot as their in 
direct heaters would ever provide— 
up to 155°F, or 170°F. on typical in 
stallations having low-pressure steam 
boilers. 

But on these studied installations 
the use of heavier and heavier No. 6 
fueloil has raised the lowest satisfa 
tory pressures—because of the ir 
creased pressure drops in burner ol 
lines and return line described earlier. 

The lowest satisfactory pressure for 
these studied burners now appears 
be about 50 to 60 lbs.—instead of 2 
to 35 Ibs. Adjust for pressure lower 
than 50 to 60 Ibs., with the bumes 
receiving fueloil heated to maximum 
of say 170°F., and you get into tw 
kinds of trouble: 

First, the burners won't start P 
properly early mornings, because 
cosity compensation is not correct am 
therefore fueloil goes into the fire 
boxes at gph rates too low for depend 
able ignition. 
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Second, gph firing rates will change, 
Ithough they should remain the same, 
during normal operation of the burn- 
or, If your overall adjustments pro- 
guce no chimney smoke during these 
oph changes, at times the burners will 
waste much fueloil because of low 
C0». Or, seemingly inexplicably, at 
times heavy smoke will come from 
chimneys—because the gph rates sud- 
denly shoot up because of lack of 
proper “viscosity-control’”” valve ac- 
tion. 

You have to worry about maximum 
pressure developed when the burners 
handle fueloil heated to only 110°F. 
or 120°F., of course. To end these 
worries, you may have to arrange con- 
trols to run the burners more than 
usual during no-heat and low-heat 
periods. Such controls will be de- 
sribed later in this article. 


Oil-air Ratio 


Item seven includes primary-air and 
secondary-air adjustments and the re- 
sultant oil-air ratio in the combustion 
chamber during an attempted start-up. 


Too much air produces poor start- 
ing—even if you force the flame to 
ignite by using a large ignition torch, 
the flame would be white and skimpy. 
The simple way to avoid this trouble 
is to make a COz test of the start-up 
fame. Provide an oil-air ratio that 
gives you a reading of above 9% COz, 
and your early morning start-up will 
not be poor because too much air en- 


ters the firebox. 


Item eight has to do with control 
cycling for the oilburner during the 
building’s low-heat or no-heat hours 
which procede the important morning 
startup time for the burner. 

Bob's troublesome right-hand oil- 
burner, not serving a tankless water 
heater, simply remained idle too much 
at night, therefore could not get 
started mornings, 

“T installed a temperature control 
on the boiler,” Bob explained, “even 
though the boiler has no indirect water 
heater. The control is located as usual, 
lust below the waterline. But it does 
Mot start and stop the burner often 
enough at night to keep hot oil in the 








u : 
mer and to keep the suction line - 


Ww 1 
arm. I can’t set the boiler tempera- 


‘ure control any higher; that would 


P. J. Vanderlip, General Manager, tells why 
Power Heating & Air Conditioning, Inc., 


SWITCHED TO SELLING 


ROTARY 


OIL BURNERS 


ANY 
OweER MANUFACTURING COMP. 
Division of a 
Heating & Air Conditioning, Inc. 
aia 1239 Mechanic Street 


LANSING 12. MICHIGAN 
IWanhoe 4-4593 
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This frank opinion conveys, in a typical suc- 
cessful dealer’s own words, the advantages 
of selling Preferred burners. Attractive fran- 
chises are open to those who seek to handle 
the best in commercial and industrial heating 
equipment. 
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cause the boiler to produce steam all 
night. What can I do?” 

You do one of two things, I said. 

Install the temperature control on 
a steam main about five feet from the 
boiler, and set it at about 180°F. Every 
time the control circuit closes, the 
burner will run long enough to send 
steam to the location of the control. 
In the steam main, the control will 


. » « « Heavier No. 6 Oil 





cool off, with the burner idle, much 
more rapidly than an under-the-water- 
line control on a well-insulated boiler. 
To gain especially short oilburner 
“off” periods, remove insulation from 
the steam main, a distance of five feet 


‘each side of the control. 


The other thing to do is install a 
stoker hold-fire clock. On one job, I 
have such a clock with a one-hour dial 
that can be set to start the burner 
either once every half-hour or once 
every hour. Started, the burner runs 
three to ten minutes, according to how 


























WEBSTER 


ENGINEERING 


OMPANY 





representing Webster. 


Webster equipment. 


The 


TULSA 16, OKLAHOMA 


ton 


BURNERS and CONTROLS 


Nation-wide Sales and Service Offices 


No Webster Combustion Installation is ever 
an orphan. From original quotation to satisfactory 
operation the job is checked by an engineer 


Webster Burners and Controls are marketed 
through the district offices of Surface Combustion 
Corporation and many other exclusive agents. 
There is a Webster representative close to you. 


Thirty years of Combustion Experience 


Webster equipment comprises the most com- 
plete assortment of standard burners available 
from any single manufacturer. 


You can assure yourself of obtaining a modern 
and efficient combustion installation by specifying 


WEBSTER ENGINEERING 


Company 








Division of SURFACE COMBUSTION CORPORATION, Toledo, Ohio 
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you adjust the clock. 

Using either arrangement, the bum, 
er starts and stops much more ofte, 
at night than usual. That’s the big 
objective. Each time the burner start; 
it runs long enough for the boiler ¢; 
produce steam, that budges the under. 
the-waterline oil heater into special 
activity. Using either arrangement 
you make the burner run sufficiently 
at night to keep it and its suction ling 
warm enough for an early morning 
start-up. 

“Your two arrangements are both 
engineered to waste fueloil!” Bob a 
cused me. 

“Yes,” I admitted, “but the fueloi! 
wasted will cost much less than your 
many service calls have been costing 
the owner; he'll still use No. 6 fueloi 
at a cost much lower than switching 
to No. 5 fueloil. 

“Tve given you two ways to keep 
the burner running using No. 6 fuel 
oil. Your boss gave the owner two 
other alternatives. Continue using No 
6 fueloil, but adapt the boiler room 
to the new, heavy No. 6 oil by spend 
ing about $2,000 on improvements; or 
switch to No. 5 oil, which costs much 
more per gallon than No. 6 oil.” 

Item nine covers checking the com: 
bustion safety-controls to make certain 
they don’t turn off a burner that does 
start up properly. 


Draft Control 


Item ten covers draft-control equip 
ment. Especially on jobs having 
duced-draft blowers, make certain 
use draft-control set-ups that provide 
the proper, not excessive, draft for 
oilburner start-ups. 

Certain early morning start-up dif 
culties have been ended simply an! 
speedily by adjusting barometit 
smokepipe draft controls for excert 
ingly low over-fire draft. 


Firebox condition, item eleven, ob 
viously relates to proper burner state 
ups, especially cold start-ups. A butt 
er of excellent design, producing 4 
flame with few oil “strays,” ' 
have front-end firebox design 
fits the flame shape closely. If the fire 
box deteriorates, refractory 
no longer will be close to the point a 

(Please turn to page 102) 
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sNOW’FREE sidewalks without shovel- 

“ are enjoyed all winter by the 

Dewey and Almy Chemical Company, 

Cambridge, Mass., thanks to a snow- 

melting system that operates on the 

waste steam from the heating plant. 
The snow melting system, installed 

in 1946 when the company built its 

new administration building, consists 

of wrought iron piping laid beneath 

the 7-foot wide, 150-foot long front 

sidewalk. Heat for the system is pro- 

vided by oilfired heating boilers. 

Waste steam from 

the building heating 

system return line is 

piped to an exchang- 

et where it transfers 

its heat to 180 gal- 

lons of a combined 

wlution of water 

and permanent anti- 

freeze. A circulation 

pump moves the 

slution at 160° 
temperature, 

through the grids of 

the piping in the 

sidewalk. The sys- 

tem is put into op- 

eration whenever the 

weather forecast is 

for snow. 
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Clean, dry sidewalk and snow-packed street in front of the Cambridge, Mass., 
general offices of Dewey and Almy Chemical Company present a pleasing study 


er 


in contrasts to pe- 
destrians during 
the blizzards that 
are New Eng- 
land's lot in win- 
ter. Absence of 
snow, sleet and 
ice is due to 
wrought iron 
pipe snow-melt- 
ing system in the 
sidewalk. 


Mechanics of sys- 
tem, left, include 
a heat exchanger 
(left of picture) 
to which waste 
Steam is piped to 
give up its heat to 
a water - anti- 
freeze solution, 
and a circulation 
pump (right of 
picture) which 
moves the solu- 
tion through the 
grids of piping in 
the sidewalk. 


Heat for the sys- 
tem is supplied 
by oilfired boil- 
ers, left, which 
heat the building. 
Snow - melting 
system 15 
switched on 
whenever the 
forecast is for 
snow. 
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Tanks on barge of the Inland Naviga- 
tion Company, Vancouver, Wash., are 
filled, at Portland Harbor, with heavy 
fueloil with temperature of 145° F. 
Oil is to be shipped up Columbia 


River to Pasco. 


Inland's superintendent of petroleum 
operations E. R. Boyles, right, inspects 
tank covered with Foamglas insulation 
to keep oil warm enough for later 
pumping at destination. 


Oil arrives at Pasco after trip in freez- 
ing weather. Temperature is well 
above safety point for easy pumping, 
thanks to insulated tanks. 





Heavy Oil still warm and free flowing 
at end of freezing, three-day river Trip 



















HE PROBLEM that faced the Inland Navigation 

Company of Vancouver, Wash., was a poser: hoy 
to keep heavy fueloil, pumped into sinks at 145° p ip 
Portland, warm enough to be pumped easily from th, 
tanks at Pasco, Wash., after a three-day trip up th 
icy Columbia River in zero weather. 

High cost ruled out the simple solution of heating 
the tanks in transit. Instead, insulation was decide! 
upon but the choice of insulation was most important 
Water would be constantly spraying over the tanks 
Insulation that would absorb water or vapor quickly 
would lose its insulating efficiency. Sizing up the sity 
ation, E. J. Bartells Co., insulating contractor on the 
job, recommended FOAMGLAS, a prod 
uct of the Pittsburgh Corning Comp 
Being a cellular glass composed of ; 
mass of sealed air cells, the material 
impervious to moisture. 

Nine tanks, 28 feet long and 12 feet 
in diameter lie in the well of each 
barge. Twovinch layer of FOAMGLAS 
was applied to each with hot asphalt. 
On the last two tanks at each end 
where there might be danger of me 
chanical damage, a metal covering 
went over the insulation. 

Specifications for the job called for 
an insulation that would allow th 
barges to pick up oil in Portland Har 
bor at 140° F. and deliver it in Paso, 
250 miles and 72 hours away, at 100° 
F, At Pasco, the oil temperature wa 
found to be well above the safety 
point and it moved through the pump 
without difficulty. 
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YOU DEAL IN 
Combustion Equipment 


You Should SELL Draft Fans 
BECAUSE 


the Induced 
Draft Fan: 


@ Is Rapidly Superseding the 
Natural Draft Chimney 


@ Supplies the Final Link in 


@ Belongs in the Combustion 
Family 


WHITTY 


INDUCED DRAFT FANS 


18 Sizes for every Commercial-Industrial Need 


SEND FOR BULLETINS: 


WHITTY COMPANY INC. 


Boston 34, Mass. 
BUILDERS OF BOILER DRAFT EQUIPMENT SINCE 1929 


the Chain of Automatic Firing 





steps 


to Better 
Measurement 
of Tank Contents 


the PETROMETER 


Tank Gauge offers you 














86 Western Avenue 

















Automatic Oil Burners 


ELECTRONICALLY 
CONTROLLED 


* Electronic 
Combustion Safe 
Guard Controls 

* 3to 30 G.P.H. 
capacities 

* Fully mounted & wired 

* Less controls... more 
protection... 
greater flexibility 

* Safe start—no puffs— 
no flare back—no 
unburned oil 

, Successful record of 
installations 






ihe speed and sensitivity of electronics makes possible 
mmediate recycling along with fast and positive 
fesponse. The Radiant Electronically Controlled oil 
burner $ are designed to meet the safety and protection 
Tequired for industrial and commercial use. 


r complete literature on all Radiant products. 


g°ADIANT UTILITIES CORP. 





’ 18th Ave., Brooklyn 14, N. Y: 


oil 





the convenience of Remote Reading plus 
| these four extra features: 


| SIMPLE, TROUBLE-FREE DESIGN + -° * No complicated 
| and troublesome pulleys, springs, or 
other mechanical or electrical gadgets 
—the Petrometer gauge operates on 
the principle of static pressure—a prin- 
ciple that is as unfailing as the law of 
gravity. Its operation is similar to that 
of the familiar U-tube. Simple, rugged 
and dependable. 











CONSTANT ACCURACY ° ° © The large vertical scale 
on the Petrometer gives you constant, 

Z accurate readings. The red liquid col- 
umn is clearly visible—moves up and 
down as contents vary, just like the 
liquid level in your tank. 


cf 


¥vynmArIanz— 


INTERCHANGEABLE SCALES + * ~< The scale on the 

Petrometer is readily removed or ad- 
justed to correct for tank pitch or when 
changing liquids. No tools are needed. 





EASY INSTALLATION « ° °* Gauges can be installed on 
tanks above or below the ground and 
up to % mile away. The tank assem- 
bly for the gauge can be installed 
even when the tank contains liquid. 
It can also be fitted in the tank sep- 
arately to complete the tank work and 
the gauge connected any time later. 
Just tighten one simple connection and 
installation is complete. 























| Send for Bulletin 
PH today. 


PETROMETER CORPORATION 


43-22 TENTH ST., LONG ISLAND CITY 1, N. Y. 
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COMMERCIAL & 
INDUSTRIAL 








oilburning 

















































which the oil-air mixture first starts 
burning. Start-ups therefore may be- 
come unsatisfactory. The design of 
commercial-industrial fireboxes, a high- 
ly important subject in itself, will be 
covered by a feature article in a fu- 
ture issue of FUELOIL & Oi HEAT. 
Boiler-room air inlets are included 
in the list mainly because certain boil- 
er rooms are too well ventilated. They 


. Heavier No. 6 Oil 





Weatherall 


OIL BURNERS 
Sell Easier & Profit You 





Here's why! 
@ Uses a fuel costing 30 to 40% 
less. 


®@ Uses a fuel containing more 
heat units per gallon. 


@ Approved by Underwriters 
Laboratories and Board of 
Standards & Appeals, New 
York City for #5 fuel oil. 


Write for details today 
WEATHERALL ENGINEERS INC. 


478 Smithfield Ave., Providence 4, R. 1. 








therefore chill greatly nights, and early 
morning oilburner trouble is the re- 
sult. I ended such trouble easily in one 
relatively small boiler room which had 
a four-foot by four-foot fresh-air 
opening to admit air for the 90 gph 
flame in the boiler. True, the flame 
needed much air—when burning—I 
emphasized. But when not burning, it 
needed no air. I had motor-operated 
damper installed to close the big open- 
ing when the burner stopped, and to 
open it when the burner started. Safe- 
ty interlocks were provided to prevent 
continued oilburner operation with 
the damper closed. That took into ac- 
count possible failure of the damper 
motor to open the big air-inlet damper 
properly. 

A brand-new source of help for be- 
leaguered servicemen, struggling hard 
to keep burners running using heavy 
fueloils, is the Proportioneers Division 
of B--F Industries. This organization 
makes the Proportioneer in-line blend- 
ing system. Used by a fueloil supplier 
who has storage tanks for only No. 2 
oil and No. 6 oil, this system permits 
pouring into fueloil delivery trucks 


COP OAC RHE TCHBReKeeaegtevnsoacve eee dD 


any ratio of the two oils. Helped by 
such a system (the oilburner own, 
must buy oil from a company whic, 
has the Proportioneer system) a gery, 
iceman can suggest that a troublesom, 
No. 6 oilburner installation } 
switched temporarily or permanently 
to a mixture of, for example, 20% No 
2 fueloil and 80% No. 6 fueloil—, 
to a blend of any other Percentage: 
the serviceman sees wise to recommend 
Tremendous flexibility in the type 
of fueloils available for trouble job; 
comes of use of the Proportioneer 
equipment. Now an oilburner owner 
can buy No. 6 oil thinned slightly, 
moderately, or greatly by No. 2 oil 
In effect, the fueloil can be custom 
matched to an installation. 


eoteeoveves eevee SCS eoee eee er enn 


Four panel members and Chairma 
Friz Streiferd, Industrial Fuel Oi 
(right) hold a pre-meeting discussion 
at Boston Museum of Science before 
addressing 250 plant engineers in sec: 
ond annual industrial oilburner clinic, 
Others are, left to right: Willard Far. 
rell, H. B. Smith Co.; J. E. McCafferty, 
Petroleum Heat & Power Co., Boston; 
Robert Cook, Minneapolis-Honeywel| 
Jess Crews, Petro Div., Iron Fireman. 


Boiler maintenance, rotary oilburner 
operation, control functions and mod: 
ernization were discussion topics, 


























TODD SERIES “B” 


TODD 


COLUMBIA AND HALLECK STREETS, 








HAVE You SEEN THE NEW 


ROTARY BURNER LINE? 


DEPT. 4, PRODUCTS DIVISION 
SHIPYARDS CORPORATION 


BROOKLYN 31, 



















N. Y. 
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GABRIEL...Builders of Fine Boilers 


..For MANUFACTURING, PROCESSING and 


SERVICE INDUSTRIES... 


@ SCOTCH MARINE @ TWO PASS FIREBOX @ VERTICAL 
TUBE @ TUBELESS @ HORIZONTAL RETURN TUBE. 
15-225 lb. Pressures... 


September 
1957 





for Oil, Coal, Hog Fuel and Gas Fuels 


Write For Name of 
Nearest Distributor 


GABRIEL 
BOILER CO. 


1428 N.W. 14th AVENUE © PORTLAND'S, Ot 
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le jobs Management can help the lems,” swells up to a resounding re- ganization promotes and facilitates a 

tioneer Se ine Manavers Grou frain, most companies seem to be cast- constant interchange of ideas and in- 

owner = ane P ing about for ways to improve their formation among the men directly re- 

lightly Charles C. McAlpine, service mane vice departments. Yet one of the — sponsible for service in the oilheating 

2 ol ager, Morton Oil Co., Malden, Mass., rose realistic and obvious solutions to _ business. Its very reason for being is 

ustom, and vice-president, National Associa- improvement in the service depart: to improve and upgrade the quality 
tion of Oil Heat Service Managers, rent too often is overlooked. The of service rendered to the public. 
submits the following observations 0 local Service Manager’s Club could The fact is that most of the com- 

sion indicate how management can stimu — hold the answers to many problems panies in this area which have out- 

1 on gM membership in local service man- hich are plaguing service depart- standing service departments have 

cussion agers groups. And, incidentally » he ments. service managers who belong to the 

—_ explains how such membership helps Management could give no bigger _— local service manager's association. 

= management, too. boost to the service department than These companies try to improve cus- 

afterty, IN THESE DAYS when we hear so much encouraging and fostering the active tomer-company relations and constant- 

on about competition from gas and the — membership of the service manager in ly investigate to see what other com- 

“a lament, “They have no service prob- the Service Manager’s Group. This or- panies are doing to improve their own 
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@ MODELS AVAILABLE FOR EVERY 
HEATING APPLICATION 


@ CHOICE OF GLASS OR METAL BOWLS 


@ BUILT-IN SHUT-OFF VALVES 
AVAILABLE 


@ EXCLUSIVE CHEMISTONE FILTER 
ELEMENTS 


FF-530V 
/ (Metal Bowl 

with Shut- 

wash No matter what kind of an oil burning installation you're 
selling or servicing, there’s a time-proved, customer- 
: , satisfying Klemm Fuel Oil Filter to keep 
ICAL | el 7 it running . . . and running right. That’s 
aE. CHEMisToNE ® why it pays to insist on genuine Kiemm 


Fuels ELEMENT... Filters — “Millions Since 1932.” 
True Filter, FF-430G 


not a strainer: = (Glass 
exclusive with | iii Bowl) 
“lemm. 


: : Klemm PRODUCTS 


MMtie Mme) .@ 8.1, me Vong el, Leong a's-an 1) tele, Sloug- mere) iis -t. bd 


1722 North Damen Avenue, Chicago 47, Illinois 
EXPORT: Guiterman Co., Inc., New York 4 * CANADA Elgee, itd 





Gy) APPROVED MODELS AVAILABLE 





Toronto 





Bulk Plant Cuts Loading Time 60%! 








Modernization Improved Efficiency, Eliminated Shortages . . . 


R. L. More & Son operate a bulk plant in Vernon, Texas, that 
supplies fuel to three of their own stations and to commercial. 
oil field and farm accounts. The plant was a gravity flow instal- 
lation without meters. Shortage ran as high as 12.000 gallons 
per year due to overfilling and it took 45 minutes to fill a 1.100 
gallon truck. 

In 1955 the plant was modernized with the installation of 
meters at the loading racks and Marlow vertical self-priming 
pumps put in to speed gravity flow. The six Marlows were 





Shown above are four of the six Marlow Straight-through piping design simplified in- soy iew, Tex 
Model 20 EVP-9 pumps used to speed grav- stallation of the Marlow self-primers in the Morton Grove, Illinois Longv ns 
ity flow from storage tanks to loading racks. gravity flow lines of seven tanks. In Canada: PUMPS & SOFTENERS LTD., LONDON, 
September 
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easily cut in on the lines from each of the plant’s seven tanks, 
A larger Marlow is used to unload transports. Now with the 
program complete. there are no shortages and it takes only 
fifteen minutes to fill a 1.100 gallon truck. The plant now 
handles an average of 100,000 gallons of regular and Ethyl 
gasoline per month. 

If you have a problem in handling petroleum produets, s 
your Marlow dealer for the answer. Write today for illustr 


ted Bulletin PM-06. 
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: Midland Park, N. J. 
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Under the most familiar emblem in the industry —the 
mack bulidog—are the powerplants that are sparking 
the major swing to Mack in the large-capacity 

truck field. Mack Thermodyne® Diesel engines, for 
exomple, have set record after record for 

fyel economy and long life in fleet after fleet. 





Macks earn more... get more done... because 
PART FOR PART, MACK TRUCKS ARE THE BEST BUILT 


Take Mack-built engines! 

Mack gasoline and diesel engines are designed ex- 
pressly for the trucks that are winning world-wide 
fame for superior performance. 

Power? Mack gasoline engines range from 107 to 
206 hp, produced at conservative speeds. Mack 
diesel engines give 170 hp at 2100 rpm. . . 205 hp 
with turbocharging. Stamina? Mack engines often 
clock up to 200,000 miles and more without major 
overhaul. Fuel economy? Ask any Mack owner— 
we'll give you names. 

And only Macks have Mack-built engines! 
Only Macks have the incomparable Mack-built trans- 
missions, axles, cabs and frames. In fact, no other 
ttuck is built like a Mack, stands up like a Mack, 
o has the low-upkeep, high-performance, higher 
earning power of a Mack. Mack Trucks, Inc., Plain- 
field, New Jersey. In Canada: Mack Trucks of 
Canada, Ltd. 








Here's what makes 
Mack engines the 
finest of their kind 


Timing gears that never 

wear out. Husky crank- 

shaft with large main and 

crank bearings for extra 

strength and stiffness, con- 

necting rods angle-split for 

withdrawal through cyl- 

inders. Hollow crankpins 

for smoother, cooler run- 

ning. Unmatched heat 

transfer achieved with full length water jackets, plus applica- 
tions of jet-directed water flow at valve ports and sodium- 
mercury cooled exhaust valves where needed. Exclusive Niferite 
alloy for valve-seat inserts. And many other features for su- 
perior operation. 

And, in addition, on Mack Thermodyne Diesel engines. . . 
Exclusive Synchrovance (on 170-hp engines) which automat- 
ically advances or retards fuel injection for fast, sure starts 
and smoother running. Precision-built, exceptionally rugged, 
multiple-unit injection pump. Optional air starting and exhaust 
braking that increases engine retardation by 50%. 








MACK 
firs? name for 
TRUCKS 





set-up. To them, the Service Man- 
ager’s Club becomes a channel of 
valuable assistance. 

When you get 20 or 30 service 
managers to sit down to dinner once 
a month and discuss the things that 
make for better service and under- 
standing among each other, manage- 
ment and the oil industry benefits. 

We are indeed fortunate in the 
Boston Area to have a very active 
Service Manager’s Group, with about 
40 companies represented. An ex- 
change of ideas is healthy for the oil 


heat industry. We have had service 
managers from New Hampshire and 
Connecticut drop in to check on our 
service and record system. Not only 
are visitors welcome, they are en- 
couraged to attend. 

As one tangible step in the improve- 
ment of any service department, I very 
strongly urge management to encour- 
age membership of service managers 
in the local service manager’s associa- 
tion. If there is not a local association, 
encourage and support the service 
manager if one is organized. In fact, 





he very well could help to form one 

Only if management is interesteg 
in seeing that the service manager jg 
given every opportunity to receive the 
information and interchange of ideas 
available through membership in the 
service manager's association, can this 
association hope to accomplish the ob. 
jective for which it was organized. 

Further proof of this idea is the 
many conferences attended by mem. 
bers of the oilheating industry, includ 
ing service managers, management and 
dispatchers. 

Now most of us find we also are 




















Heat-Resisting 
Sheared to Size 





Advantages of Heat-Resisting 
Steel Combustion Chambers 
@ No breakage in shipment 
or handling 


@ Lighter weight lowers 
freight costs 


@ Quicker heating— 
greater efficiency 


@® Cleaner heat— 
b better temperature control 








Save time and money by fabricating your 
oil burner combustion chambers from 
sheared-to-size Ingersoll heat-resisting 
stainless steel. 


This special steel is correct in analysis 


to withstand high temperatures . . . con- 
sistently uniform in quality . . . and has 
exceptional forming characteristics. 


Ingersoll will custom shear it to your 


specified blank sizes, or multiples thereof 
(depending on size). And Ingersoll’s 
flexible facilities are geared to handle 


large jobs or small ones with speed and 
precision. 


a ae 
WOR mel 


b 


BG WARNER 


Write, 
wire 

or phone 
for details 
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Ingersoll does not fabricate combustion chambers 


Ingersoll nc teaieae 


Borg-Warner Corporation 
New Castle, Indiana 


going into the cooling field. Again, | 
strongly urge management to encour. 
age the participation of the service 
manager in any meetings or confer. 
ences that will increase his knowledge 
in this field. 

Remember, you have no service 
problems which somebody else hasn't 
had—and they are all discussed at the 
Service Manager’s Club meetings. 
| 





Pump-out Truck speeds 
tank replacement Jobs 


“WE'VE speeded up replacements of 
| 275-gallon tanks in our area with the 

use of the pump-out truck shown in 

the accompanying pictures,” reports 
| Tom Gough, Griffiith-Consumers Co, 
| Washington, and secretary, Nationél 
| Association of Oil Heat Service Mar 
agers. 
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“And you know what, boss— 
we could have skipped this trip! 
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Call a fast halt on truck trips to customers who don’t need fuel! 


Degree day or calendar day delivery scheduling, done the 
Burroughs Sensimatic way, pinpoints customers’ fuel require- 
ments, lowers the boom on wasted truck trips, assures maxi- 
mum delivery every stop. 


And a Burroughs Sensimatic really goes to town on your 
accounting and billing setup. It simultaneously prepares 
customer statements and delivery records, shows location of 
customer delivery schedules, automatically figures and 
records next delivery day, accumulates total fuel delivered by 
each driver. No time wasted rehandling figures, no duplicate 
records needed. 


Gear your business to maximum efficiency, maximum 
economy the Burroughs Sensimatic way. Call our nearby 
branch office for details and demonstration. Or write Bur- 
roughs Corporation, Detroit 32, Michigan. 


“Burroughs” and “Sensimatic” are trademarks 


=e Burroughs Sensimatic 
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The Postman 4 Busy These 
Days... 


Delivering Copies of 


“Better Oilheating” 


Oilheating men know a 

good thing when they see 

it and that's why they are 

buying copies of BETTER OIL- 

HEATING in quantities that 

will use up our supply faster than 

anticipated. If you haven't or- 

dered your copy we suggest you 
do so at once! 

This collection of articles from Fueloil 

& Oilheat and its predecessors, is with- 

out a doubt the most valuable ever put 

together under one cover. Take a look 

at the contents: 





$2.00 A COPY 
es 











Fireboxes: First-rate Fireboxes ; Facts about 
Fireboxes ; Hot Flames. 


Draft: Solving draft Problems. 


Wiring: Locating wiring Defects ; Handling 
electrical Trouble. 


Motors: Keep ’em rolling (Parts I and II). 


Pumps: Handling oil pumping Trouble; 
Service on two-stage Pumps; Service on 
automatic Valves; Service on pump 


Glands. 


Efficiency: What COz means; Brass Tacks 
of combustion Testing ; What? No Instru- 





ments?; Know COs from IOU ; Five Ways 
to figure gph Rates; Effects of firing Rate 


Controls: Principles of electric Relays; 
on Cost. 


Motor-starting Relays; Electrical test 
Benches. 
Heating: Shortcuts to heat loss Data; It’s all 


Nozzles: Handling nozzle Trouble; Bench in the Venting. 


Tests for Nozzles. 


Baffles: Proper Baffles save Oil; More Heat 
per Gallon. 


Water Heating: Plenty of Water; Low-cost 
hot water. 


Bound in attractive heavy paper cover, 8/2" x11". Over 100 text pages and 125 illustrations 
besides numbers of tables and short service hints. 





® fuelcil & oil heat, 2 West 45th St., New York 36, N. Y. 
sie HS 8 A 
No other book Send Yes Please send me .......... copies of Better Oilheating. 
; eee one ; My remittance of $............ is enclosed. 
can give you I to 
; fueloil & Raith sir Prac pipe mace shape ad done dedicate ee Boece a cee oe 
so much for olthont ” 
| Gamma: 6s ils soi see eee PaO: i. cece os oo eae 
so little! | 2 West 45th St. 
| New York 36, Pama hee ee a RS ie ee Ooh eo pass ekie. gi 
Order Your Copy Today. I N. Y. 
| 15 RR ae Seal RENTON ee LORD... SIMD ccccecce seo coerw epee 















September 


na 1957 





il 


A 
- 
a 
fa 
& 
te 
a 




























© top-quality fuel oil 

¢ expert heating oil service 

¢ greater customer satisfaction 
With “Certified Comfort” the Shell Fuel Oil 
Dealer pledges to provide top-quality heating oil 


and at the same time assures his customers of 
premium service, such as degree-day system de- 
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week 





What’s new in this familiar picture? 


You're right! It’s the “Certified Comfort” emblem 
—symbolizing the new way Shell Fuel Oil Dealers 
are building bigger sales volume. 

The Shell “‘Certified Comfort” Plan basically 
provides these three outstanding benefits— 


liveries, anti-corrosion treatments of fuel tanks 
and metered delivery receipts. 


A full-scale advertising program has been pre- 
pared for Shell Fuel Oil Dealers to help them 
familiarize home owners with the benefits of 
“Certified Comfort.” It makes use of television, 
radio, outdoor, newspapers and direct mail. The 
complete program is available to all Distributors 
of Shell Heating Oils upon request. 


Contact your local Shell representative today 
for complete information—and remember, the 
“Certified Comfort” Plan is a Profit Plan for 
Shell Fuel Oil Dealers. 


SHELL OIL COMPANY 


dloil 





From the largest manufacturer of cen- 
trifugal pumps come these rugged, com- 
pact Motorpumps, designed specifically 
to meet your requirements for faster, more 
economical liquid fuel transfer. 


Motorpumps are self-contained units, easy 
to install, and they operate at peak 
efficiency with a minimum of mainte- 
nance. For years Ingersoll-Rand Motor- 
pumps have set the standard for design 
and construction and for unmatched 
performance. 


Get the story today on how Ingersoll- 
Rand Motorpumps can speed your opera- 
tions, speed up your deliveries—increase 
your profits—at no increase in operating 
costs! Contact your Ingersoll-Rand branch 
or dealer or write for latest bulletin. 


MOTOR PUMme 
by Ingersoll-Rand 


11 Broadway, New York 4, N. Y. 


9-650 
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power pumping with motorpump 


Sizes from “4 
to 75 horse- 
power—5 to 
2800 gpm 


capacities 











“Due mainly to the age of some 
tanks in and around Washington,” he 
goes on, “we find we are replacing ; 
number of them; some are 2) years 
old. We just about keep one 2-may, 
crew busy replacing oil tanks 

N, we've 
put together a pump-out truck x 
shown, equipped with a stationary 
275-gallon tank. We have éibeer 
take-off from the truck motor sade 
pump that will displace 75 gpm, piped 
and valved so that it will pump either 
to the truck or back to the basement 
tank. 

“The truck has a reel and 125 ft 
of hose, long enough to reach prac. 
tically any basement and also is large 
enough to carry two additional 275 
tanks and fittings to do the complete 
job. 

“If nothing else, we've found that 
this equipment saves us many hours 
of lost time in waiting for a pump- 
out truck and reduces customer in: 
convenience considerably.” 


OG 

The Boston Machine Works Co, 
Lynn, Mass., manufacturer of the Boy 
Maco line of oilheating supplies, has 
appointed Cecil W. Roberts as its new 
representative for North and South 
Carolina and Virginia. 


McCotter and Sons Co., Milwaw 
kee, Wis., has been appointed sales 
representative in eastern Wisconsin 
by L. J. Wing Mfg. Co., Linden, 
N. J., for Wing revolving unit heat’ 
ers, fans, blowers, draft inducers and 
steam turbines. 


Three representatives for the sale 
of Purolator oilburner and oxidizer 
filters newly announced are: Product 
and Sales Development Associates, 
Chicago, Ill., for Ohio and the coun 
ties of Adams, Brown, Morgan, Sange’ 
mon, Macon, Piatt, Champaign and 
Vermillion, Illinois; W. 1. Negle Co 
Pittsburgh, Pa., for West Virginia; 
Garrett and Allegany counties 
Maryland, and Potter, Clinton, Cen: 
tre, Huntington and Franklin counties 
of Pennsylvania; The Halberg Co., 
Brooklyn, N. Y., for Manhattan, 
Queens, Kings, Nassau and Suffolk 
counties, New York. 
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Calendar of Coming Events 


SEPTEMBER 

4- 6—Oil- Heat Institute of America, 
Board of Directors meeting, The 
Homestead, Hot Springs, Va. 

11-13—National Petroleum Assn. 55th 
annual meeting, Traymore 
Hotel, Atlantic City, N. J. 

13-14—Michigan Petroleum Assn., Ho- 
tel Grand, Mackinac Island, 
Mich. 

18-19—Ohio Petroleum Marketers Assn., 
fall conference, mmodore 


Perry Hotel, Toledo, Ohio. 


22-24—Pennsylvania Petroleum Assn., 
annual meeting, Pocono Manor 
Inn, Pocono Manor, Pa. 


22-25—American Institute of Wholesale 
Plumbing & Heating Supply 
Assns., Waldorf-Astoria Hotel, 
New York, N. Y. 


OCTOBER 


6-10—astM—Committee D-2 meeting, 
Sheraton-Park Hotel, Wash- 
ington, D. C. 

13-16—American Petroleum Credit Assn., 
33rd annual conference, Mark 
Hopkins Hotel, San Francisco. 

13-16—Empire State Petroleum Assn., 
Lake Placid Club, Lake Placid, 
N. Y. 

13-19—Oil Progress Week. 


16-17—South Dakota Independent Oil 
Men’s Assn., convention, Alon- 
zo Ward Hotel, Aberdeen, 
South Dakota. 
16-20—apP1 Division of Marketing, Mar- 
keting Research Committee 
meeting, Camelback Inn, Phoe- 
nix, Arizona. 
17—Virginia Petroleum Jobbers Assn., 
Hotel Roanoke, Roanoke, Va. 
17—West Virginia Petroleum Assn., 
annual meeting, Daniel Boone 
Hotel, Charleston, W. Va. 
17-19—Tennessee Oil Men's Assn., an- 
nual meeting, Peabody Hotel, 
Memphis, Tenn. 
20-22—National Assn. of Oil Equipment 
Jobbers annual convention and 
trade show, Hotel Peabody, 
Memphis, Tenn. 
20-23—North Carolina Oil Jobbers Assn. 
annual meeting, The Grove 
Park, Asheville, North Carolina. 
24—Plumbing & Heating Industries 
Bureau, Annual Meeting, Pal- 
mer House, Chicago, Il. 


NOVEMBER 


11-14—apI 37th annual meeting, Conrad 
Hilton Hotel & Palmer House, 
Chicago, Ill. 

11-14—apy Marketing Division annual 
meeting, Congress Hotel, Chi- 
cago, Ill. 

13-15—National Association of Oil 
Equipment Jobbers, Manage- 
ment Institute, Ohio State Uni- 
versity, Columbus, O. 

18—Air-Conditionin and Refrigera- 

tion Wholesalers annual meet: 
i Sheraton Hotel, Chicago, 


18-21— Air-conditioning and Refrigera- 
tion Industry 10th Exposition, 
International Amphitheater, 

hicago, Ill, 


18—20—National Heating & Aircondition- 
ing Wholesalers, Inc., Annual 
Convention, Morrison Hotel, 
Chicago, Iil. 


18—20—National Warm Air Heating and 
Air Conditioning Assn., annual 
convention and committee 
meetings, Hotel Morrison, Chi- 
cago, Ill. 


DECEMBER 


4~- 7—National Association of Plumbing 
Contractors, Committee and 
Board Meetings, Shoreham Ho- 
tel, Washington, D. C. 


JANUARY 1958 

19-23—National Association of Home 
Builders, | Convention-Exposi- 
tion, Conrad Hilton and Sher- 
man Hotels, Coliseum, Chicago 

27-29—American Society of Heating and 
Air-Conditioning Engineers, 
64th annual meeting, Pittsburgh. 


APRIL 1958 

14-15—National Heating and Aircondi- 
tioning Wholesalers, Inc., 
Spring meeting, Atlanta Bilt- 
more Hotel, Atlanta, Ga. 


DECEMBER 1958 


1— 3—National Heating and Aircondi- 
tioning Wholesalers, Inc., Fall 
convention, The Carter Hotel, 
Cleveland, Ohio. 
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Sinclair’s 
Four Ways to Help You 


BOOK MORE BUSINESS 








STEADY |: 
SUPPLY |: 


2 










Sinclair Heating Oil is kept at the 
peak of trouble-free performance 
through continuous research 

and improvement at Sinclair’s 
laboratories at Harvey, Illinois. 


Hard-hitting advertisements 
promote Sinclair Heating Oil 
for Sinclair Suppliers. Ads 
run where they count most — 
at the local level. 


New profit-making sales ideas 
are presented in a special sales 
training program. 


Sinclair’s tremendous. produc- 
tion and storage facilities 
guarantee Sinclair Suppliers 

a dependable source of supply. 


= “Get the most out of your business 
|» with Sinclair Heating Oil containing 
~* RD-119®. Write today for details. 
Sinclair Refining Company, 600 


Fifth Avenue, New York 20, N. Y. 





HEATING OIL 
with RD-I1I9 
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TIME FOR A CHANTE | 


Cpreproywoprowoywosop opowowos or oyrooysoyroywoyiogs — | 




























New Products 


Each New Products item has an identifying number 
If you want more information on any equipment described 
ei here send the coupon on page 130 to FUELOM & Op 

5 ite am = P — Heat, 2 West 45 St., New York 36, N. Y., and iden. 
»-=22to tify the product by circling its number on the coupon, 


U * &, = CA R L 8 IE Excel pot Burner water Heater 


the MODERN le can be furnished in four Sizes 








EXCEL water heaters, equipped with vaporizing oilburn- 
. You're in ae with the times with sitenmaioae ers, are offered in four sizes with storage capacities of 
ere’s a natural for selling replacement oil burners 30, 40, 50 and 65 gals. All are de- 


to the thousands of home owners and business pro- : d for 34" h Se ee 
prietors “getting by” with worn out, fuel-wasting signed for 44” hot water piping an 
heating equipment. 1” cold water openings and drain 
Featuring High Temperature Combustion Head pipes. The two smaller sizes use 7” 
(Shell Head), hailed as the greatest contribution to burners, the 50 gallon size has an 8” 
oil burner efficiency in 25 years. U.S.-Carlin offers 


burner and the largest model is 
these BIG advantages... Pe. ° : 


shipped with a 10” burner. 





* ENGINEERED FOR TODAY'S HIGHER B.T.U. FUEL OILS Recovery rates for the two smaller 
* BALANCED AIR-OIL MIXTURE * UNIFORM, CONE-SHAPED FLAME sizes are 30 gph at 80° temperature 
* 400°-600° HIGHER TEMPERATURE * CLEAN, SOOT-FREE FIRE rise using 900 cc of No. 1 oil per 
* EASY TO SERVICE, QUICK ADJUSTING * FUEL SAVINGS TO 36% hour; the 50 gallon size recovers 40 
gph at 80° temperature rise with 1,000 
Get the complete U.S.-Carlin story and get your cc of No. 1 oil per hour and the 65 gallon size has a re 
share of profits in remodeling — and new building, covery rate of 60 gph through 80° with 1,440 cc of oil per 


too. Contact your wholesaler or write ‘us today. hour. Each is furnished complete with an automatic, snap: 


action type control. 
Made by: Excel Co., 129 S. Front St., Dowagiac, Mich. 


The U.S.-Carlin line includes a wide Circle El on coupon, page 130 
range of models, both pedestal and 
flange mounted, for every No. 2 















fuel oil installation. Capacities General Electric fan & limit Switch 

from 0.50 to 20.00 G.P.H. Bulletin Half the Size of previous Models 

123-R56 gives complete specifica-. 

tions. Ask for your copy. A FAN and limit switch 50% smaller than previous models 






has been developed by GE for oilfired domestic heating 
systems. Combined in one en- 







closure are the necessary com- 






ponents to control the fan or 
blower operation and also act 
as a safety limit control. 






MODEL 
150SF-2 




















Completely exposed bi 
metallic elements of the: de- » ™ 
sce ell vice occupy a minimum amount of space and are gt” 

BECAUSE to give fast response. A captive screw in the cover make 

WETHERSFIELD, CONNECTICUT THEY EXCEL installation easy, and two screws are all that are needed 
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Before the After the 
TACO Universal Flochek 7 TACO Universal Flochek 


; — : ' But those days are gone forever, thanks to 
It's a sorry situation when the job require- the Taco Universal FLOCHEK. 
ments change and call for a horizontal 
flow valve when you've brought along an 


















a fe’ You always have the right valve because 






| per angle valve. It means a costly loss of time. & the Universal is good for both angle or 
nap’ ‘A horizontal installations. To be safe, be 
: sure to buy and install taco Universal 
fich. Flocheks, the TWO-IN-ONE valve. 
WHOLESALERS 
del ... Stock just one valve . . . raco Universal 
ting Flochek . . . cut inventories in half ! 
Better Heating 
Better with Taco 

TACO HEATERS INCORPORATED 
ned 1160 Cranston Street, Cranston 9, Rhode Island 
| 342 Madison Ave.,N.Y.17,N.Y. * il 1 c 
kes ison Ave.,N. Y.17,N.Y. * 4 Gilead Place, Toronto 2, Can. 
ded 
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\ x 3 REY SSX 
Sa 


A COMPLETE PACKAGED KOVEN 75” is a quick 
UNIT ALL WIRED AND rTcHiatem oLaehitmutel diate mm fell t-1 a 
ASSEMBLED READY FOR it is engineered to provide 
FAST INSTALLATION low-cost heat and plenty of 


e rust-free hot water. 


AN UNBREAKABLE FIRE Fits through a 30-inch door in 
DOME COMBUSTION easy one-man handling crate 
CHAMBER ENTIRELY 

SURROUNDED BY WATER a 


r) A 
A SINGLE PANEL FOR 4 


ALL SAFETY CONTROLS 


Nationally 
HEALTHY a Adve 4 
WATER A avertisec 


WATERFILM BOILERS, INC. a division of 
Li ©. BOWEN &€ 82GC. Th EG; 


154 OGDEN A¥VE., JERSEY CITY 7, NN. J: 
PLANTS: JERSEY CITY, N. J. * DOVER, N. J. * TRENTON, N J 
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. . « « New Products 


for mounting the control on the furnace. Either standard 
screw-type or quick disconnect terminals are available 
with the new control. 

Standard wiring conduits can be accommodated by 14" 
knockouts in both top and bottom of the unit. Exact re. 
quirements of furnaces can be met by calibration of the 


unit at the factory, providing a permanent setting of the 
switch. An adjustable limit knob is also available in addy | 


tion to the adjustable “fan off” setting. 
Made by: General Electric, Schenectady 5, N. Y. 


Circle E2 on coupon, page 130 


General has corner Connectors 
for Baseboards in three Angles 


READY-TO-INSTALL corner connectors for hot water base 
board heating systems have been an- 
nounced by General Fittings in 45, 
90 and 180 degree angle bends. 
All are %” male pipe thread by 
¥%,” O.D. compression sleeve brass or 
aluminum unions. The fittings require 
no sweating. ali 


Made by: General Fittings Co., East Greenwich, R. | 





Circle E3 on coupon, page |30 


10-ton Chiller added to Brown 


MonoAqua airconditioning Line 


A 10-TON CHILLER, completely factory assembled and 
charged with refrigerant, has been added to the Brown 
MonoAqua airconditioning line. All wiring is housed in 
a terminal box making for easy installation. The Mono 
Aqua line now includes 2 and 3 hp sizes, air-cooled, as 
well as 5 to 25 ton sizes, water-cooled. 

Made by: Brown Products Company, 97-12 Metropoli- 
tan Ave., Forest Hills, N. Y. 


Circle E4 on coupon, page 130 


Sterling adds condensation Pump 


for Boilers rated 3,000 sq. Ft. 


STERLING'S #4223-E condensation pump is an addition to 
its #4100-4200 series, designed for boilers rated at 3,000 
sq. ft. and smaller, at dis- 
charge pressures up to 20 lbs. 
psi. Occupying 1.6 sq. ft. of 
floor area, the new model has 
a 5-gal. cast-iron receiver and 
float switch and can be ad- 
justed for maximum “draw” 
of 3 gals. and a minimum of 
0.7 gals. per pumping cycle. “ 
Built with 4% hp, 1/60/115-230 volt motor, available 
in 3/60/220-440. Float switch is standard; make-up watet 
valves are available at no extra cost. 
Made by: Sterling, Inc., 3738 N. Holton St., Milwaw 
kee 12, Wis. 
Circle E5 on coupon, page | 30 








September 
1957 















i 
\' 





Low 
sons 
on | 
their 


Nin 
sho 
the 




































11 meters at Esso Standard Oil Company’s Waltham, Mass. 
terminal are Red Seal Remote Control units, speeding load- 
ing of several trucks simultaneously. Busy meter often handles 


150,000 gallons per day. 


low maintenance costs and good local service are the two big rea- 
sons Independent Gasoline & Oil Co., Rochester, N. Y., standardizes 
on Red Seal meters for all new purchases. Independent bought 
their first Red Seal 8 years ago, now have them on 22 tank trucks. 


How others get a better measure of profit... 
with 


Nine Red Seal meters in Mt. Vernon Bulk Plant of Cities Service 
showed so little wear after 17 years it was decided to keep them on 


the job... converted to Print-O-Meters. Here’s solid proof that you Neptune 


can rely on your Red Seals to hold steady as a rock between tests. 


4 tie Br’ ‘ . Mete rs 





Arua ig 
Jae, ee 


10 years’ personal experience with Red Seal meters . . . logging 
an excellent record for accuracy with little trouble . . . is cited 
as the reason Ferguson Oil Company has standardized 100% 
on Red Seal Print-O-Meters for tank trucks and bulk plant both. 


“Big Four” for bulk plants and terminals are these 2”, 3, 4” 
and 6” Red Seals . . . sized to give you the utmost in sustained 
accuracy and economy for any rate of flow, 20 to 1000 gpm. 












In Every Field 
there’s ONE Leader! 






in Furnace 

Cleaning the Leader 
is the PULLMAN 

NEVER-CLOG VAC! 





















® The Pullman gets you in and 
out of the cellar fast because 
it’s guaranteed never to clog 
under any conditions. 

























DEALERS! 


Send Today 
For this 


SALES-BUILDER 
SAMPLE 


It’s a Service Aid 

Identification Tag with 

your name and tele- 

phone number to be 

fastened to the customer 

furnace. Round the 

clock, it’s a silent sales- 

man reminding your 

customers to call YOU 

for emergency or regu- 

lar sgh yi free THIS IS 
with eac ullman 

Never-Clog Vacuum THE TIME 
Cleaner. Additional To 
copies at cost. CLEAN-UP 


Write for your 


FREE sample now. on those Furnace 
Cleaning Jobs! 














e eeeeceecececocce 
* FO-9 @ 
. PULLMAN VACUUM CLEANER CORP., 25 Buick St., Boston 15, Mass. ®@ 
e ( ) Rush me complete details on the Pullman . 
e Never-Clog so I can make more calls ... more sales 7 
@ ...more profits per day. & 
© ( ) Send me a sample of the Pullman Service e 
. Hang Tag. ° 
* Name ipl ecicmmicenistoiaih . 
e@ Company oe pdisaee seek eee) ae 
@ Address _ see tue Noe Ae 
© City nN Fit e 
e * 
* * 

















. « « « New Products 
Residential switch-back Model 


latest M-H round Thermostat 






NEWEST addition to Minneapolis-Honeywell’s series ,; 
round thermostats is a residential switch-back model calle 
Day-Nite. It pro- yy 
vides for a sim- 
ple adjustment of 
a spring - wound 
timer to assure 
lowered tempera- 
ture with auto- 
matic heat pickup 
at any desired 
hour. Provision is 
made for switch- P 
back of heat in quarter-hour increments up to 10 hours 









Uy, 




























Service-free operation is provided by an enclosed, dus. 
free mercury switch. The control can be used on both new 
and existing installations without special wiring. 

Made by: Minneapolis-Honeywell Regulator Co., Min 
neapolis 8, Minn. 











Circle E6 on coupon, page 130 


Holby completes Line of thermostatic 
tempering Valves with new 14" Model 


INTRODUCTION of a new VY” model and redesign of the 
¥%, size completes the line of Holby thermostatic tem 
pering valves for hot water temperature control in do 
mestic, commercial and industrial installations. 

The valve, approved by the Board of Standards and 
Appeals for use in New York City, now is available in 
Yr Yi”, 14”, 1”, 2”, 214", 3” and 4” sizes, 

Made by: Holby Valve Co., Inc., 1146 Second Ave, 
New York 21, N. Y. 


Circle E7 on coupon, page |30 


Radiant Ray Radiation introduces 
slide-rule heating Calculator 


A SLIDE-RULE heating calculator has been developed by 
Radiant Ray to compute gross wall areas, areas of wil 
dows and doors, 
ceiling and floor 
areas and room 
volume. It shows 
commonly used 
heat loss factors 
and _ infiltration 
factors. 

These are used 
in setting the slide ™ 
calculator to give Btu losses, either by exposed surface 
or by room volume. It also gives active length of Radiant 
Ray, I-B-R approved element. 

Made by: Radiant Ray Radiation, Inc., 464 Hartfor 
Ave., Newington, Conn. © 

Circle E8 on coupon, page !30 
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TRY DELAVAN 


Delavan nozzles give you clean, 
quiet fires . . . job after job! 





surfaces 
Radiant 





DELAVAN MANUFACTURING COMPANY ~ WEST DES MOINES, IOWA 
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Here’s a brand new product line from Skuttle, designed 
to give you ready-made profits. SKUTTLE-DIMPLEX 
Electric Radiant Heaters are fully guaranteed for TWO 
YEARS .. . You have no service worries when you 


sell a SKUTTLE-DIMPLEX! 


Available in 500, 750 and 1000 watt models, either 
with casters or feet, the SKUTTLE-DIMPLEX heaters 
are loaded with sales features . Portability with 
Plug-in convenience—Operates off normal house cur- 
rent and voltages. Radiant Heat—Slimline design pro- 
vides maximum heating surface on both sides. Main- 
tenance-Free Operation—No moving parts to wear out 
or service. Thermostatically Controlled—Provides de- 
sired room temperature control automatically. Com- 
pletely Safe—Maximum surface temperature of 190° 
assures Lurn-and-scorch free operation. Safety Cut-off 
—Automatically assures full protection under any ab- 
normal operating condition. 


EXCLUSIVE DISTRIBUTION—Guaranteed and sold 
exclusively in the United States by 


MANUFACTURING CO. 
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. « « « New Products 





Rooftop-mounted Airconditioner 
by Betz Division is air-cooled 


AN AIR-COOLED, self-contained rooftop-mounted aircond;, 
tioning unit in 3, 5 and 7!4 ton sizes has been announced 
by Betz Division. 
The company also 
makes water- 
cooled industrial 
models in capaci- 
ties from 5 to 60 
tons. 

Cooling coils 
in the new air- 
cooled units are set at an angle; condensers are rated fo; 
optimum tonnage. Designed for direct airconditioning of 
stores, offices and small industrial buildings, this ra fine 
requires only one ceiling opening. A supply and return 
diffuser grille is standard. 


Made by: Betz Div., Bohn Aluminum ©& Brass Corp, 
Danville, Ill. 





Circle E9 on coupon, page 130 


Adjustable Cam, lever-operated 
oil control Valve available 


A REDESIGNED adjustable cam, lever-operated valve for ac 
curate metering control of fueloil in industrial oilburner 
installations is now available from Atlas Valve. 


The valve, Atlas Type 235, has a flexible sheet metal 
cam, the contour of which is adjusted by a series of 24 
screws. The cam is attached to a lever which moves it in 
accordance with a demand motion from the other variable. 

Features include seats furnished with 34” diameter bore 
in single seated valves and as required in double seated 
valves; discs with restriction plugs having the correct V 
port for maximum flow required; interchangeable parts; 
operating lever which can be set in any position to a 
commodate linkage. 

Made by: Atlas Valve Co., 280 South St., Newark 4, 


N. J. 
Circle E10 on coupon, page | 30 


Williamson Seal-Tite duct Fittings 
promote heating, cooling Economy 


A PREFABRICATED LINE of die-cut duct, pipe and fittings 
for home heating and cooling has been designed by Wil 
liamson to elimi- 
nate leakage of 
heat and condi- 
tioned air through 
joints of ducts and fittings and thus effect economy - 
operation. Called Seal-Tite, the seamless fittings “seal 
against leakage. Because of streamlined design, they mini 
mize air turbulence. Seal-Tite is designed for wide adapt’ 
ability and low-cost installation. 
Made by: Williamson Company, Cincinnati, Ohio. 
Circle El | on coupon, page !30 
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Sell the 


Difference 
in Dollars 


You can make money and save your customers 
money, too, when you put across the B&W Insu- 
lating Firebrick story. Here’s why: 

Fireboxes lined with lightweight B&W Insulating 
Firebrick can save 15% to 25% in fuel bills. The 
reason? Millions of tiny insulating air cells stop 
the flow of heat through the brick . . . bounce the 
heat back into the firebox. The hot face of these 
lightweight refractories come up to temperature 
faster on start-up, then keep furnace temperature 
higher during firing. That not only cuts fuel costs, 
but also assures more complete combustion and 
clean, odorless heat. 

These B&W benefits will keep selling for you be- 
cause your satisfied customers will spread the word 
to neighbors. Your oil sales will go up . . . and so 
will your reputation in the community. It’s smart 
business to explain the difference 
in dollars with B&W Insulating 
Firebrick. 





B&W FIREBOX 


HANDBOOK 
A Valuable Guide 2 dent etn 
for Every Installer : & 


Send today for this Handbook! 











iy V:idela Gram ai adeD Ga aer 


Refractortes Diviston 


Works: Augusta, Ga. 


General Offices: 161 East 42nd St., New York 17,N. Y. 











With the introduction of the Model 800 Humi-dial, 
Skuttle offers automatic humidification at a new, low 
cost. Here is the electric humidifier for the mass mar- 
ket, with all the capacity of the most expensive unit 


. . 24 quarts of water a day . . 
tag that invites comparison! 


. but with a price 


The Skuttle Humi-dial eliminates the humidistat and 
relay transformer — is adjusted for proper degree of 
humidification right at the humidifier. From this point 
on the operation of the Humi-dial is basically the same 
as the proven Model 400 Humidimatic. Vapor is pro- 
duced independent of the heat from the plenum by the 
use of a 625 Watt element in the water pan. The 
Model 800 is also equipped for automatic water feed. 
A new, improved water feeder regulates a constant 
water volume. 


Stock the new Skuttle Humi-dial now and profit from 
increased automatic humidifier business. 








MANUFACTURING CO: 


. ...» New Products 


Pyramid’s rotary-scale, multi-range 
Amprobe features 300-volt Readings 


ROTARY SCALE RS-2, a new model snap-around volt-am- 
meter in the Pyramid Amprobe line, has all the features 
of the RS-1 except that the 600-volt 
scale has been replaced by a 300-volt 
scale to provide greater accuracy for 
servicemen working with 220-volts. 
In addition to the 300-volt range, 
the RS-2 Amprobe has a 150-volt 
range and four current ranges—5, 15, 
40 and 100 amps—each on a sepa- 
rate scale. A built-in, recessed range 
selector permits selection of any one 
range with a flick of the thumb and 





only one current or voltage scale is 
visible at any time, minimizing chance of error. 
Made by: Pyramid Instrument Corp., Lynbrook, N. Y. 
Circle E12 on coupon, page 130 


Embassy steel fin tube Radiation 
designed for Ease of Installation 


STEEL FIN TUBE by Embassy is housed in cabinets in a 
number of styles; design features aim at sturdiness and 
ease of installation, with accessories that snap-in-and-lock 
without tools, screws or bolts. 

Available in lengths from 1 to 12 ft. in 1-ft. increments, 








the element is made of 14%” and 2” welded stee} tubing 
with fins of 3%” and 4/4” square heavy gauge steel, fy 
panded metal, flat and sloping top covers are furnished 
Fins are spaced for even heat and bonded by mechanic, 
expansion. Tube comes threaded or chamfered. 

Made by: Embassy Steel Products, Inc., 890 Stanlo, 
Ave., Brooklyn 8, N. Y. 

Circle E13 on coupon, page 130 






Straight top and side “Clix-ons” 
offered along with adjustable Model 


NON-ADJUSTABLE straight top and straight side “Clix-on" 
take-offs are now available in collar sizes 4” through 8” 
The new patterns 
incorporate the 
same design fea- 
tures of the orig- 
inal adjustable 
take-off, with 
smooth entrance 
area and sweep 
flow contour. 

To attach any of the three fittings, all that is necessary 
is to scribe and cut an opening in the duct or plenum, 
permanently attach with locking arm attachments. 

Made by: Standard Furnace Supply Co., Ltd., 714 § 
72d St., Omaha, Neb. 

Circle E14 on coupon, page 130 





Your customers and prospects are earning more, buying better. You can sell heating 
and cooling at a good profit by offering a custom-quality, better line that sells at a 


realistic price, yet provides you with a higher margin of profit — HEIL! Write sect 
for important information on how you can sell more than price with HEIL! 


’ 
—S 


rom Oli eala-te! 


4 Oil Conversion Burners 


124 





Boiler-Burner Units 


THE HEIL Co. 3083 W. Montana St, Milwaukee, Wis. * Hillside, N. J. 


SALES OFFICES: Chicago, Ill.; Milwaukee, Wis.; Kansas City, Mo.; Denver, 


12 Summer 


Air Conditioners 


13 Oil-Fired 
Winter Air Conditioners 








Union, N.J.; Atlanta, Ga.; Cleveland, oy 


Dallas, Texas; Los Angeles, Calif.; Seattle, Wasa. 
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HAVE YOU GOT 
THE FACTS ABOUT 
YOUR BUSINESS ? 








It’s surprisiug how little vil’s custom- 
ers know about the biggest selling 
petroleum product—gasoline! They 
never see it or touch it—yet they use 
it every day. All they know is the price 
they pay...and only a few know how 


big a bargain they really get with to- 
day's gasoline. 

You’ll be helping yourself and your 
industry by giving oil’s customers the 
real story about today’s gasoline prices 
and taxes. Here are the facts: 


) Stanley 


‘Clix-on” 
ough 8” 























Direct Taxes add 40 cents to every 
dollar spent for today’s gasoline! 


When you hear the phrase “gasoline prices are 
high,” this is your best reply: “Gasoline taxes are 
high, hut gasoline itself is a bargain!” Yes, it’s 
true that for every dollar spent for gasoline, an 
additional 40¢ must be paid for federal and state 
gasoline taxes! 

Mr. Average American Motorist—who drives 
his car approximately 9,360 miles a year—pays 
$56.76 in direct taxes on gasoline alone! That’s 
an average of 8.8¢ a gallon—a rate four times 
higher than the federal 10% tax on “luxuries” 
like mink coats! 

But let’s look at the price of gasoline itself. 
Gasoline has gone up only a few pennies, in the 
last five years. Meanwhile. gasoline quality has 
improved tremendously, so that today’s regular 
gasoline is as good as premium gasoline was 
only five short years ago. And today’s premium 





gasoline is as powerful as the bomber and fighter 
gasolines of the last war. 
So next time you are asked about gasoline 


prices, remember... 


WITH TODAY’S GASOLINE YOU DRIVE 
THE BEST BARGAIN IN YEARS! 








Pe EE OOO TT 7 
| | 
: AmericanPetroleum Institute, Dept. G 
|] would like to obtain more information about today’s | 
: gasoline quality, prices and taxes. Please send ime 
your FREE booklets. | 
| I 
| NAME Sab 
| 

: ADDRESS. Se. 
ar. 
L——— — — — — — — — — — — — — — — — — — — — — — -! 
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"WORLD'S ao |a Yl 
MOST EFFICIENT POWER EXHAUSTER 
tee for industry... for institutions... for residences 


%& NO MOTORS, FANS OR BEARINGS IN EXHAUST LINE 
* NEEDS NO STACKS %& ACID RESISTING VITREOUS ENAMEL FINISH 


FOR INDUSTRY, Quickdraft excels in venting 
paint booths ... abrasives ... corrosive gases... 
noxious fumes... high temperatures and moisture. 
Its blower operates in clean or outside air. It elimi- 
nates down-time for cleaning and replacing fan 
blades. It improves industrial venting and reduces 
maintenance costs! 


FOR INSTITUTIONAL AND COMMERCIAL 
BUILDINGS, Quickdraft efficiently vents heating 
plants, water heaters and incinerators at roof level. 
It saves the cost of building unsightly tall stacks. 


FOR RESIDENCES, Quickdraft makes low, cold 
and erratic chimneys function. On and off with the 
fire, Quickdraft maintains constant draft required 
for efficient and economical combustion of all fuels. 
It eliminates pulsating or chattering, puffing, smok- 
ing and sooting. 

SEND FOR QUICKDRAFT ENGINEERING 
DATA ON YOUR VENTING OR HEATING 
APPLICATIONS... TODAY. 














IMPORTANT NOTICE 


In addition to standard acid resisting vitreous enamel 
finish, all Quickdraft units are available in No. 316 
Stainless Steel or in rigid Polyvinyl Chloride for with- 
standing highly corrosive gases. With static pressures 
up to 12-inches, Quickdraft is ideal for materials 
handling applications. 


THE 


Ouickdraft 


CORPORATION 


P.O, Box 87-F, Dueber Hamden Bldg. @ Canton 1, Ohio 


N-558-QD 
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Skuttle develops permanent, 
washable plastic Air Filter 


A PERMANENT, washable air filter has been developed by 
: ) 
Skuttle for warm air furnaces, central airconditioning gy 


tems and room coolers, 

The “Skuttle-Aire” filter 
is made of a special plastic 
material which possesses built- 
in electrostatic properties. It 
is available in Y2” and 1” 
thicknesses and features ri- 
gidity of construction. There 
are 10 standard 1” sizes, 
ranging from 10” x 20” to 
15” x 30”, and 38 standard 12” sizes, ranging from 
6” x 20” to 1454” x 2344”. 

Made by: Skuttle Manufacturing Co., Milford, Mich, 





Circle E15 on coupon, page 130 


Fram replacement filter Elements 
fabricated of white cotton Fibers 


REPLACEMENT filter cartridges by Fram are of the roving 
type and consist of starch-free, long-staple white cotton 
fibers. 

These “RO” type replacement cart- 
ridges are for gravity or forced feed 
systems. Cotton is spun into a con- 
tinuous strand and wound to a con- 
trolled pattern of uniform density on 
a metal screen center tube. The tube 
imparts rigidity and makes the cart- 
ridge easily removable. 

Made by: Fram Corp., Providence, 
R. I. 

Circle E16 on coupon, page 1! 30 


Silent Glow Cub portable Heater 
develops up to 90,000 Btu Output 


CUB MODEL 90, addition to the Silent Glow line of portable 
heaters, weighs 76 Ibs. and delivers up to 90,000 Btu/hr. 
Standard features _— 
include a_ pat- 
ented flame filter, 
thermostatic con- 
trol, Twin-Disc 
air control and a 
low fuel cut-off. 
Service is fa- 
cilitated since a 
detachable hood exposes burner and components, all 0 
which are standard, replaceable parts. Unit burns kero 
sene, diesel or No. 2 oil. Other Cub models are available 
with capacities up to 475,000 Btu. 


Made by: Silent Glow Oil Burner Corp., 850 Windsor 
St., Hartford 1, Conn. — 
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Circle E17 on coupon, page !30 
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MORE ATTRACTIVE and EFFICIENT 
TOP HOUSING 

All aluminum, painted and embossed 

for realistic brick appearance. Adds 

beauty to the roof! Effective rain cap. 

Increases attic ventilation! 


BUILT IN CLEARANCE 

OVER ENTIRE LENGTH 

Building materials of all types can butt 
against the triple-walled casing .. . 
ample clearance is built in! U.L. listed 
for all fuels. Lifetime aluminum and 
stainless steel 7” flue. 


HANGS ON JOISTS — 

NO SPECIAL BRACING 

Slashes costs in both economical price 

and amazingly easy erection. Base 

hangs on joists . . . no footings or 
special braces. Lightweight sections need no cut- 
ting, fitting, or mortaring. One man can put it 
up in two hours or less! 


The Majestic Co., ae 


499 Erie St., Huntington, Ind. 


Call your nearest 
Majestic Dealer or write 
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KING ENGINEERING CORP. 


Box 410 ’ Ann Arbor, Mich. 


“ANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS 


eloil 





the U.S. is full 
of them... 


customers who will replace their present heating 
equipment if they have proof that you can give 
them more for their money in fuel economy, com- 
fort and convenience than they have ever known 
before. 


THE BETHLEHEM 


DINATHERM 


is that proof... 
expectations! 


it actually exceeds customers’ 





THE BETHLEHEM DYNATHERM .. . 


* 


* saves 40%, 


on fuel costs ... * actually pays for itself in 5 


* 


years ... * assures year round domestic hot 


water at economical costs . . . * dependable, 


* 


uninterrupted service .. . * minimum installation 


cost, etc., etc. 


~.- get your share of this 
profitable replacement’ business 
. +. get started now selling 
this outstanding Package Unit ! 


Wire or write immediately for full information! 


BETHLEHEM FOUNDRY 
& MACHINE COMPANY 


BETHLEHEM, PENNSYLVANIA, U.S.A. 





Per square inch — feature for 
feature — Slant-Fin out-engi- 
neers, out-performs all other 
competitive heating units—costs 
you less to install. Here’s why: 


Slant-Fin is designed for quick 
and easy installation. Time- 
saving piano hinges on end 
caps, wall trim, inside corners 
let you snap on every accessory 
without screws or tools — fast! 
No cutting: 4’, 5’, 6’, and 8’ 
lengths with telescoping exten- 
sions fit any job. And the pat- 
ented slanted fins have no 
sharp edges to cut fingers. 


Because of its revolutionary 
construction Slant-Fin has 29% 
more heating surface, provides 
increased air circulation be- 
cause of flue action. Rigid 
tooth-and-bubble flanges lock 
fins together, create an element 
so strong you can actually stand 
on it. Fin-touch-fin construc- 
tion soaks up sound, eliminates 
“ping” and “pong” noises. 


Once a Slant-Fin unit has been 
installed, it will continue to 
operate at peak efficiency, with- 
out call-backs. 





Slant-Fin pioneered this unique 
vane damper that pivots on 
stainless steel rivets, opens, 
closes, sets at any position with 


the flick of a finger. 


Want to know more about Slant- 
Fin features that make your job 
easier? Write for our free booklet, 
“A NEW SLANT ON CUTTING 
BASEBOARD HEATING COSTS,”’ 


NAME... cccccccccccccvcccccscsseccesscovescess 


THE 
BEST 
BASEBOARD 
HEATING 
ANYONE 
CAN 
BUY! 


Slant Fit n 


RADIATOR CORP. 


87-51 130 St., Richmond Hill 16, N.Y. 





. « « » New Products 
Flash-Glo safety Sign has 


Features for Emergencies 


| TEDCAR “FLASH’GLO” safety signs, originally developed j, 


fueloil deliveries—used to straddle hoses as sidewalk pedes 
trian caution signs— now , 
have added features making 
them useful during temporary 
emergencies. 
For example, a two-way 
circuit switch permits inde- 
pendent top flashing red 
lights and/or steady burning 
lights at both ends of the device. This also allows for Spot 
illumination for repair work. Front and back reflectiy 
“Danger-watch-your-step” imprints, flags with flexi) 
shafts and 20” collapsible legs are other features. 


Made by: Tedcar Products Co., Union, N. J. 
Circle E18 on coupon, page 130 


Silencing Devices to reduce Noise 
generated by airconditioning Fans 


UNI-SILENCERS and Uni-Resonators have been designed fur 
airconditioning and ventilating systems to reduce air-borm 
noise generated by fans. The 

24 x 24 x 32 inch units are 

installed into a_ building 

structure and are acoustical- 

ly efficient for use in a con- 

ventional or high pressure 

airconditioning _ ventilating 

system. 

When more than one of the units is required they can 
be installed in multiples in series or parallel. Unit's eft 
tiveness is attributed to high frequency labyrinth and low 
frequency attenuators. 

Made by: Elof Hansson, Inc., 711 Third Ave., New 
York 17, N. Y. 


Circle E19 on coupon, page 130 


Quiet Operation a Feature of 
Dover Series V cooling Towers 


SERIES V, vertical, induced draft cooling towers use 4 
trifugal blower to minimize noise problems, Available » 
sizes from 5 to 100 tons, towers can 
be used inside or outside a building; 
towers under 50 tons can be placed 
flush to the wall since air intake and 
outlet are on the same side. 
With ductwork the towers in in- 
terior installations also ventilate the 
room. Series v towers feature bolt-free 
construction and hot dip galvanized 
metal parts. 


Made by: Dover Mfg. Co., 3117 
Weatherford Ave., Independence, Mo. 


Circle E20 on coupon, page !30 
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eelecin from Expert Tune-up Service 
h flexibl, 
5 waking the most of your ability to do anex- Tester. Now, for the first time, you can adjust 
' ert tune-up job will pay you big dividends —_an oil burner quickly and expertly for highest 
in gaining you competitive leadership and COz without objectionable smoke... do away 
seighborhood recognition of your competence —_ with guesswork, and “‘hit and miss” fumbling 
asa heating expert. The combustion-testing in adjusting for clean firing. The “Scale of 
iit shown here contains precision-made qual- — Soot'’ which comes with the TRUE-SPOT tells 
ity instruments with which you can make ful- —_ you the limits of permissible smoke for var- 
iest use of your know-how in making a fuel ious burners and types of heating systems. 
conservation survey, checking a burner for This amazingly simple method of oil burner 
wornout parts and needed repairs, or running adjustment is the greatest advance in com- 
an efficiency test to close a replacement deai. _ bustion testing since the introduction of the 
The kit contains the well-known FYRITECOz FYRITE. You will be proud to be among the 
indicator, the versatile MZF Draft Gauge, the _ first to own this “up-to-the-minute” combus- 
all-metal TEMPOINT Stack Thermometer and _tion-testing kit. 
: . the sensationally new TRUE-SPOT Smoke 
signed for 
air-borne For complete information on this and other new tune-up equipment— 


write for Bulletin 777 


BACHARACH INDUSTRIAL INSTRUMENT COMPANY 


200 N. BRADDOCK AVE. © PITTSBURGH 8, PA. 


NOW there are 14 
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++. a size and type Humidifier for every furnace installation. 
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SERIES 555 
Fits any straight side 
warm air furnace. 


ie; New 


Corrosion resis- 
fant, stainless steel 
Vapor pan 4” x 15”. Com- 
pletely assembled for quick and 
easy installation. 


ise a cen 


rilable 10 









New copper overflow on Model 555C. 
New sensitive 
thermostats as- 
sure balanced 
humidity. 


SERIES 577 
Stainless steel. Ad- 
justable to sloping or 
straight bonnet furnaces. 
Pre-assembly cuts labor time and 
installing costs. 
WRITE FOR CATALOG FO-9 


AUTOMATIC HUMIDIFIER CO, Cedar Falls, lowa. 


























like Nu Way 
oil burners 


You can depend on any Nu-Way oil burner 
to carry the ball for you for a long, 
long time. 

Housings are sand-cast aluminum alloy . . . 
hold motor and pump in close alignment . . . 
resist any tendency to warp or twist 
with heat or age. 

Ignition conductors are solid brass — 
won't sag, won’t deteriorate. And 
transformers used are extra heavy, too. 

As proof of Nu-Way’s ruggedness and 


durability, we find our customers wear well, 
too. Be one. Write Nu-Way Corporation, 
Dept. FO-97, Rock Island, Illinois. 







































BEST POSSIBLE 










For ALL Oil 
Heating Systems 
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FILTERS | 


MAXIMUM FILTERING 


Positively protects against clogged nozzles and 
lines in every oil heat installation, gravity or 
pressure type. Eliminates service call-backs. 


HEXAGON EXTENSIONS 


For easiest, quickest installation into oil lines at 
either tank or burner. Standard and King Size 
Models to handle every size oil heating system. 


RUSTPROOF and LEAKPROOF 


One-piece bowl construction, with reinforced 
bolt spud. Unconditional factory guarantee on all 
parts. 


ALL WOOL FELT CARTRIDGE 


Staggered fin design of cartridge provides maxi- 
mum filtering surface —removes smallest particles, 
moisture, dirt, scale and foreign matter. 








AUTO-FLO CORPORA 

















. New Products 


Round Windmaster draft Contro|] 
installs directly in tee Fitting 


A ROUND Windmaster draft control retains the 45° 
and calibrated weight developed for the square 
The round unit installs di- 
rectly in a tee fitting; for 
straight furnace pipes there’s 
a special adapter that fits 
around the front half of the 
pipe and secures at top and 
bottom. The round unit snaps 
into the adapter to be held 
in front of the draft hole. 

The new model features the same non-rusting nylon 
bearings and positive open-shut action as the square units 

Made by: Lima Register Co., Lima, Ohio. 

Circle E21 on coupon below 


vane 
model, 





Fifteen Sizes available in Line 
of Erie City’s steam Generators 


THE ERIE CITY “FT” line of packaged steam generators is 
offered in 15 sizes, with capacities ranging from 50 to 60) 
developed horsepower. The fire tube units feature three 
pass design with gas vent in the rear and combine Erie 
City oil, gas or combination burner with all safety cow 
trols and instrumentation piped, wired and factory-assem 
bled. The units operate without foundation or stack, 
Made by: Erie City Iron Works, Erie, Pa. 
Circle E22 on coupon below 








READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 
REPLY CARD SEPTEMBER ISSUE 
Mail Now—Coupon Expires November 30, 1957 





Circle numbers of new product items on which you 
want more information: 

NEW PRODUCTS 

El €2 € &4 £5 6 €E7 Ee & EW 

Ell E12 E13 El4 E15 E16 E17 E18 E19 E20 

E21 E22 





ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 
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NEW, LOW-PRICED cf cttonat 


System...especially for Fuel Oil Dealers! 


Here is a National System designed espe- 
cially for fuel oil dealer accounting. Just 
look at the important advantages it 
offers you: 


1, Machine-printed statements, accounts 
receivable ledger, proof journal—and de- 
gree day record, if desired—all mechani- 
cally completed at the same time! No 
more duplication of work! 


2, Accurate, automatic computation of 
von delivery” date on degree day record! 
ou simply enter one figure (usable fuel 
: tank) on each degree day account! 

he machine does the rest automatically! 


3. Positive proof of the accuracy of every 
Posting and automatically com puted daily 


control totals. Vital figures for efficient 
operation of your business! 


4. Increased profits through savings in 
time and money! 


5. The same machine handles many 
other jobs! Posts hard fuel, parts and 
service accounts, payroll, accounts pay- 
able, general ledger, etc. It’s a high-speed, 
two-total adding machine, too! 


You can profit by the increased effi- 
ciency of this National System. It will 
quickly pay for itself with the money it 
saves! For complete information, call 
your nearby National representative. 
He’s listed in the yellow pages of your 
phone book. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


MAIL THIS COUPON TODAY! 


The National Cash Register Company, 
Dayton 9, Ohio 


Please send me a copy of your brochure, 
“Better Accounting for Fuel Oil Dealers.” 


Name 


Co. & Title. 











Address, 

















MANUFACTURERS 
ACTIVITIES 


Minneapolis-Honeywell issues 
new Booklet on zone Control 


A NEW 28-page zone control manual 
for wet heat applications has been 
published by Minneapolis-Honeywell 
Regulator Co., Minneapolis, Minn. 
The booklet contains comprehensive 
information and schematics of various 
zone control systems and installations. 
Contains guide specifications and 
ordering information. The booklet can 
be obtained free of charge from the 
Merchandising Division. 


Gorton marks Anniversary ; 
names sales Representative 
HENRY A. FEIL, president, Gorton 
Heating Corp., Cranford, N. J., re- 
veals that the company has celebrated 
its 70th Anniversary. The original 
firm, Gorton & Lidgewood Co., incor- 
porated on January 24, 1887 under 


the laws of the State of New York. 
On December 15, 1927 the present 
corporate name was adopted. 

The firm still operates under the 
original charter, making it one of the 
oldest firms producing heating equip- 
ment. The firm manufactures Gorton 
valves for steam heating systems. 

Also announced is the appointment 
of Hardesty-Favero, Inc., Seattle, 
Wash., as Gorton sales representative 


in Washington, Oregon, Idaho, Utah 


German distributor for Eckhart Mfg, 
Co., Inc., Union, N. J., recently dis. 
played at heating expositions through. 
out western Germany. Shown is his 
Korth burner booth, which won a silver 
medal at one of these heating shows. 
Korth burners have been exported for 
the past few years to Canada, Mexico, 
Holland and Germany, 


Cleveland Fuel expands Plant: 
issues first educational Book 

AN ADDITION to its plant at III! 
Brookpark Road, Cleveland, has just 
been completed by Cleveland Fue 
Equipment Co., the ninth expansion 


and British Columbia. (Pitéase dion to pee te 
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Manutacturers’ Activities 


rl acti 


move since the formation of the com- 
any in 1943. The new structure pro- 
vides 4,600 added sq. ft. of space for 
the expanding engineering department 
and a modern development labora- 
tory. Further plans call for construc- 
tion of a 2-story building in front of 
this addition for executive, sales and 
engineering conference rooms, display 
areas and training school facilities. 

This spring the company doubled its 
original 10,000 sq. ft. by purchasing 
an adjacent building and surrounding 
land. The new structure, joining these 
two buildings, increases space occu- 
pied to 24,600 sq. ft. 

Cleveland Fuel also announced pub- 
lication of the first of ten contemplated 
educational booklets. “Systems Engi- 
neering applied to combustion Con- 
trol” now is being distributed, explor- 
ing the reasons for and fundamentals 
of draft control. Requirements and 
mechanics of draft control are cov 
ered, interlocked controls and safety 
devices are explained. Illustrated with 
diagrams and pictures, this 16-page 
booklet is a complete reference for en- 
gineers, designers and operating per- 
sonel in the combustion field. 

The booklet is offered free of 
charge. By registering for Booklet No. 
1, inquirers’ names automatically go 
on a mailing list to receive successive 
booklets, O. A. Reiter, sales promo- 
tion and advertising manager, is proc- 
essing requests for the booklet. 


New Edition of Sid Harvey 
Catalog being distributed 


ANEW 240-PAGE CATALOG is being dis- 
tributed by Sid Harvey, Inc., Valley 
Stream, N. Y., right after Labor Day. 

The illustrated catalog contains in- 
formation on parts used in gas and 
oilburner Service departments, includ- 
ing the new replacement parts for all 
makes, plus available rebuilt exchange 
Parts, or replacement packages when 
the Part is obsolete. Also, information 
is included on such items as specia! 
tools, testing equipment, filters, vac- 
uum cleaners and accessories, circula- 
tors and low water cut-offs. 


Sid Harvey customers automatical- 


ly feceive a copy of the catalog; other 
recognized dealers may request a copy 
on their letterheads. 


Crane Booklet, a consumer 
Primer on hot water Heat 


A NEW BOOKLET to help heating deal- 
ers explain hot water heating and its 
benefits to the consumer has been pub- 


lished by Crane Co., Chicago, 
announced as a “primer on hot 
heating for the consumer.” 


The 16-page booklet opens with an 
explanation of radiant heat, then ex- 


plains the comfort of radiant 
board installed around exterior 
to eliminate drafts and cold sp 


heating. 


and is 
water 


Westinghouse is expanding its 
Staunton airconditioning Plant 


discusses snow melting systems, chilled 
water cooling and three types of Crane 
Sunnybase radiation, closing with a 
list of 13 advantages of hot water 


The booklet is available to dealers. 


AN ADDITION to the Westinghouse air- 


base- conditioning plant in Staunton, Va., 
walls will cover more than 87,000 sq. ft., 
ots. It constructed as a 120 ft. extension to 
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. . » « Manufacturers’ Activities 











Keep ALL the Profits 


on your next warm-air job! 

















® You're giving away profits 
whenever you “farm-out” the 
ductwork on your furnace instal- 
lations. You can easily handle the complete job yourself with “Snap-Rite” 
prefabricated ducts and fittings. You don’t need a sheet-metal shop or special 
equipment—the patented quick-locking feature of ‘“Snap-Rite” ducts and 
fittings makes them easy to assemble. 


Shown above is our most popular and simplified No. 160 line which consists 
of a square main trunk with round branch lines. This is accomplished 
through the use of our standard stock trunk pipe with “pre-notch” feature 
and our No. 160 round branch takeoff as illustrated, effecting a reduction 
in size of main trunk at each branch. This method produces a neat air-tight 
installation, low in cost and easy to balance. 


Write for our catalog now and keep ALL the profits on your NEXT job! 


GRAY METAL PRODUCTS, INC. 


P.O. Box 1449 Rochester, N. Y. 
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the present building, extending almoy 

the entire length of the plant. 
Bruce D, Henderson, division man, 

ager and vice-president, explains thy 


_ it will add about one-third addition 
| space to the present plant and will bp 
| used principally to enlarge the ares 
| available for receiving and warehoys 
| ing departments. 





The factory turns out packaged 
central airconditioners, either water 
or air-cooled, plus all-electric hex 
pumps. 


Revcor announces second plant 
Expansion in last four Years 


PLANT EXPANSION, the second in the 
last four years, that will double many 
facturing facilities and house engi 
neering offices, research and testing 
facilities, as well as production line 
equipment, is being undertaken by 
Revcor, Inc., Carpentersville, Ill. 
The firm, which makes blower 
wheels, blades and housings, is adding 
18,000 sq. ft. of manufacturing space 


_ to its present plant. Expansion was 








made necessary by increased demand 
for Revcor’s new double inlet blower 
wheels. 


Robertshaw-Fulton to move 


Offices to Richmond, Va. 


EXECUTIVE OFFICES of Robertshaw: 
Fulton Controls Co., now at Greeny 
burg, Pa., will be relocated in Richy 
mond, Va. in early fall. 

The need to maintain closer liaison 
with government agencies and depart 


| ments, a generally better location geo 


graphically with respect to other com 
pany plants and good air transporta 
tion facilities in Richmond were cited 
as compelling reasons for the move by 
John A. Robertshaw, chairman of the 
board. 


| Weil-McLain offers Booklet 


on radiant hot water Heat 


FEATURES and advantages of radiant 
hot water heating and chilled water 
cooling are described in an illustrated 
16-page, consumer booklet being 
offered by the Weil-McLain Co., 


| Michigan City, Ill. Copies of the book: 


| 
| 
| 
\ 


let may be obtained from the adver 
tising department of Weil-McLain. 


September 
1957 
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ition: and millions of people have seen Bryant 
ads this year. We’ve used powerful full-color ads 
in BerTrER HoMES AND GARDENS, other leading shelter 
magazines, three top Sunday supplements and a big 
list of local supplements. 

We’ve used a hard-selling newspaper campaign and 
contest at the local level—all building Bryant prestige. 

As ’58 and ’59 roll around, we’ll continue this prestige- 
building program in bigger and better ways, to insure 
dealer profits on the complete Bryant line. 


BRYANT PIONEERED GAS HEATING ADVANCES 


We have the “know-how.” Bryant engineers produced 
the first successful automatic gas heating system in 
1907. We have many “‘firsts’’ in the fields of modern 
design and mechanical improvements— Push-Button Ig- 
nition, Magic-Action Gas Control, Safety-Sentinel Pilot, 


BRYANT MANUFACTURING COMPANY, Indianapolis, Ind. 
BRYANT MANUFACTURING, LTD., Toronto, Canada 


“You've seen what Bryant’ 
doing in ’3/, but. 
it’s — “ tii r 


= 
= ously 90 00.0 


| 
finest heme heatd 


heavier gauge heat exchanger for longer life, gas-de- 
signed system for maximum heating efficiency. Our 
consistent quality is the real reason back of our con- 
tinued success . . . and our powerful dealer support will 
be the reason behind Bryant dealers’ success! 


BRYANT GIVES DEALERS A 2-WAY MARKET! 


Sell to home-owners . . . sell to builders! Testimonials 
from leading custom and project builders tell of com- 
plete satisfaction with Bryant products. Reduction of 
service calls gives them a substantial saving. Brand- 
name prestige, exclusive features and rugged long life 
of Bryant equipment attract and sell better prospects. 
Check builders in your area—win the new-home sales! 
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Loading four or more com- 
partments simultaneously 
with Spring-Matic Model 
450-A, without re- 
spotting transports. 


The Oilco Spring-Matic 
erforms to perfection 
‘or petroleum marketers 

everywhere—and enjoys 

world-wide acceptance. 


This dependable loader represents the peak effort of 

25 years of collaboration with the foremost engineers 

in the petroleum industry. Based on hydraulic and 

cam principles, it is flexible, yet sturdy, with a sliding 

sleeve that returns to vertical or semi-vertical position 
at the touch of a finger. It has other unsurpassed 
assets insuring ease of handling, economy, trouble-free 

operation and complete satisfaction. You will write for 
detailed descriptions. 


OIL EQUIPMENT MANUFACTURING CO. 


INCORPORATED 


3100 VERMONT AVE., LOUISVILLE 11, KY. 


MODEL No. 460 
SIZE: 3"* AND 4" 
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Modernization and expansion Progran 
running to over half a million doligr; 
has been started by the Burnham 

Lancaster, Pa., and will include ere. 
tion of the new building, above, com, 
prising 40,000 sq. ft. of additional pian; 
area, installation of modern mechgp. 
ized molding equipment and improved 
production facilities in the existis 
foundry department, all to be complete, 

by the fall of 1957. 


o6 2.9 € a's 62 + OB 6 8 + Oe. Oe 68 


Bell & Gossett publishes 


new engineering Bulletin 


HEATER SELECTION has been simplified 
in the new engineering bulletin issued 
by Bell & Gossett Co., Morton Grove. 
Ill. Using information from the book- 
let enables the seller to quickly cor 
relate heating requirements with the 
exact B&G model for individual te 
quirements. 

The bulletin combines a tempery 
ture factor table with capacity curves 
and an extensive list of dimensions, 
surface areas, and tables of ratings for 
tank heaters. It may be had free of 
charge from the company. 


Addition completed at Autoflo’ 
manufacturing Plant in Detroit 


AUTOFLO CORP., manufacturers of 
automatic humidifiers and fueloil fl 
ters, have just completed an addition 
to its manufacturing plant at 1208 
Dixie, Detroit, Mich. 





Robert Goldstein (left), Derby Coal 8 
Oil Co., Derby, Conn., winner of Viking 
Air Products Bermuda Sweepstakes te 
Sid Horton, Heating Equipment Cc , 
New Haven, Viking distributor. dot) 
the "5600" AquaMagic furnace hum ‘ 
fier and its lifetime, leakproof po 
Goldstein won on the best use wig 
promotion material in the 560 
midifier stick-up kit. 


September 
1957 
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To be sure _ODOM USES GORMAN-RUPP 


Four O3C-B centrifugal pumps that prime are always on the job 
for this South Carolina jobber 


A successful bulk terminal operation is the result of 
deliberate planning. Everything is keyed to fast turn- 
arounds. Delays due to faulty equipment cannot be 
tolerated. 


Says Mr. L. A. Odom, owner of this fine, new plant at 
Spartanburg, ‘“Pumps are crucial to a business like ours. 
We can afford only the best. And, to our knowledge, 
these Gorman-Rupp Pumps are exactly that. Our dual- 
purpose 03C-B’s unload trailers and also deliver to the 
loading rack. We are proud of this terminal’s outstand- 
ing efficiency.”’ 





Ask your Gorman-Rupp Distributor about the exclu- 

sive features of ‘“‘O’’ Series Pumps. Safer—no check 
valve means freedom from dangerous, high pressures 
from confined, heat-expanded liquids. More efficient— 
straight-in suction removes entrance restrictions, in- 
creases priming lift. 





Installation details: Four 03C-B Gorman-Rupp Pumps with 5-hp explosion-proof 
motors; 3” lines, strainers and valves; air eliminators; 20,000-gal. storage 
tanks. Delivery to tanks, 225 gpm; to loading rack, 200 gpm. 


THE GORMAN-RUPP COMPANY 


305 Bowman Street Mansfield, Ohio 




















. . . . Manufacturers’ Activities 


Less than a year ago Autoflo moved 
to this location with larger quarters to 
provide expanded production and 


shipping facilities. 


R. K. Handley, Orval Berry 


Iron Fireman vice-presidents 


ELECTED vice-presidents of Iron Fire- 
man Manufacturing Co., Cleveland, 
at the recent annual meeting of the 
board of directors were R. K. Hand- 
ley, who will continue in charge of 
manufacturing, and Orval D. Berry, 















who has been manager of the com- 
pany’s electronics division. 

Other officers of the company, re- 
elected at the meeting, are Frank S. 
Hecox, vice-president and treasurer; 
Lewis J. Cox, vice-president; William 
J. O'Neil, vice-president; C. C. Craft, 
secretary; H. J. Mack, controller; 
David L. Davies and Frederick H. 
Torp, assistant secretaries. 

In Iron Fireman’s Canadian organ- 
ization, William H. Bannister of To- 
ronto was recently elected a vice- 
president and named general manager. 












Test Area displays Ty Impact 
on Skuttle humidifier Sales 







COMPARATIVE FIGURES indicate that , 
test period of TV advertising added im. 
petus to dealer sales in the Gran 
Rapids, Mich., area for Skuttle Many. 
facturing Co., Milford, Mich 










































SSR ee er 
2 District representatives for Skuttle 
Mfg. Co., Milford, Mich., learned about 
new products at a Pontiac, Mich. sales 
meeting. Kenneth M. Fournier, Skuttle 
sales manager, (above) points out 
TUBE product advantages during the meet- 
ing, theme of which centered about 
the company's sailboat trademark. New 
additions to Skuttle's line include new 
humidifier components; portable, radi- 
ant electric heater; Skuttle-Air permo- 
nent, plastic filter. 
WOES The company sponsored a five: 
minute weather report daily for 16 
weeks, Humidification equipment sales 
AH F AD in the area for the last six months ol 
1956 were more than double the sales 
of the entire preceding 12 months. 
Wayne Co. executives honor 
13th Member of 25-year Club 
EXECUTIVES of Wayne Home Equip: 
Are you getting your share of extra profits from the mew green ment Co., Inc., Fort Wayne, Ind., 
Honeycomb Filter Tube? Dealers everywhere are benefiting from honored at a dinner recently the 13th 
reduced costs. Due to new methods of automated production, the new member of the Wayne 25-year club, 
Honeycomb Filter Tube is substantially lower in price. You avoid John J. Thurston, eastern sales mat 
costly service calls, too, for the new tube was developed especially ager, who completed his 25th yeat 
for today’s modern fuel oils. Ask your jobber for the new green with the company September 15. E. R. 
Honeycomb Filter Tube .. . in the mew green wrapper . . . at the | Wagner, vice-president and assistant 
new low price. Get your share of increased profits. | secretary of the corporation, presented 
| Thurston with an engraved watch. 
N. G. Berghoff, president, vd 
Micro-Fine Filtration nounced the election of Charles V. 
for Low Cost Clarity COMMERCIAL FILTERS CORPORATION ; Copeland to vice presidency. eid 
, : apy ; ce = all d de’ 
_— PPT Temieeeiemt Ren renee teers remseteets eer etecce tats land is director of eascergie te:* ; 
mati: C—O SE @ | veloped Wayne's Model o£ oi/burné 
September 
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TORIDHEET Model JC 
Oil Burner with 
Durable Multi-Jet Blender 





Model JC Pressure - Atomizing 
Oil Burners, Equipped with 
Durable Multi-Jet Blenders, 





TORIDHEET’S 























hive Power these Fuel-Thrifty 
= Durable Multi-Jet Blend 
Hi TORIDH EET Furnaces urabie Muiti-Jet Blender 
f a Ss ] . 
me » TORIDHEET’S new Durable Multi-Jet Blender, 
er though of very simple design, is the ultimate in 
hs efficient blending of air with oil for complete 
—_ combustion—no matter what percent of catalytic 
yr teed tones oil is used. TORIDHEET’S Multi-Jet principle 
ub Oil-Fired Boiler ‘ities provides outstanding fuel economy plus extreme 
oe eet quietness—with no pulsation in even the smallest 
quip heating units. 
Ind., 
13th ’ 
‘ub @y COMPLETE UNITS AND CONVERSION BURNERS—GAS OR OIL 
om, | =a Wall-Flame Oil Burners ¢ Gun Burners © Wall Flame Boilers, Furnaces and Water Heaters ¢ Gun 
mat’ Fired Boilers and Furnaces @ Gas Conversion Burners and Gas Fired Furnaces @ Low-Boys 
year . Hi-Boys @ Counterflows @¢ Comfort Cooling Equipment 
E. R. Model OGA-"Hi-Boy" | Model OGA Oil-Fired SOME DESIRABLE DEALER FRANCHISES AVAILABLE 
istant Furnace Winter Air Conditioner —YOUR INQUIRY IS INVITED 
ented CLEVELAND 
ch. — a Z 
vA Fee =| Toridheet Division 
3 V. E Ks) Fi | AUTOMATIC HEATING wT Galearsiad ee 
Jope’ 16035 Brookpark Road © Cleveland 11, Ohio 
d de’ Model OGA-40 Horizontal Furnace Affiliated Canadian Manufacturer: Aero Tool Works Limited, Toronto, Ontario 
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. . » Manufacturers’ Activities 


Delco Division appoints new 
Managers for Sales, Promotion 


RICHARD R. EDELEN and Knight W. 
Ballinger have been named regional 
sales managers of the Delco Appliance 
Division, General Motors Corp., Ro- 
chester, N. Y., and Frank Orcutt has 
been appointed to the newly-created 
post of manager of merchandising and 
promotion for the home builder fields, 
Chicago region. 


Edelen, new manager of the Chica- 


go sales region, joined Delco in 1948. 


Ballinger, now manager of the south- 
eastern sales region with headquarters 
in Atlanta, has been with Delco since 
1953. Orcutt has been associated with 
both the Frigidaire and Delco Appli- 


ance Divisions since 1932. 


Combustion Control opens 


Office in Charlotte, N. C. 


R. E. KITTOE, formerly a sales engineer 
in the St. Louis office, has been ap- 
pointed area manager of the new 


Charlotte, N. C., office opened by 













































that means 
dollars 


to you ! 






This chart illustrates the sustained efficiency of the Blackmer design. 
Internal wear has only slight effect on the volumetric efficiency of a 
Blackmer pump until the “Vanes” are finally worn to the critical 
point. Even after severe service, the wearing parts can be replaced 


easily and economically. 


The high mechanical efficiency of the Blackmer design reduces the 
power requirement, and it is not uncommon for a Blackmer pump 
to require a smaller motor than other designs thereby reducing both 


initial and operating costs. 


Available in rated capacities — from 10 GPM to 1500 GPM, pres- 


sures — up to 150 psi. 








"liquid materials handling”® equipment 


BLACKMER 





INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 


NEW YORK « ATLANTA « CHICAGO « GRAND RAPIDS « DALLAS » WASHINGTON « SAN FRANCISCO 





See Yellow pages for your local sales representative 
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Combustion Control Div., Electronics 
Corp. of America, Cambridge, Mas. 

Kittoe has been assigned the south. 
east territory from Washington, D, ¢. 
to Florida, handling the Division's line 
of Fireye flame safeguards, packaged 
control systems, smoke density indica. 
tors, valves, operating controls and 
accessories. 








A glance into the future might see the 
sidewalk above clear and free of ice as 
the rest of New York City struggles 
with one of its famous blizzards, Here, 
welded steel piping through which light 
oil heated to 140° will be circulated 
when snowy weather comes is installed. 
The snow-melting, ice-proof walk is in 
front of the new C.I.T. Financial Corp. 
building at 650 Madison Ave. 


oe © HC Bee eo Pe eee oF CC CPE 





Lucky serviceman Nick Kraynack, lef. 
of Lipson Oil Co. is presented with Eko- 
tape tape recorder by Tom Godburs, 
Eastern representative for wae 
Electric Co., Racine, Wis. Award : 
made periodically in drawings er 
among names deposited by visitors ; 
the firm's Caravan of Service, a #rav 
ing showroom touring the country 

display the company's newest develop” 
ments in oilburner equipment. Kray 
nack was one of the more than ee 
cilheat servicemen, wholesalers % 

dealers who visited the show. 


September 
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i's Research Center 


DD this to the future comfort, convenience, and security 

of the American home: new hydrogen-purified Gulf Solar 

Heat — perhaps the greatest advancement in the modern 
history of oil heating! 

As a most recent addition to the distinguished list of achieve- 
ments originating at the Gulf Research Center, Harmarville, 
Pa., new Gulf Solar Heat will afford, through an additional 
refining step, more useable heat per gallon economically to 
the consumer. And this superlatively clean burning product 
promises greater trouble-free operation than known competi- 
tive fuels now available. 

Continuing research, in close cooperation with oil burner 
manufacturers, for more efficient heating fuels, oil burning 

heatin g oil equipment and controls, is but one of many ways Gulf main- 
tains its position in the forefront of the oil industry. 


GULF OIL CORPORATION 








Robertshaw-Fulton to build 
$250,000 research Center 


CONSTRUCTION has begun on a $250,- 
000 western research center at Ana- 
heim, Calif., by Robertshaw-Fulton 
Controls Co. for research in automatic 
controls for home and industry. 

The 15,000 square-foot facility will 
be devoted to the same fields of in- 
terest as the $1-million research center 
opened at Irwin, Pa., by Robertshaw- 
Fulton in 1954, but emphasis will be 
on the western point of view. The 


Oilheating 
Dealers! 


company’s present research facility 
near Los Angeles International Air- 
port will be merged with the new re- 
search center when construction is 
completed. 


Four Firms named sales Reps 
by Purolator Products, Ine. 


FOUR FIRMS have been named repre- 
sentatives for the sale of industrial fil- 
ters and two of these also will handle 
bulk filters made by Purolator Prod- 
ucts, Inc., Rahway, N. J. 


eveRY (AN) INSTALLATION. 


Means You'll Sell Another Tankful 
of Fueloil* in the Summertime! 








Removable Coil 











All Gopper Tankless Heaters 


Cut Unnecessary Service Calls 
—You Make More Money! 
DELUXE TANKLESS WATER HEATER DE- 
FIES COMPARISON ...at ANY price! 
@ Can be installed either VERTICAL or HORI- 


ZONTAL. 


@ Does NOT have to be completely removed in 


hard water areas. 


@ REMOVABLE copper coil unit permits re-use 


of shell or coils. 


@ Air vent PREVENTS heater from becoming air 








bound. 

@ Pre-tested to withstand 150 Ibs. ACTUAL 
working pressure. 

@ All joints, coil tubing, copper shell, seams and *FUELOIL & OIL HEAT's 
bronze flange are SIL-FOS brazed to BRONZE estimate of added fueloil 


fittings to insure permanent air tight, water 


tight union. 


consumption when boiler 
provides domestic hot wa- 
ter. 


@ LIFETIME Guarantee on all WORKMANSHIP. 










239-249 ALABAMA AVENUE 





WATER HEATER MFG. CO. INC. 


In Canada—Diamolloy Co. Ltd., 2316 Gerrard St., E., Toronto, Canada 


" QUALITY PRODUCTS SINCE 1906 J 


Our 
| 51st pain 
Y ear 


BROOKLYN 7, NEW YORK 














Handling both lines will be K ¢ 
Brown Co., Kansas City, Mo, ani 
V. Holm Hansen Co., Bridgeport 
Conn. Industrial filters will be carrio; 
by Jay Besore and Associates, §,, 
Francisco, Calif., and Alpha Eng: 
neering Co., New York City, 


Summer Contest for Dealers 
held by Williams Division 


A TWO-MONTH summer promotion fe, 
turing a national display contest fo, 
dealers is being sponsored by William: 
Division, Eureka Williams Corp, 
Bloomington, IIl. 

The three winning dealers will wip 
week-long trips for two to Hawaii 
Mexico City or Bermuda, according 
to J. M. Gleason, sales manager, 


American-Standard reduces 
Prices, extends Warranty 


THE AIR CONDITIONING _ DIVISION, 
American-Standard, New York, has 
announced a reduction in the price of 
furnace units. In addition all such 
units will be covered by a temyear 
warranty. 

Previously the warranty term had 
been one year. The new prices have 
been issued to distributors throughout 
the country. 

A new 32-page catalog on winter, 
summer and year round residential 
and light commercial airconditioning 
equipment has been issued. 


eo 
Martin B. Beline, newly-appointed 
vice-president of Spi-Rol-Fin Copp. 
Pequannock, N. J., will be in charg 
of development of new markets for 
his company. Before joining SpiRo! 
Fin, Beline was sales manager 0 
Emerson-Quiet Kool Corp. and Quiet 
Heet Corp. 


Ernest Marggraff, 155 Elliott Ave. 
Waterbury, Conn., has been af 
pointed sales representative in the stat 
of Connecticut for the complete lin 
of Silent Korth Oil Burners. 


Theodore L. Smith, Baltimore, M¢ 
named sales representative in the mi? 
dle Atlantic states for draft control: 
made by Field Control Division, Men 
dota, II. 
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Shur-Flo 
DRAFT INDUCER 


Saves YOU MONEY! Saves TIME! 
COMBINES TWO DRAFT JOBS IN ONE! 


Eliminates need for two instal- 
lations by combining fan oper- 
ated draft inducer with draft 
regulator control. Simple to in- 
stall at any angle. 


FAMOUS DRAFT CONTROLS BY WALKER 
PRECISION ENGINEERED FOR QUALITY 


TYPE Z 


Dial & Pointer adjustment — simplest design, 


(Cars 
WALKER i easiest to adjust, maintains positive and 


accurate control under widest variation 


AUTOMATIC DRAFT : TYPE 34 B 


REGULATOR 
Universally accepted for space heaters, water 


heaters, trailer stoves, and all budget-priced 
heating equipment. 


TYPE BB 


Extra rugged, heavy construction designed for 
commercial and: industrial use. Actual 
installation proved it cut fuel costs in only 
three months, enough to more than pay 

total original investment cost. 


ROYAL PURPLE MODEL 


Walker's finest quality automatic draft 
regulator with all moving parts completely 
shielded from corrosion. 

Guaranteed performance. 


WALKER BBG 
DOUBLE SWING CONTROL 
Walker’s BBG Double Swing Control regulates 


updraft, dissipates downdraft in gas-fired 
and combination oil-gas fired equipment. 





VENTURI TOP FOR CHIMNEY CAPS 


Unique Venturi design assures positive 
ids WM eo. ie elimination of downdraft at chimney top... 
ind aa Te for oil, gas or coal fired chimney vents. 
Patented pivots, balanced construction, 
guarantee maintenance-free long life. 





G. Mitchell & Co., 4215 Gascon St., Montreal, Quebec, Canada 


e 
A E. H. Price, Ltd., McArthur St., Winnipeg, Manitoba, Canada 


° n 4% { 
E. H. Price, Ltd., 83 Robson St., Vancouver, B.C., Canada pe 
FOSSSSHOHSHSHSSHSSHSHSSHSHSHSHSHSHSHSHSHSHSHSSHSHSHSSHSSHSHSHSSHSHEHSHHEHSHEHSHEHESESEEEES 


Please rush me information about the Walker items checked below. 


OC Automatic Draft regulators for small installations. 


O Industrial Draft 
egulators for schools, buildings, plants. 
ble Swing Draft Control for Gas. ADDRESS 


O Walker SHUR-FLO Draft Inducer. 


Purple—Deluxe Controls for Deluxe Equi 
quipment. 
Venturi Top Chimney Top. — 























Industry Groups 
(Starts on page 42) 


National Warm Air Association 
Convention set for November 21 


THE ANNUAL convention of the Na- 
tional Warm Air Heating and Air 
Conditioning Association has been 
scheduled for November 21 and 22 
in Chicago. 

Pre-convention meetings of the 
board of trustees and various commit- 
tees will be held November 19 and 20 
at the Morrison Hotel, Chicago. 


Refractories Institute elects 
Brinckerhoff as new President 


J. E. BRINCKERHOFF, vice-president, 
The Babcock & Wilcox Co., New 
York, N. Y., has been elected presi- 
dent of the Refractories Institute at a 
meeting of its board of directors in 
White Sulphur Springs, W. Va. 

The Institute’s headquarters are in 
Pittsburgh and Brinckerhoff has been 
a director of the organization since 
its inception in 1951. 


Heating Wholesalers Plan 
for Chicago Convention, Nov. 17 


PRELIMINARY PROGRAM of activities 
has been arranged by the National 
Heating & Airconditioning Whole- 
salers, Inc., for its annual national 
convention at the Morrison Hotel, 
Chicago, November 18-20. 

Among those active on convention 
committees are Rogers Follansbee, Roy 
Heier, Lou Hatz, Keith Ault, George 
Primich, (general convention chair- 
man), C. R. Bennett, W. R. Bull, 
Frank Green, R. McGookin, Don 
Wefler, P. L. Parker, Jim Alter, 
Rudy Guenther, Frank Marzullo, J. S. 
McDonald. 


Heating, Cooling Coil Group 
elects Ernst new President 


T. W. ERNST, The Trane Co., has been 
named president of the Heating and 
Cooling Coil Manufacturers Associa- 
tion for 1957-58. 

A member of the Association for 
four years, Ernst said, “Our over-all 
objective during the coming year will 


be to secure industry-wide Fecogni: 
tion of the testing and coil rating cog, 
developed by the Association,” 


North Carolina Jobbers plan 
annual Meeting, October 20 


MEMBERS of the North Carolina 0j 
Jobbers Association will meet fo, 
their annual fall meeting on October 
20-23 in Asheville, N. C. 

Otis Ellis, National Oil Jobber: 
Council counsel, is tentatively sched. 
uled to appear on the program, 

The Association has recently moved 
its offices which are now located 2 
201 New Bern Ave., Raleigh, 


Jersey fueloil Distributors 
have their annual golf outing 


THE FUELOIL Distributors Association 
of New Jersey had its annual golf out 
ing on July 23 at the Plainfield Coun 
try Club. 

On the committee arranging the 
event were Tim Loizeaux, Bob Crane, 
Gordon Reinauer, Dip Hagerman and 
George Woodruff. 








ANNOUNCING 





Eliminates 
Drilling 


Pipe Unions 
Washers 


e SIMPLE 
e FAST 
e PERMANENT 


Guaranteed 
at least 
TWICE as good | 
as a NEW 
tank! 


* 


from the INSIDE 
where corrosion takes 
place. SEND NOW for 
FREE SAMPLE. See 
why corrosion CAN'T 
HAPPEN again! 


Mc GILLIS STONE BASE O/L TANK LINER 





73 Prescott St., 





NYU AW AY i Lh ie | AY 


McGILLIS STONE-LINER 


The tank is treated 
Oy 


Available Only Thru Instructing Distributors 
General Distributor 


L. JAMES DeWOLFE, INC. 











New Style 





up—19 ga. doors) 


Applied with @Heavy U-Channel Understructure Locking Device mee 
OIL IN TANK @Electric Welded throughout © Fendix Undercoating (No 
®Telescoping Roof and Hinged Gate Charge) 








Reading, Mass. 


More for 


BEST BODY - BEST BUY 


@14 and 16 ga. Body Steel (14 ga. © Full-length Hinges with Brass Pins 
throughout for models rated 1 ton Panels 


@12 ga. Diamond Floor Plate 


IMMEDIATE DELIVERY © Distributors in Principal Cities 


/ SH) - 
MORYSVILLE 


“BODIES YOU CAN 


DEPEND ON” w 
LAST INDEFINITELY cody CCE 771: 





your Money in 


MORYSVILLE 


Morysville U-2 for %,% 
or | ton chassis 






®Solidly Framed Doors and 


© Recessed, Spring-loaded Latches 
with Individual Locks or Mastet 
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Degree-day Calculations 
(Begins on page 75) 


month and ending a few days prior 
to the end of the calendar month. 

In FicurE 5 the comparative 
analysis of total degree-days is shown 
for the month of February, 1957, at 
Chicago, Illinois. By starting seven 
days earlier than February 1 and end- 
ing seven days before the end of 
February, the total period has only a 
very slight abnormality in the cumula- 
tive total degree-days compared with 
the average for the calendar month 
of February. In contrast to this, the 
abnormality of degree-days, using the 
actual calendar month starting with 
February 1, is 176 degree-days less 
than the February average. The period 
ending seven days earlier would have 
an abnormality of only 9 degree-days. 
The difference between the two is 167 
degree-days, which is approximately 
16% of the total average degree-days 
for the month of February in Chicago. 

Generally speaking, what has hap- 
pened in this instance is that the last 
week in January had cold weather, 
and the last week in February had 
warm weather. When the two ab- 
normalities are totaled, it amounts to 
167 degree-days. 


If individual dealers can develop 
their own respective lag relationships, 
they can improve the correlation of 
the monthly total degree-days in com- 
parison with their calendar month de- 
liveries, 

Other refinements are also possible 
in the use of degree-day calculations. 
Most oil companies and feuloil dealers 
use some adjustment toward normal 
in estimating their fueloil require- 
ments for the next season ahead. It is 
possible with the use of detailed 
climatic tables to give the ‘climatic 


odds” that a certain direction of 
change in fueloil requirements can be 
expected in each local area during the 
following season. By taking different 
points in the climatic range, it is pos- 
sible to give the “odds” in terms of 
numbers of barrels that will be re- 
quired with varying weather condi- 
tions. 

In order to obtain the best answers 
from calculations of “climatic odds” 
a careful analysis needs to be made of 
past data to determine the rate of de- 
livery per degree-day. This is a very 
stable factor and changes only as the 
dealer or distributor adds or subtracts 
customers. Deliveries of fueloil used 
for non-space heating purposes must 
be separated from those used for space 
heating prior to determining the rate 
of delivery per degree-day. 

Another factor that must be taken 
into account is the build-up in stor- 
age in the fall months and the cor- 
responding draw-down during the 
spring months, a factor which is not 
directly related to the current weather 
in those periods. 

With the advent of electronic com- 
puters and their adaptation to specific 
industrial problems, refinements in the 
degree-day systems are very much 
needed. Small adjustments may be a 
large time-consuming problem if cal- 
culations are by hand. 

The entire climatic range of degree- 
days for a given city can be placed on 
the memory bank of a computer. By 
multiplying the projected rate of de- 
livery per degree-day times various 
values in the climatic range answers 
are given in barrels of fueloil require- 
ments. Then the dealer or distributor 
knows the calculated risk he is taking 
in planning his storage, equipment, 
and manpower needs for the season 


ahead. 





Sept. 

Boston 65 67 69 
Indianapolis 64 66 69 

a Lander, Wyo. 63 65 68 
Angeles (urban) 62 65 67 
Miami 64 65 65 

Oklahoma City 63 65 67 
Spokane 65 68 71 





i 


TABLE I 


Variable Degree-Day Thresholds 


Threshold values of degrees Fahrenheit to be used in calculating degree-days at 
seven sample cities. These values give approximate adjustment for changes in solar 
radiation during various months of the heating season. 


Feb. Mar. Apr. 
71 70 68 66 64 62 
71 71 70 68 65 63 
69 68 67 65 63 61 
68 68 67 66 64 61 
65 65 65 64 63 62 
69 69 68 67 65 63 
fA 71 69 67 65 62 
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QIL BURNER MANUFACTURERS 


a SELECT HYDROVALVE 


(7g IGNITION ELECTRODES _ 


, TO GIVE LONG LIFE 
m PERFORMANCE FOR 
THEIR OIL BURNERS. 


HYDROVALVE electrodes are designed 
and made for long-lasting, trouble- 
free service. They feature the New 
Exclusive “HYDROTITE” insulator, per- \ 
fected for high dielectric and mech- j 
anical strength. The HYDROTITE } 
insulator does not warp, withstands 
high temperature, and remains stable 
with age. The special, easy-to-shape, 
alloy tip is recognized as the most f 
desirable material for oil burner Jf 
servicing and has the advantage of 
being highly resistant to present-day,J 
high corrosive fuel oils. < 
Standard sizes in stock for immediate 
delivery. _ 
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Superlite 


The Ultimate in Pre-Cast 
Kiln-Burned Chambers! 


Kiln-Burned makes the difference! Fired for 
100 hours, SUPERLITE CHAMBERS have insulat- 
ing, quiet-burning, light-weight qualities that 
give far more to you and to your customers! 
Tongue-and-groove walls, ledged bottoms, for 
fast installation. Available in round, square, 
pear and flexible. 
Get the complete SUPERLITE 


story now! 


PRESBREY 
REFRACTORIES CORP. 
“Our 131st Year” 

602 Somerset Ave. 
TAUNTON, MASS. 
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Feaders’ Problems 


Q. I would like information about 
a problem. Last October I installed a 
new heater and oilburner. The unit 
worked well until January, when I re- 
ceived a service call that it was vibrat- 
ing and giving off dense, black smoke. 
Checking it, I found it giving off white 
smoke. The flame was very unsteady. 
Fueloil pumped into a jar was white 
in color showing that water was pres- 
ent. I removed about a teaspoonful of 
water from the pump, about three 
drops of water from between the pump 
and the nozzle. The filter cartridge 
showed water, and four or five drops 











USE it —— SELL it! 


hd oy Addie 
SOOT DESTROYER 


For more than 20 years, America's most effi- 
cient and preferred fuel oil soot destroyer. 
USE E-Z on every cleaning job for easier, 
faster, more thorough cleaning. SELL E-Z to 
home owners and building managers for ex- 
tra profits. 


E-Z chemical powder is easily 
and simply sprayed into com- 
bustion chamber and flues. 
Quickly reaches all surfaces 
including places vacuums or 
brushes won't touch. Saves on 
fuel costs by keeping heating 
system thoroughly clean. Re- 
duces chimney fires. Keeps 
interiors clean. Reduces air 
pollution. Unconditional 


MONEY BACK GUARANTEE 
SEND COUPON FOR FREE SAMPLE 


NORMAN CHEMICAL CO. 


1630 Carroll Ave., St. Paul 4, Minn. 


Please send us FREE SAMPLE of E-Z Fuel Oil Soot 
Destroyer for testing, with literature and com- 
plete price set-up. 











EVER-TITE 


The Best 
in 
Quick 
Couplings 


Ever-Tite Couplings give quick, 
sealed connections that stay tight. 
They speed deliveries — prevent 
leakage pay for themselves 
many times over. There’s an Ever- 
Tite for every hose coupling need. 


Consult us now about your plant 
or truck equipment problems. 


Write for catalog 
RENICK & MAHONEY, INC. 
380 Second Ave. (at 22nd St.) 
New York 10, N. Y. 

for the Oil Trade 


Complete Equipment 


SERVICE 





of water were in the filter holder, | 
drained fueloil directly from the tank: 
this had water in bead form through, 
out the fueloil, which water gradually 
settled to the bottom. 

To me this seemed like a lot of 
water in the oil, more than enough ty 
throw my burner all out of adjus 
ment, especially for only a three-mont} 
period. 

Have you any literature available 
that would tell how much condensy 
tion would accumulate in a given 
period in an inside tank, and wha 
effect a small amount of water mixed 
with oil has on proper combustion, 

I blamed this on the oil compan; 
and it says that the amount of wate 
shown would not affect my combus 
tion. 


C. E. R., Willow Grove, Pa. 


A. No, we have no literature on how 
much condensation would accumulate 
in an inside tank in three months, The 
amount depends on many variables in 
cluding, just for example, the size of 
the tank, ambient temperature changes 
causing tank temperatures to change, 
outside relative humidity, and th 
amount of fueloil usually in the tank. 
However, the performance of thou 
sands of inside-tank _ installation 
proves that condensation does not 
cause trouble on typical installation 
even in five years’ time. 

If you are correct about excessive 
water causing the trouble, forget 
about condensation. Water entered 
the tank in large amounts, if thi 
trouble was caused by water. If water 
was not delivered with fueloil, then 
water found its way into the tank 
through the fill line or the vent line 
Condensation does not cause suct 
trouble on inside-tank installations. 


Q. Here are details of a boiler wm 
stalled as a package unit in Februar) 
1956: 

The boiler makes too much nowe 
not only to the discomfort of the own 
er but also to the discomfort of the 
neighbor on the second floor. 

My instruments gave me these 700 
ings: 7% 02; .02 over-fire draft 
550°F, stack temperature; #3 smoke 
atomizing pressure 95 lbs. The boile 
should be fired by a 1.50 gbh, 80 


September 


1957 
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time-saving, 
snug-fitting job 
Snaplock Plenum parts arrive SnapLock Plenums are speedily that puts extra 
securely banded for compact assembled by one man without the dollars in 
shipment, easy handling j necessity of nuts, bolts, screws your pocket! 
and convenient storage! f or special tools! 
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‘Write for the 
FREE Illustrated 
Catalog! 















i Check These Typical Prices for FOR LITTLE MORE THAN THE COST OF MATERIAL 
24" High Plenums 



































entered You can now order excellent prefabricated plenums — Moncrief 
if thi i aan oNet IE SnapLock Plenums, precision-fabricated at the factory to fit virtually 
Number |. Size rasan Applications any make or size of furnace — and save plenty of money! 

f water - - But your original saving is just a start, because Moncrief Plenums 

I, then #23A | 14x16 | $3.20 Fits 8 Moncrief Units require less storage space and less hauling space, saving many trips 
; - Many Others back and forth to your shop. On the job, the convenient snap-locks 

e tank pa? ape Fits 6 Moncrief Units make it possible to snap the five panels together easily and quickly. 

nt line . j . Many Others If you have been looking for ways to make your installations faster 

, + , / ; and better, try Moncrief SnapLock Plenums for your next job. 

e sucl #664 | 22x22 | 4.65 Fits 9 Moncrief Units 7 ¢ 2 

ec . . . Many Others The nearby wholesaler, who handles Moncrief Pipe and Fittings, 

Ons. Seiten 30° and 24” ba ary > has the new Plenum Price List that will show you how to make 

and 36” high at slightly higher prices. more money on every installation! 
viler mn Warm Air Plenums! Return Air Plenums! Plenums for Basement, Hi-Boy, Counterflow, Horizontal — All Furnaces! 
ebruar’ 


MONCRIEF SUREFI! PIPE — STACK — DUCT — ANGLES — ELBOWS 


1 noise 
f tac 
of the 24 Tints 24” Joints 





60” Joi “ . $ Lock 
ints 60” Joints 32 — Heteen Ate Adjustable Watonteed 
64” Joints Snap Lock Boot Round Take-off Angle 
sé read End Boot Register Box 
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THE HENRY FURNACE COMPANY ® Medina, Ohio 





FURNACE PEPE AND FITTINGS 


solid-cone nozzle. I tried six nozzles, 
of 1.50 and 1.65 gph, hollow-cone 
and full-cone, and angles of 60° and 
80°. 

The dealer who installed the job 
thinks an entirely different type of 
gun burner will eliminate this com- 
bustion nuisance. However, I feel that 
this would not eliminate the present 
condition. I feel if I were to install 
a soft insulating firebrick chamber 
with a high-pressure head, and sup- 
port the chamber with a half-inch as- 
bestos underneath the chamber to 










You can't buy 

a better 

burner at any 
price—and only 
our price is 
competitive! 





<4 Model TB 





75 to 3.0 Gph 
One-Piece Cast 


dry tray pumps. 


SILENT-FLAME 


MANUFACTURING CO. INC. 
Blue Point, L. |., N. Y. EM 3-6201 
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~\ 
MURRAY Says: 


Open check type. All mov- 
ing parts perfectly counter- 
balanced in all positions. 
Extra large blade gives 
maximum control on high 
draft. 
ings for highest perform- 
ance and long life. Heavy 
construction. 


COLE-SEWELL ENGINEERING CO. 
St. Paul 14, Minn. 


DRAFT 
STABILIZER 








tor: 
hold 
draft. 
mestic sizes: 
Friction-free bear- 


2288 University Avenue 





Aluminum Housing 


Write or phone 
us for: Complete line of quality oilburn- 
ers, sump pumps, circulators, and laun- 
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eliminate any possible combustion 
noises from being amplified, that it 
would possibly do the trick. 


E, P. J., Allentown, Pa. 


A. What you propose certainly 
should be tried! Designing the fire- 
box made of insulating firebrick, give 
serious consideration to the recom- 
mendation of experts of the Wm. 
Steinen Mfg. Co., which appears on 
p. 81 of the January issue of FO#OH 
in these words: “Where possible de- 
sign a combustion chamber to have 
twice as much volume above the noz- 


COLE-SEWELL Draft Controls: Outperform, O 


COMMERCIAL DUO-DRAFT 


CONTROL 
FOR GAS 


Double-acting Draft KoreK- 
factory balanced to 
extremely accurate 
Full range of do- 


7 st 








|... When You Use 


IRCO 
COMBUSTION 
CHAMBERS 


Order sample chamber TODAY— 
We'll pay the freight. See for your- 
self how IRCO Z-ramic refractory 
with the Mirro-Glo surfaces will 
help combustion and save installa- 
tion time with pressed, true-shape, 





easy to install sections. 








Standard Chambers—Book Tile—Baffles. 


Distributors in principal cities. 


Insulating Refractories Company 


SAN RAFAEL 


12”. All commercial sizes. 
Knife-edge bearings. Indi- 
vidually cartoned. 

quality construction. 








CALIF. | 
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zle as below it. In other words, wher 
possible make the nozzle side-wal 
height three times the nozzle height” 
Extra-high side walls for the firebo: ¥ 
help tremendously in solving such; 
flaree-noise problem as you face! 


Also if feasible for the job, try 
1.35 gph firing rate. If that proves 
adequate, be prepared to make the 
firebox smaller so that its size matches 
the reduced firing rate. The firebor 
should fit the flame snugly. Intermit 
tent and continuous ignition also can 
be tried. 


If the flame-observation or firing 
door is large and of a design that per 
mits this, line it with pieces of insulat 
ing firebrick cemented and bolted in 
place. Be especially thorough in locat 
ing and sealing permanently any a 
leaks in the boiler; such leaks caus 
flame-noise complaints. 





If flame noise comes from the dra 
regulator, consider running a length 
of smokepipe down to the floor (from 
a tee facing downwards and located 
in the boiler’s smokepipe); install @ 
smokepipe elbow at floor level, a1 
install the draft regulator in it. Thi 
“elephant’s trunk” arrangement often 
helps deaden flame noise. 

If the boiler’s smokepipe vibrates 
and gives off flame noise, you can ® 
sulate it. One thorough way to do ths 
is to cover it with one-inch of fibre 
glass soft insulation; over this PY 
chicken wire or other suitable scree 
ing, then apply at least one-half inc 
of asbestos cement for good app! 
ance. . 

Shifting to a different make, mot 
and type oilburner would be going" 
an extreme—as the way to end 
flame noise. But the insulating brid 
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NOW 


the RMC Gauge-Signal Package 


With two distinct units, specifically designed for their job 
the time and expense of plugging an extra tank opening is not 
necessary as is required by a combined vent signal and gauge. 








gives you the most practical combination 


. “Filtone” SIGNAL 


The NEW Filtone is designed to operate with a mini- 
mum of back pressure, has no “dead spots” and has 
far greater strength for supporting the vent pipe. The 
Filtone offers you both installation and fuel servicing 
advantages. 





FLANGE-TYPE CONNECTOR—Made in two parts which are bolted together to eliminate 
need for unions, compression-type couplings, or the need to build the vent up from the tank. 
Has tensile strength one-third greater than malleable iron. 


MINIMUM BACK PRESSURE—The RMC Filtone operates with a minimum of back pressure. 
(1) while tank is being filled and vent is exhausting air only, and (2) when liquid may actually 
be up to the vent, in case of overfills. 


DEPENDABLE, AUDIBLE SIGNAL—Makes a solid, pleasant whistle sound the moment fuel 
begins to pour into tank. Has no “dead spots” at any rate of fill from 15 gpm to 60 gpm. 
When the sound stops, the delivery man knows the tank is full. 


2. “Universal” GAUGE 


The Rochester Universal Gauge has a long standing 
reputation as the best value for accuracy and long, 
lower cost gauge life. Gauge replacement and serv- 
icing problems are practically non-existent with Uni- 
versal Gauge equipped installations. 

















Listed by 
Underwriters 
Laboratories 


RMC GAUGE-SIGNAL 
PACKAGE... best 
WEATHER-PROOF—Pressure tight head is sealed and weather-proofed so that it can be 


ond doors outdoors combination buy! 


FUME-PROOF — Magnetic drive eliminates need for any opening into tank; gives perfect 
readings at all times. 


LEAK-PROOF—Hermetically sealed head makes it leak-proof, dust-proof and absolutely 
shock-proof, 


Call your jobber, or write the factory, but whatever you do start using 
this “perfect package” now. It will save you time, trouble and money! 












ROCHESTER MANUFACTURING CO. © 8 ROCKWOOD STREET © ROCHESTER 10, N, Y. 













LIQUID LEVEL, TEMPERATURE and PRESSURE INSTRUMENTS 


RALPH M. NELSON 


RMC REPRESENTATIVES Pewee yn 





JOSEPH BERNARD CHARLES J. DAVIS V. E. DUNNING HALL AGENCIES ROCHESTER MFG. CO., INC. 
511 Harper Avenue 215 Cushman St. 2949 Harriet Ave. S. 4 Manor Road, E. 12143 S. Halsted St. 
Hill, Penna. Plainwell, Michigan Minneapolis, Minn. _. _ Toronto, Ont., Canada Chicago 28, lil. 
FRANK L. CASSIDY , WILLIAM J. DEBLER FRANK HACKETT CHARLES P. McKENNA, JR. SAMUEL SKNER 
$916—5é6th Ave. S. 31 Gordon Rd. 759 N.Milwaukee St. P.O. Box 155 274 Madison Avenve 


Seattle, Washington Needham, Mass. Milwaukee 2, Wis. Richmond 1, Vo. New York 16, N.Y. 











. Readers’ Problems 





firebox you want to try out still could 
be used for another burner; and if your 
efforts to make the job quiet do not 
work out 100% successful, the other 
type of burner still could be installed 
and little if any of the efforts you made 
(to quiet the burner now in use) 
would be wasted. 

Seldom does a low-capacity pres’ 
sure burner give as much noise trouble 
as you describe. Experts can produce 
silent flames from pressure burners. 
You are correct in concentrating on 
nozzle patterns, air-handling gun-tube 
parts, and firebox design and material 
—in your efforts to end the trouble. 
































Q. Is there an automatic way to 
switch to higher cfm in summer, and 
proper lower cfm in winter, for a 
furnace-type job that recently had 
summer airconditioning added to it? 
To have sufficient warm air come from 
the supply registers in winter, the 
winter cfm must be cut to be 35% to 
40% less than the cfm that must be 
used on this job for proper summer 
cooling. 

H. D., Hamilton, Ohio 


A. In a system of low to medium 
capacity, air distribution to the dif- 
ferent rooms may be sufficiently good 
both summer and winter although 
one simple damper is closed enough 
in winter to reduce properly the cfm 
of the system. Located in the main 
supply duct or at the output side of 
the circulating blower, this damper 
may be moved by a _ two-position 
damper motor. Setting a switch for 
summer cooling starts the blower mo- 
tor, closes a circuit that permits the 
compressor to run (controlled by a 
room thermostat) and causes the 
damper motor to put the damper in 
its wide-open summer position. 

Setting a switch for heating the 
house causes the damper motor to 
close the damper to the degree need- 
ed for proper heating, or adjusts for 
the lower cfm needed for heating, in 
addition to closing other circuits that 
turn on the oilfired furnace and the 
heat. 

Problems are greater in large sys- 
tems, in which balancing is correct 
for the summer, but is entirely incor- 
rect in winter when cfm capacity is 


reduced simply by lowering the out. 
put of circulation blower. 


Q. “Sparky on Airconditioners,” 
feature article in your May issue, has 
a drawing on p. 71 showing the level 
of liquid in the condenser-receiver 
clearly below the water tubes of the 
condenser. I’ve always tended to 
think “the more the better” with re. 
spect to amount of refrigerant in such 
a system, Allowing for months of 
slight leaks, etc. Have I been wrong 
or is Sparky's drawing wrong? | 
think the liquid in the condenser-re- 
ceiver should cover at least half its 
water-cooled tubes? If that’s not 
right, what harm if any comes of hav 
ing liquid that high? 

U. C. W., Skokie, Ill. 

A. Sorry, but Sparky finds you 
dead-wrong. The drawing is correct. 
If covered with refrigerant, the wa 
ter-cooled tubes will not do the con 
densing work they are designed to do, 
Instead, they will do highly inef- 
fective sub-cooling, which they are 
not intended to do. 


With too great a refrigerant 
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| F-45 Capacities 
465 GPH to 4.50 GPH 


r forms No. H-5116 
1035 for complete 
































la SVS Dependable as 
Tomorrows Sunrise 


5.00 GPH to 10.00 GPH 







Approved by Underwriters Laboratories, Inc. 
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give Expert Service 
and | use... 









G-6 Capacities 


G-8 Capacities 
10.00 GPH to 
20.00 GPH 


Specially designed 
Steel Furnaces 








BOSTON 





CUSTOM-BUILT INSULATING BRICK 





ROUND "A" TYPE 


(Can be used on any job where 
round chamber is desirable.) 
Sizes up to 1.75 GPH 


"My Customers appreciate the DIFFERENCE!" 


MACHINE 
WORKS COMPANY 


The Instant - Gla 


COMBUSTION CHAMBER 


STANDARD ROUND TYPE 


for Boilers 
and Cast Iron Furnaces 
Sizes up to 2.0 GPH 








“NARROWBOY" 


for for Narrow Boilers 


and Furnaces 
Sizes up to 5.0 GPH 








For details, write to: 

Oil Heating Supplies Div 
7-17 WILLOW STREET 
LYNN, MASSACHUSET?S 


Every Emerson- 
Electric motor is 
custom-engineered 
to meet your 

exact requirements. 





EMERSON-ELECTRIC | 


@ Since 1890 





loi 





SAVE on 
FUEL OIL 
DELIVERY HOSE 








Long-wearing, top-quality hose racks and reels | 
easily. Repeat-ordered for years by thousands | 
of careful purchasers. Multiple-braid carcass. | 
Static wire inserted. Furnished with full-flow | 
male & female couplings (unless male & male | 
specified). SATISFACTION GUARANTEED or you | 


may return hose on receipt for full refund. | 


MAIL ORDER NOW—IMMEDIATE DELIV. 











Lengths 1° L8. 14 3D. 
50 ft. $34.70 $51.35 
75 ft. 49.70 74.10 
100 ft. 64.70 96.85 
125 ft. 79.70 119.60 








3% freight allowance on orders of $100 or more. 
Terms: 2%—10 days to rated firms, Otherwise C.O0.D. 








E2-Snap Serice Fomm No.1 


OEGREE Day SYSTEMS - wOOOSiDE 77 a 


04362 


The BURNER SERVICE Co. 


NAME 
ADDRESS 


INVOICE TO: 


4390 ENNY AVENY 
HAWKINS, N. J. . 
BE 5.5245 


TROUBLE REPORTED: 


CAUSE OF TROUBLE 
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C Cleaned Smoke Pipe 


mi O Oiled Circulator 
Chimney Base [) Oiled 
Controle (-) Oiled Motors Pe 





PARTS and MATERIALS, 





MEN TOTAL OF 


HOURS LABOR @ 


THIS IS YOUR 
INVOICE 


OC ownea 


DEG 


MONEY 

INCREASE 

EFFICIENCY 

Make service billing 

and service charges 

as easily understood 

- as fuel oil meter tickets. 
SEND FOR FREE SAMPLE 


REE DAY SYSTEMS 
WOODSIDE 77, N. Y. 
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WILL YOUR 
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When modernizing your plant and equipment, you 
can cut costs by installing positive displacement 


Viking Rotary Pumps. You can pump liquids ranging 


PUMPING 


BE MODERN 
100? 


from kerosene to bunker C with self-priming Vikings. 
You can eliminate uncertain, troublesome gadgets, 
extra piping, auxiliary equipment, etc. 

One Viking does your pumping job from start to 


finish, requiring low horse power and delivering 
high efficiency. 


Vikings have stood the test of time. Many have rec- 
ords of 10, 20, 30 and even 40 years with little or 
no maintenance. Over the years, Vikings have been 


improved to meet new problems and to give still 







better pumping service. 


For the pumps that will save you money and mod- 
ernize your pumping, specify Vikings. Ask for 
bulletin 57See today. 





VIKING — the leader, 
not a follower, 
in Rotary Pumps 





‘Offices and Distributors in Principal Cities 


156 


VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. 


In Canada, it’s “ROTO-KING” pumps 


@ See your Classified Telephone Directory 











. . . « Readers’ Problems 


charge, a unit receiving a fixed amount 
of cooling water (a unit connected to 
a cooling tower, for example) wil 
run with excessive head pressure, and 
a unit using a water regulating valye 
will use excessive amounts of water 
in its efforts to keep down its head 
pressure. 


Q. Perhaps you can help us with 
the following problem. We are con. 
verting a number of oilburners from 
low-pressure operation to high-pres 
sure operation using light fueloil 
These burners have 5” 1 gun tubes 

We are anxious to obtain the best 
air-oil ratio and need: (a) Methods 
and formula for proper blower-wheel 
width and diameter; (b) Best design 
on air-handling gun-tube parts; (c) 
Best way to arrive at correct gallonage 
and angle of nozzle. 

We would like to eliminate as much 
guess, and trial-and-error as possible 
in this operation. Firing is about 6.0 
gph. Your suggestions will be greatly 
appreciated. 

C. H. T. G., Los Angeles, Calif. 


A. At one extreme, your project 
could be extremely simple. You would 
use either the blower-wheel that comes 
regularly in these burners, or a smaller 
wheel or larger wheel (if the blower 
housing can be fitted with a larger 
wheel), but would switch to a blower 
wheel different from the regular 
size only if you have definite reasons 
for this which apply to the operation 
of all gun-type burners. This matter 
is simple because the blower-wheel te 
quirements are the same whether the 
method of atomization is low-pressure 
or high-pressure. 

Continuing with extreme simplic 
ity, you may find no need to switch 
to different gun-tube air-handling 
parts; because if these burners have 
gun-tube parts excellent for use with 
low-pressure nozzles, these parts af 
also excellent for use with highprey 
sure nozzles. The only problem you 
would face on this basis lies in decid 
ing to use full-cone or hollow-cone 
nozzles of proper spray angles. This 
problem can be solved easily by 
the-job combustion tests. Use the typ 
nozzles that produce proper smoke 
readings together with highest 
readings. 
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Reduce 
your 


inventory 
problems... 


THESE 4 PUROLATOR REFILLS 
SERVICE 98% OF ALL 
OIL BURNER FILTER INSTALLATIONS 


With the addition of three new sizes, the 
famous PurOlator line of Micronic® filter 
refills (including gaskets) will now fit 98% 
of all oil burner installations. 


In addition to supplying most requests from 
a minimum stock of four sizes, you can give 








“FIRST IN THE FIELD OF FILTERING” eee ee | Se 


anger your customers the five outstanding benefits 
as of PurOlator Micronic filtration—no matter 
gular | what filter is installed on their job. 
asons 
‘ation 1. Water and acid resistant element. 
hatter sat fe | sermtur | cossmstes | —J ° e e ’ 
da runt | roe | “eery | |e | Se |e 2. Uniform density filtering to .0005”. 
or the nant, = 3. No channeling or ‘‘soft’’ spots. 
a ssi one 4. Will not shrink, distort, stretch, flake 
oe or deteriorate. 
nplic’ ‘ _ 
aii pain . A guaranteed filtering capacity of over 
; erat _ 100 gallons per hour U.L. approved. 
idling 
have Se sarees °F-208 
, with MIE RE Pr700° 
ts are oan 
y prey 
1 you p--MAIL COUPON FOR FREE CROSS-REFERENCE CHART-— 
ei This handy guide shows ou instony the fier | Purolator Products Cow Ine os 
re , ’ 
onepl leading filter units. Rahway, New Jeresy | 
This Please send me copies of your Oil Burner Filter | 
/ Element Cross-Reference Chart. 
y on | 
pos PUROLATOR §*" | 
mnoke PRODUCTS, INC. OE Te a ee , 
t OM ce 
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Rahway, New Iersey and Toronto, Ontario, Canada 
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. . . « Readers’ Problems 


The extremely simple handling of 
your problems, just covered, is based 
on your being of the opinion that these 
low-pressure burners are of excellent 
design; on that basis, you have no 
need to switch to blower-wheels of 
different sizes, or to gun-tube air-han- 
dling parts of different design. 

At the other extreme, your project 
can be of great magnitude—if you 
believe that to start out these low- 
pressure burners have blower wheels 
of incorrect sizes, and need greatly 
different and far better gun-tube air- 
handling parts. On this basis, you 
could make your burner-redesigning 
problem include almost all the work 
an oilburner manufacturer does in de- 
signing, testing, and improving a new 
model oilburner before putting it into 
production. 

As a happy medium, write to H. R. 
Heiple, Shell Oilburner Laboratory, 
Sewaren, N. J., if you want to find 
out if Shell combustion heads for 
about 6.0 gph can be applied to these 
oilburners. Give the sizes of the blow- 
er-wheels in the burners; that informa- 
tion is important. 












IMPORTANT ANNOUNCEMENT 


to Owners of Pullman 


Never Clog Vacuum 
_ Cleaners! 





We’re proud to an- 


Other combustion heads of differ- 
ent designs probably can be applied to 
these burners. For information about 
this, write to manufacturers of atom- 
izing nozzles for pressure burners. 
Don’t fail to obtain information from 
these manufacturers: The Boston Ma- 
chine Works Co., '7 Willow St., Lynn, 
Mass.; Eddington Metal Specialty 
Co., Bristol Pike, Eddington, Bucks 
County, Pa.; Delavan Mfg. Co., 811 
W. Fourth St., W., Des Moines, Ia.; 
Modern Die & Machine Co., 166 
Pleasant St., Boston 25, Mass.; Mon- 
arch Mfg. Works, Inc., 2501 E. On- 
tario St., Philadelphia 34, Pa.; and 
Wn. Steinen Mfg. Co., 43 Bruen St., 
Newark 5, N. J. See also the Buyer’s 
Guide and Industry Directory Sec- 
tion of the May 1957 issue of FUELOIL 
& O1 HEAT. Page 15 lists 18 manu- 
facturers of combustion heads, and 13 
manufacturers of air-cones and dif- 
fusers for gun burners. Page 32 lists 
22 manufacturers of atomizing noz- 
zles for light fueloil. 


Q. Is it bad to install just one ex- 
tremely large hot-water radiator to 






heat a large room? Having many win, 
dows, a 30 ft. x 52 ft. room needs 139 
sq ft. of high-temperature 200° p 
hot-water radiation. 

J. B. A., Baltimore 

A. Make certain 130 sq. ft jg 
enough for that room! 

No, don’t install just one big rad; 
ator! Many rooms of this size need 
four or more radiators, and are heat 
ed best by thin, low, long radiators 
located mainly below the windows 
As a dozen or more factors must be 
taken into account to arrange beg 
the radiation in this room, you should 
get local expert help from a repre 
sentative of a manufacturer of boilers 
and radiators. 
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Q. Only a few of the jobs I service 
or have installed give good, low stack 
temperatures. So I’m always doing 
everything I can to pull down stack 
temperatures, like cutting gph firing 
rates to satisfactory minimums, replac 
ing bad fireboxes, baffling flues of fur 
naces, and providing good draft regw 
lators. 

Yet on a theoretical line of conten 





COMBUS 


@ SIMPLE TO USE 








@ LIFETIME ACCURACY 
@ PORTABLE 
@ COMPLETE 
Ratti. PR td @ INEXPENSIVE 
usiness-building ‘ 
ideas .. . keeps Pull- Includes: Smoke Gage 
man and Pullman-| (02 Indicator Slide Rule Computer 
equipped dealers out | Draft Goge* Magneclips 
front! Stack Thermometer Instructions 


A Complete Combustion Efficiency Test 
In 30 Seconds With the NEW, Low-Cost 


DWYER 


TEST KIT (No. 1100) 


Measure Combustion Efficiency with 
this new, low-cost DWYER Test Kit 





...and all necessary accessories and fittings 


TION 





nounce our latest ...a 
Service Identification 
Tag. Hang it on the fur- 
nace after cleaning with 
your Never Clog Cleaner. 
There it stays ... an effec- 
tive “silent salesman”, right 
on the job, insuring repeat 
business for you. 














IDENTIFICATION 
TAGS 


$1.50 per 100 
$15.00 per 1000 


from your jobber 
or direct from 
the factory. 
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25 Buick Street, Boston 15, Mass. 





Write for complete information 
F. W. oe im me MFG. co. 


PULLMAN VACUUM CLEANER CORP. | 


Here’s everything you need for a thorough, profes- 
sional job of combustion testing. This new DWYER 
Kit simplifies the testing of any installation . . . resi 
dential, commercial or industrial: gas, oil or coal fired. 
You can perform a complete analysis in less than 30 
seconds . . . accurate to within +144% COz. 


Handy, handsome metal kit— (also available with 
COz2 Indicator alone) —is custom-fitted for all neces- 
sary parts and accessories. 


*Draft Gage...famous DWYER Inclined Manometer. 
Continuously indicating type, permanently accurate 
—choice of ranges: 0 to 14", 0 to 14”, or 0 to 1” water. 
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um Your Choice... SQUARE...O0R NEW ROUND 
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Photo of new round draft control : Photo of square draft control 
Service Line drawing illustrates adapter : Time-Tested Line drawing illustrates adapter 
W stack eum Oe ga + ia 
doing . 45° Vane 


n stack 
1 firing 
replac’ 
of fur 


t , 
se New, competitively priced, round Wind- 45° Angle Mounted Vane — With 


master Draft Control fits snugly, quickly angle mounting, the Windmaster vane 
to save installation time . . . can even eliminates that ineffective, quivering 
be installed directly in ‘tees’. first 45° of movement . . . assuring 

quicker relief right when it is needed. 


contem 





Calibrated Weight—Stack draft cali- 
brations on the weight permit quick, 

CHECK THESE accurate draft adjustment right on the 
EXCLUSIVE WINDMASTER \ job, with no factory setting to take for 


granted. It makes setting of the over- 
ADVANTAGES: fire draft with a draft gauge easier. 





45° Vane — no 4 : 
For Quiet, Efficient, Trouble-free Draft Control, 
nervousness—faster 
response Select Windmaster for every Heating Installation. 
die, rs A \ Large. Skeiniel mame Write us today for our new low prices. 
. ) 
TER : ‘ effective area 
ok , Pes Permanently Silent 
n 30 “i 1 Nog Non-Rusting Nylon 


Bearings 


vith vA y 4 oT Counter- Windmaster ‘ 


Permanent, Positive 


eter. eer 
rate ; ia ti division of 


wee \ 7. LIMA REGISTER COMPANY 
Lima, Ohio 
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. . « « Readers’ Problems 


plation, I wonder about insufficient 
stack temperature, which I never faced 
realistically on an installation. 

Your articles warn against “‘ridicu- 
lously low stack temperature” on jobs 
having ridiculously oversize furnaces 
fired at proper gph rates for the loads 
they carry. Your articles also have 
cited 375°F. and 430°F. stacks. Did 
these two low readings cause chimney- 
draft troubles? 

I ask because such trouble never 
showed up on my jobs, a few of which 
have run below 450°F. or 500°F. for 


years, and I don’t see sense in worry- 
ing foolishly about low stack tem- 
perature causing low chimney-draft 
trouble. 
V.F.C., Montreal, Canada 
A. On the 375°F. and 430°F. stack- 
temperature jobs whose performance 
was reported in FUELOIL €& Ort HEAT, 
no draft trouble resulted from the ex- 
ceptionally low stack temperatures. 
We hear from many servicemen who 
are encountering draft trouble, but we 
can recall no case in which this was 
caused by low stack temperature. We 


know of no case in which 
efforts to reduce stack temperatur, 
wound up with draft trouble. 
Many years ago, however, a letter 
came in from Nome, Alaska, oul, 
ing a highly unusual problem, Only ; 
30 hp boiler was being fired in a boil 
room having five boilers of total ¢, 
pacity of about 450 hp, and having 
one large chimney for all the boiler 
Firing only the 30 hp boiler caused je 
to form in and block the chimney, 
that case, giving the chimney the prod 
ucts of combustion from an exceed. 
ingly small flame (compared to thy 








next June! 





Hello! 


let's give 
oilheating the “hard-sell” 
this Fall, and remember 
there’s a big, important 
Oilheating Industry Event 


coming, in New York, 


—G.M.M. 


capacity of the chimney) did lead » 
chimney trouble. 


Q. In an ordinary hot-water circy 
lator, 1/2” size and made for a dome 
tic heating system, suitable for circw 
lating hot fueloil through 2" lines 
keep them hot? 

T.R. F., Bayonne, X,| 
| A. Ordinarily no! Either discari 
| your highly unusual idea, or present 
| complete details of it to commercial 
| industrial oilburner installation experts 
and obtain their opinions. Give a de 
tailed sketch of the piping arrange 
ment to the manufacturer of the cir 
culator, and probably you will r 
ceive information very helpful to you 


Q. I would greatly appreciate yow 
kind advice on the following matter 
I intend to install an oilbwrer in 6 
two-family house. One burner is dit 
cast and the other is machined cas 
iron. Which burner, in your opinion, 
should I give the preference! 

H. G. V., New Tor 
| A. Overall excellence of burner se 
| sign should be your first consider 
| tion. Give particular attention to the 
| design of the air-handling parts in the 
| gun tube of each burner you are “0 
| sidering, because the design of thes. 





parts governs the excellence of the 
flame the burner produces. . . and th 
flame efficiency and consequently tle 
fuel economy of the installation 
| Read what Sparky, the worlds 
best serviceman, has to say about! 

above important points in the at? 
starting on p. 56 of the March !”" 
issue of FuELom & On. Heat. Mi 
certain to provide the delayed-opemé 
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STUD 
MOUNTING 


ADD-ONS 
GO HERE 
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EG BODY PATENT 





APPLIED FOR 








Start the season with 
Sid Harvey’s new catalog. 
Write for it on your 
firm letterhead. 
It’s FREE to the trade. 
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IMERGENCIES 
DONT WAIT 


—— BE PREPARED with a 
HARVEY TRANSFORMER PACKAGE No. 76 


You’re never stuck but once in a blue moon when 
you have a Harvey Package No. 76: 


It takes only one transformer, plus a handful of 
accessories to make over 195 different 10,000 
Volt, 2 pole transformer replacements . . . Over 
80% of those used on domestic burners. 


You can make any mounting combination you 
need, with the hi-tension terminals in base or 
in end. 


6 knockouts to put the line voltage connection 
where you want it. 


6 pair of interchangeable hi-tension terminals 
including Buss Bar, Thumb Nut, Spring Plunger, 
Male and Female Rajah connectors give you every 
possible hi-tension connection. 


There’s no second call when you install a Harvey 
Package No. 76, it’s a permanent replacement. 
Try one and see for yourself. 








IT’S A MUST FOR EVERY SERVICE CAR 


TRADE PRICE “484 





(TRANSFORMER AND ACCESSORIES CAN BE PURCHASED SEPARATELY) 








WD WRRNEN vac: 


VALLEN STREAM, NEW NORK 





AVAILABLE AT ALL SID HARVEY STORES 
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NEW ENGLAND'S LEADING MANUFACTURER 


es TABLISHED 1865 





NOW SERVING YOU FROM NEW ENGLAND'S MOST ACCESSIBLE ARTERY 
ROUTE 128! (turn at Route 62) 


® Blue stove pipe and fittings 


STOVE 
RANGE 


AND SUPPLIER 


117 ELLIOTT STREET © BEVERLY, MASS. 


Telephone: Boston, Prospect 6-9090 © 


© Chromium plated stove pipe and fittings 
© Galvanized stove pipe and fittings 
Prefabricated duct and fittings 
Perimeter heating pipe and fittings 
Small-pipe heating pipe-fittings 


FURNACE 
BOILER 


REPAIR 


Beverly, Walker 2-0581 





Sparky emphasizes in the article. Make 
certain to install the best firebox you 
can. 

Either of the burners you describe 
can be exceptionally quiet, as far as 
its running parts are concerned, if its 
manufacturer provides it with an ex- 
ceptionally quiet-running motor, and 
painstakingly insures excellent align- 
ment of the motor shaft and fuel-unit 
drive shaft. If the all-important gun- 
tube air-handling parts of both burn- 
ers seem equal to you, decide which is 
the quieter burner and install it. 








The best way to decide is for you to 
visit several actual installations fired 
by the two burner models which you 
are considering. Run the burners to 
find out how quiet they are. 


Q. I've sold and installed quite a 
few dozen windowsill aircondition- 
ers. All the thermostats in these, af- 
fected by room temperature and used 
to start and stop compressors, are 
awfully “course” and “rough.” Snap 
on the thermostat, and it seems the 
room temperature must drop perhaps 





five degrees, and the room becomes 
entirely too cold, before the compres: 
sor is stopped. 

First, do many makes of window: 
sill units have such bumpy thermo- 
stats, or is this peculiar to the make 
unit I handle? 

Second, how can I end the com 
plaints? 

M. K., Brooklyn, N. TY: 

A. First, dealers handling several 
makes of windowsill airconditioners 
are complaining about the identical 
trouble. 















® 
Microstone Element 


FILTERS 





NY, Oo 


... the most effective fuel oil fil- 
ter yet devised! SETTE Microstone 
Element Filters boost oil burning 
efficiency for all units. Exclusive 
ceramic element stops all particles 
down to 1/10,000 of an inch! Give 
your customers proved economy! 

* SAVES cost of fittings! 
Call your jobber — or order direct 










* Model F-10B: Saves cost for 
small to medium ranges, 


heaters, furnaces, etc.— in- 


stalls on tank or drum. 





Model Z-1: Screws easily in- 
to all control valves...small 
to medium installations. 


Model MS-3: Unequalled fil- 
tration for medium to large 
units; will handle 100,000 
BTU’s. Easily installed at tank 
or anywhere in line. 
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EM 


i] SETTE pe Please send the following, postpaid : r ‘ 
! doz. Model ___doz. Model ___doz. Model; 
i PRODUCTS F-10B Filters Z-1 Filters MS-3 Filters =; 
& 1241 High Street Address ; 
! Oakland 1, Calif. | city oe ' 
‘ EXPORT AGENT — OCEANIC EXPORT COMPANY i 
: 400 Montgomery Street ¢ San Francisco 4, California { 
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Gallons Storage 


@ A size to meet every home 
requirement. Uses pressure burn- 
er, number 2 oil, and sells at popu- 
lar prices. Every feature for vol- 


ume sales. 
@ Alsomade ina booster mod- 


el with large pipe connections for 
use with an extra storage tank. This 
model is also suitable as a booster 
for 180 degree water. 


a Bn 
croton 


110 S. Dickiason St. @ Madison 4, Wis. 
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ro Up to 20% fuel oil economy through 


increased efficiency 
No more annoying fuel oil odor 


Less service calls becayse BLUE HEAT — 
breaks up sludge which clogs any 
and nozzles 


BLUE HEAT emulsifies condensates, 
provides instant ignien: complete | 
combustion 


HIGH-TEST PREMIUM 7 e@ Eliminates soot in the firebox and tubes 


FUEL OIL ADDITIVE 
Low COST — 
ONLY $390.88 TO TREAT 
1 MILLION G 
#9 FUEL OIL OR KE 
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LARGER 1: 


PERFECTAIRE, 


Use PERFECTAIRE 
FURNACES 











Perfectaire capacities continue to increase when 
others stop. Larger furnaces give larger profits. 











OPEN TERRITORIES FOR DISTRIBUTORS 


AIR CONDITIONING ENGINEERING CO. camerince, 41, MAss. 


OIL-FIRED FURNACES 


Floor Mounted 
75,000 to 2,000,000 BTU 75,000 to 345,000 sty 


Hi-Boys 


i i an ; 

4 he ig 4 A 
ier”? me ; 
ae eS ' 


Suspended (Horizontal) 
75,000 to 1,000,000 BTU 


KI 7-2700 














Second, after consulting several 
control manufacturers about what 
they have to offer to end this trouble, 
develop a package to offer your cus- 
tomers. At a fair price that includes 
a profit for you, your customers can 
buy their way out of this trouble 
which came as a built-in feature when 
they bought their airconditioners. 

The package one dealer offers his 
fussy customers includes a sensitive 
low-Voltage room thermostat and a 
motor-starting relay. Cost to custom 


finds this well justified for those who 
want the best. 

You can obtain, to install remote 
from a windowsill conditioner, a line- 
voltage room thermostat far more 
sensitive than the thermostats in 
many conditioners—yet able to han- 
dle the conditioner’s amperage with- 
out the help of a relay. 


Q. What's the thumb rule that re- 
lates gph nozzle output to different 
nozzle atomizing pressure? 


A. Roughly, increase the pressure 
from the standard 100 Ibs. to 120 Ibs, 
and you increase the nozzle output 
10%. Roughly increase to 140 bbs, 
and you increase the output 20%, 

To be extremely accurate, figure 
that the nozzle output increases as the 
square root of the nozzle pressure. 
On that basis, for example, you'd 
have to raise the nozzle pressure from 
100 lbs. to 144 lbs. to increase the 
nozzle output 20%. The square root 
of 100 is 10; the square root of 144 


R. M. A., Wausau, Wis. 


NATIONAL 


REBUILTS 
ARE 


is 12; and 12 is 20% more than 10. 





er may be $30 to $40, but the dealer 























Wholesalers! you cas 
depend on NATIONAL for 
Acceptability 
Experience 

QUALITY 

SERVICE 





We also 
manufacture 
COMBUSTION 
CHAMBERS» 
in all sizes 
and shapes. 





_IRON-HIDE 


BAFFLES SAVE FUEL 


Easy to install, too, with the aid 
of our IRON-HIDE adjustable 
baffle support. 
See your jobber. 










LET NATIONAL 
SOLVE YOUR 

TRANSFORMER 
EXCHANGE PROBLEMS 











IRON-HIDE REFRACTORIES, Inc. 


Dock Street, Matawan, New Jersey 


NATIONAL REBUILDERS 


1027 GRAND ST., BROOKLYN 11, N. Y. 


REMCO VALVES 


rag NEW REMCO FOOT VALVE — WITH BUILT-IN FITTING 























. COMPLETE LINE TANK VALVES: 


CONVENTIONAL OR *FUSIBLE 
LINK FIRE VALVES => 



















FOOT VALVE 






TANK SHUT OFF VERTICAL BALL 
VALVE CHECK VALVE 
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SINGLE OR DOUBLE TIER RADIATION 
SOLVES ALL HEATING REQUIREMENTS 


Hoff *,ANEL LINE 


HIGH OUTPUT HANDSOMELY STYLED 
BASEBOARD RADIATION 


| 4 FREE-STANDING 
OR RECESSED 


Rust-resistant electro galva- 

nized steel. Full collar non-ferrous 

heating element. Snap-on accessories. 
Panels in 3, 4, 5, 6, 8 ft. lengths. 


SINGLE TIER 


For normal applications when heating require- 
ments are at a minimum and sufficient wall 
space is available. 


DOUBLE TIER PARALLEL 


For cold climates where heating requirements 
are high. Also for bathrooms, kitchens and play- 
rooms with limited wall space. 


DOUBLE TIER SERIES 


Equally effective as parallel, with additional ad- 
vantage of returning to boiler or main without 
looping back under floor . . . essential where 
returning under cement slab floor is not prac- 
ticable. Particularly suited for converting from 
old hot water or steam systems to baseboard. 


Hott MANUFACTURING CO. 
BETHANY, CONN. MEMBER |-B-R 


WRITE FOR LITERATURE AND INSTALLATION DATA 








NEUTRODA 


NEUTRALIZES and DEODORIZES 
FUEL OIL & GASOLINE ODORS 
DUE TO FUEL SPILLS, LEAKS, AND STAINS 


pit 
oneinrtAMe? won Tonle 


NEUTRODA SPRAY — Makes fast work of 
banishing fuel odors. Easy to use aerosol 
can permits fast deodorizing after every 
service call. Gets NEUTRODA into those 
hard-to-get-at places. 


NEUTRODA POWDER — Just 
sprinkle it on. Odors vanish 
quickly, completely — also 
absorbs and removes 

most oil stains. 


rowouk ae A little NEUTRODA on furnace filter — kills 


wano™ objectionable odors. 








THE TANKIT COMPANY, Inc. 
560 BELMONT AVE. NEWARK 8, N. J. 
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ye Cushion 


WA TER HAM MER *Pat. No. r 


2,407,276 


© $O SIMPLE TO INSTALL 
© SAVES TIME, LABOR, MONEY 
* SAVES WEAR AND TEAR ON PIPES AND PLUMBING 
* ABSORBS SUDDEN SHOCK OF BUILT-UP WATER PRESSURE 
IDEAL FOR — V Quick Compression Faucets 
V Flushometers 
V Reciprocating Water Pumps 
V Quick Closing Valves on Automatic 
Washing Machines 
Now equipped 


with bleeder 
for relieving 


il) wl eee 
(} when a 
Mi“) necessary. 


Sold only thru Plumbing Supply Jobbers 
Send for literature on our Indestructible RA- RICH AIR 
VALVES with BI-METAL ACTUATOR, vastly superior 
to valves made on the closed float and 

diaphragm principle. 
Write for price list, too, today. 


MANUFACTURING CORP. 


HOLTSVILLE, L. I., N. Y. 


eloil ,* 








New | PURBO-VAC 


KENT-ENGINEERED FOR MORE 
SERVICE AT LOWER COST 


TURBO-VAC costs less to buy. 

handles every cleaning job quickly, 
from ordinary dry vacuuming and wet 
pick-up to tough boiler cleanouts. 


Powered by 1 H.P. by-pass motor, 4 

protected against dust, dirt, water. NEW MODELS 
Volume of 135 cu. ft. of air per min. 
Removable dust and liquid tank. 


AVAILABLE IN 


4 sy roe ote ge bre 
ac Mode’ , equi 
FULL-TIME VACUUM AND BLOWER Visi foot-operated 
TANK CAPACITIES: % BU. TO 1% Peps he! a 
BU. —5 GALS. TO 10 GALS. ne Peers 
DOES MORE WORK IN LESS 

TIME 

CUTS MAINTENANCE COSTS 

HEAD IDEAL FOR USE 


WITH KENT “DRUM-SEAL” 


Write today for 
complete details 


KENT COMPANY, INC. 7 
434 Canal Street “4 
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HY-TEST 303 dealers 
sell more fuel oil because 
they offer more to their 
customers! Not only 
cleaner soot-free burning, 
but dollar savings they 

can count! 

Let us send you full details 
of this exclusive additive, 
dehydrator and merchan- 
dising franchise together 
with reports from outstanding 
dealers. Match their proven new — 
business gains against any others 
and then decide! And you need 
not change your oil sources nor 
raise your prices to put this 
triple-barreled customer getter in 
your holster! 





Write, wire or call today! | 


JOHN VALK Jr., President 
HY-TEST 303 CORP. | 
9 Meadow Rd., Rutherford, N. J. | 
WEbster 3-0300 
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White-Rodgers Controls 
(Begins on page 81) 


cuits as the designer of the control 
set-up desires. 


With cooling turned on, closing of 
the cooling contacts of the thermostat 
can turn off or on many circuits, 


In addition, relays can be thrown, 
and their load-carrying or pilot con- 
tacts can either open or close—as the 
result of pressing the “Cool” button. 


As the result of the preceding possi- 
bilities, you gain vast flexibility, you 
can have your heating and cooling 
cycles include dozens and even hun- 
dreds of equipment actions. All you 
need is a White-Rodgers room ther- 
mostat and the sub-base for it, and an 
assortment of relays to go into action 
in winter and in summer. 


A set of windowsill type aircondi- 
tioners can be turned off and on by 
the one thermostat in a house, dur- 
ing the summer following pressing of 
the “Cool” push-button. The water 
pumps and fans of cooling towers can 
be controlled automatically. A big fan 
can be operated continuously all the 
time the “Cool” button is in—to blow 
air through an air space above a top- 
floor ceiling and so reduce the cooling 
load. Sprinkler equipment, to cool a 
roof, can be turned on automatically. 

Zone-control problems in homes and 
commercial or industrial buildings can 
be solved easily, thanks to the great 
flexibility of the White-Rodgers equip- 
ment—to start out, you need for each 
zone a W-R room thermostat and suit- 
able sub-base, and a set of relays. 

The eight available sub-bases in- 
clude two which are most simple— 
each of these has only two push-but- 





tons. The first has a button marked 
“Cool” and a button marked “Heat.” 
To keep the central heating system 
idle in winter using this sub-base, you 
simply press the “Heat” button and 
lower greatly the setting of the ther 
mostat. To keep the system idle in 
summer, you press the “Cool” button 
and raise greatly the setting of the 
thermostat. This simple sub-base lacks 
the nicety of an “Off” button—where 
used, this button does nothing when 
pressed but make the “Heat” and 
“Cool” buttons snap out. 

The second simple sub-base has two 
buttons marked “Cool” and “Off.” A 
dealer can use this sub-base when add- 
ing summer cooling equipment to a 
home which already has oilheating 
equipment; he would not change the 
already installed heating controls— 
he’d wind up with the heating con 
trolled by the already installed room 
thermostat. 

Seemingly White-Rodgers aims to 
sell oilheating equipment dealers only 
thermostats and sub-bases. The dealers 
plan their heat-control systems around 
these—and buy the needed relays and 
other control-system component parts 
from either White-Rodgers or another 
manufacturer. 

The set-up is different for manw 
facturers of heating and cooling equip 
ment. For them, White-Rodgers 0” 
fers complete airconditioning control 
panels which include relays, motor 
starters and overload protectors, and 
limit controls for refrigeration systems 

The complete panels, sold by White 
Rodgers to equipment manufacturets 
only (not to oilheating equipment 
dealers), are offered in two basic 


models. 
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Heat.” 


PAT MY 24949795 
AND MG 27909550 
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The first model includes the evapo- 
rating sequencing and the condenser 
gctions in One unit, and is intended 


Available in 5 sizes for proper venting and balancing of each 
radiator, and two sizes for venting mains. There is a Gorton Valve 
that’s just right for every radiator. 


Ask your wholesaler. 


GORTON HEATING CORP., CRANFORD, N. J. 


ESTABLISHED 
1887 





1. Automatic recycling or re-setting 
for low-side and high-side 
2. Automatic recycling for low-side, 


type summer-winter air-conditioning 
equipment, wired by its manufacturer 
according to the same White-Rodgers 











70m mainly for package units, and instal- but manual re-set for high-side principles used in Diags. 1 and 2. 
"> . lations having water-cooled condens- 3. Manual re-set for both low-side Installing equipment wired as Diag. 
n Bae 2 Si : ‘ 
bs ers and high-side. 3 shows, you don’t have to worry 
41 ia The second basic model has two Diags. 1 and 2, dealing in terms of | about understanding the internal wir- 
A 4 control panels and is intended for sys- how a dealer and equipment installer ing which was done by the equipment 
utton 
£ th tems having remote air-cooled con- puts to use a White-Rodgers thermo- manufacturer. You have to connect 
0) . . bg oe Le 9 
; densing units. stat and its sub-base, show clearly the only the “field installed” controls and 
> lacks : : poet: Mike 
Panels are available with or without vast flexibility of these control-system wiring. 
where A “ptggae ; ete 
, low-side and high-side pressure con- § components. This article is technical, but is not 
when ; , : a ; ; 
ea trols for refrigeration systems. These Diag. 3 shows the kind of wiring | complete without mention of the un- 
an : , 
controls are made in three types: diagram likely to come with package- usually handsome appearance of the 
4s two ~ 
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If I used fuel oil meter tickets, 
I'd order from Cromwell for 2 
role} Ko} mos etetebele Mos elo MR deY= Mb (ot-}c-1-) 
delivery in the industry. 


na KLEEN-FUEL 


be The Fast-Acting Perfect 


eating 


ae Fueloil Additive 


rols— 
¥ con’ FOR DISTILLATE OIL 


room ELIMINATES MANY SERVICE CALLS 


ms to - 
; only Columbia-Bedford Corp. 

lealers 36 BRIDGE ST. NEW YORK 4, N. Y. 
round Established in 1889 

rg and 





















Send for FREE catalog 





C.. CROMWELL PRINTERY 


PH COR PORATED 
CHURCH AT BEEECKER ALBARY I,K. ¥. 
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parts 





they apply to the Oilheating 
, and dealer, 


CRIMP TYPE and SOLDERLESS 


other | 

|| Mow Js The Time For | RAJAH TERMINALS 
| | FOR OIL BURNER SPARK PLUG 
gh i of ers by 1 8. Lewis on | IGNITION CONNECTIONS 
a opportunities in aan soon | Made in Two Styles 








stems. i, 
Jhite: our Copies Today ONLY 
sich freloil & Oil heat $1.00 Code Ne. C/T #11 Code Ne. $-SOS #11 
pment 2West 45th St. A COPY! ; 
basic New York 36, N. Y. THE RAJAH CO., 35 Verona Ave., Newark, N. J. 
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Oilheating and Fueloil—Your |; 


x & = Fi 


Concentrate Your Advertising 
(and Your Reading) in FUELOIL & OIL HEAT! 


The oilheating-fueloil dealer’s sales formula means profits to you! It’s as simple as 
razors-and-blades. If you sell thousands of razors, you can sell millions of blades, and 
the oilheating-fueloil dealer has found that his high oilheating sales volume helps him 
sell millions of gallons of fueloil. No other retailer in the entire heating field has this 
double sales incentive. No wonder FUELOIL & OIL HEAT’s readers sell oilheating 
equipment so aggressively! 


Tell Your Sales Story Fully in 
Our Important October Issue! 


October will bring you top sales opportunities—it’s the month in which oilheating- 





fueloil dealers sell about 13.5% of their year’s oilheating installations, secure about 






9% of their “service calls” income, and deliver about 6.8% of their annual fueloil 






sre Following last year’s sales pattern, oilheating manufacturers should ship 






about 13% of their year’s total in October, and secure 8.3% of their new dealer and 
jobber accounts. 










fuelloil ¢ 
oil heat 


seas g BUSINES 
devoted TH AGA! WE 


a FUELOIL & = HEAT 


2 West 45th St., New York 36, N. Y. (MUrray Hill 2-4786) | 
A. G. WINKLER, Adv. Dir. LEE STEEDLE, Adv. Mgr 


Eastern Adv. Mgr.: Dick Raymond 
ott Midwest: 224 So. Michigan Ave., Reom 200, Chicago 4 (WAbash 2-9548)—Pacific Coast: oat 







October Ad Forms Open Until September 10th. 
How Much Space Should We Reserve For you 
















Airconditioning 




























Harwoy, 1709 W. 8th St., Los Angeles 17, Calif. (DUnkirk 2-8576). 
= 60m MEMBER ; 
S = =| ss @ “ e sf 
Sra Him) since July 1922—35 Years of Service to YO 


September 
1957 












it \Strongest Sales Combination! 


Fueloil & Oil Heat's Readers: | 


y Sell Most of the Oilheating 


(New and Replacements] 


/ Sell Most of the Fueloil 
/ Do Most of the Oilheating Service 


(Parts, Accessories, etc.) 


y And 28% of our dealers sell Central Cooling 


{10.7% of their sales include some form of cooling.) 
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A MOST USEFUL 


TOOL 


#¥ IN MAINTAINING A 
SUCCESSFUL BUSINESS 


SAMPLE SHEETS UPON REQUEST 


THE BRADFORD PRICE BOOK 
QUINCY 69, MASS. 
Serving the Plumbing & Heating Trades, over a '/3 of a century 





CONTROLS 
Minneapelis- Honeywell 


White- Redgers 


Octreit @ Pertex 
Penn 


Meresid « General 








Use “CRESCENT PARTS” Servigs 


Serving St. Louis Trade Aree 
“FACTORY REBUILT” Repair Exchange con. 


trol service on all popular makes at regular 
manufacturers list prices and trade discounts, 


Crescent Parts andj) 
Equipment Co., Inc. 


MAIN OFFICE 
825-831 S. Boyle Ave. 
St. Louis 10, Mo. 


BRANCH 
1140 St. Leuis Ave. 
East St. Louis, Ill. 








White-Rodgers room thermostat and 
its sub-base. 

The thermostat’s hinged cover is in- 
tended to avoid what White-Rodgers 
calls “that mechanical look,” and to 
discourage changing dial settings. 

But of great interest to fueloil sup- 
pliers, the inside of the hinged cover 
provides an ideal location for a good- 
looking sticker which gives the tele- 
phone numbers to call for service, and 
ordering fueloil. 

In many homes merely oilheated or 
equipped for summer-winter aircondi- 





accents 





tioning, the only piece of equipment 
that is on display in the rooms is the 
thermostat. White-Rodgers was wise 
to make its thermostat and sub-base 
small and handsome. The small size is 
particularly striking, considering that 
this unit can be the control center for 
heating and airconditioning equip- 
ment of tremendous capacity. 


o, 
“ 


Appointment of additional repre- 
sentatives and extensions of territories 
represented has been announced by 


Auto-flo Corp., Detroit. North Cen 
tral Sales, 316 East Silver Spring Dr, 
Milwaukee 17, will extend its Autof 
representation to Minnesota ang 
North Dakota with appointment of 
Harold Burke, James W. Miner and 
Robert C. Matzen to cover the two 
states. Victor and Joe Vogel, 6338 W, 
Waveland, Chicago, now covering! 
most of Illinois, will also cover Kay 
sas, Missouri and Oklahoma. Newly 
appointed as Auto-flo representative 
is B. L. Rushton, Inc., 141 S. High 
land Ave., Pittsburgh 6, Pa. 











days to record. 


THIS 


and special deliveries. 


You will receive the FUEL DE- 
LIVERY PREDICTOR, plus 200 
Customer Record Cards, Signal 
Tabs, compl. INSTRUCTIONS. 
Start system NOW. Send check 
or request delivery on approval 


U.S. 


P.O. Box 14 





Above chart, calibrated for your locality, will increase 
profits and save time. No weather reports or degree- 


IS NOT A 
CALCULATOR! 


It is a simplified ‘Keep Full’’ system to avoid run-outs 


ror #750 


if rated concern. Used by 500 dealers throughout the 


CHARLES BAASCH 
Floral Park, N. Y. 


may" ST 


ANNIVERSARY. 


BOILER CLEANER! 
KEK cives 


NEW BOILERS A 
FAST, EFFICIENT 
START. 


KEK revives 


OLD BOILERS, REMOVING 
SCALE, OIL, CORROSION 


KENITE 


LABORATORY New Jersey 


FROM ENTIRE 
SYSTEM. 


MADISON 








(regular price 
$9.00) 











500 Pacific St., Brooklyn, N. Y. 


NEW YORK TECH 


America’s Foremost School . . . Famous for teaching 


OIL BURNER 


INSTALLATION AND SERVICING 
Also Courses im: REFRIGERATION & AIR CONDITIONING 


Remember NEW YORK TECH whether you have 
MEN TO TRAIN, or 
NEED TRAINED SERVICEMEN 


can or weteNEW YORK TECHNICAL INSTITUTE «i 


A Division of N.Y. Institute of Technology 
A nonprofit educational institution 
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